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No. 6 Beaverette 
14 to %4-inch 





The Beaver “4-Poster” 
Plain or Ratchet 
1 to 2-inch 





No. 12-R Beaver Ratchet 
1 to 2-inch Self-contained 





No. 104 Beaver 
2'% to 4-inch Cutter 





Beaver Threading Oil 
A Better Oil in a Neater Can 











No. 3 Beaver Ratchet—'% to l-inch 
Bolt Dies—-inch to 1-inch 








A Tip to 


Jobber’s Salesmen 


With pipe tool buying at a low ebb for four 
years users are now replacing their worn out 
equipment with new and better tools—and 
they’re keenly interested in advantages. 

Herein Beavers, The Modernized Line of Pipe 
Tools (30 new items and 18 improved ones) 
offers you a profitable sales opportunity. 


You can provide your trade with a Beaver 
tool to meet every need up to 12 inch— 


And you'll find the trade interested in Mod- 
ernized Beavers because of their exclusive time 
saving and economy advantages—plus the high- 
est quality of materials and workmanship to 
assure a lasting measure of satisfaction—and 
low upkeep cost. 

Write for the new Beaver Catalog No. 34. 
Become familiar with Modernized Beavers (a 
few of them are shown on this page). Talk 
them to your trade and—you’ll be surprised at 
the pipe tool sales waiting to be picked up. 


THE BORDEN COMPANY 
293 Dana Ave. Warren, Ohio 





















The Model-A Beaver Pipe Machine 
In a Class by Itself! 


**3-Way” Beavers 
No. 33—% to %4-inch 
No. 34—' to __it-inch 





No. 17 Beaver Ratchet 
14 to 2-inch Die Heads 





No. 26 Beaver Ratchet 
1 to 2-inch Self-contained 





No. 41-E Beaver 
2% to 4-inch Threader 


Beaver Square-Built Wheel 
Cutters 

No. 102— \% to 2-inch 

No. 204—2"'% to 4-inch 
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WE DO OUR PART 


— issue of Mill 

Supplies is devoted 
to a discussion of NRA 
as it applies to the mill 
supply industry. An in- 
timate picture of what 
has been happening in 
this industry since the 
signing of its Code is 


presented. 
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520 N. Michigan Ave. 
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Mill Supplies is in its 
twenty-fourth year of serv- 
ice to the mill supply field 
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Upson sleeve nuts and Brazil turnbuckles are the 
choice of industry for heavy duty service. They are 
ideal for bridge rods, foundation rods, electrification 
projects, dam construction, mill truss construction 
—wherever safety is a vital consideration. 

Brazil turnbuckles have for years been consid- 
ered standard. Design is sturdier. Arms are heavier. 
‘Threads are clean cut. They are made throughout to 
insure longer life in service. 


Sizes and prices will gladly be sent upon request. 
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WHILE YOU ARE AT THE 
CONVENTION 


Ask A 


Shor 


Distributor What He Thinks Of 
THOR Portable Electric Tools 





His Answer Will Be Our Only 
Sales Story '°°° °° Our Best 
Proof Of The Effectiveness Of 
The THOR Plan Of Coopera- 
tive Selling. 


INDEPENDENT PNEUMATIC TOOL CO. 


TOOLMAKERS SINCE 1893 
600 West Jackson Blvd. 
CHICAGO, ILL. 
NEW YORK » BIRMINGHAM » SAN FRANCISCO 
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MINUTE of thought will tell 
A you that this big cut-out of a 
Jenkins Gate is far from a mere sell- 
ing stunt, although it is unusual and 
gets attention. We all know thata 
Jenkins Iron Body Gate actually IS 
superior to other good gates. But 
we have to prove it to prospects... 
we have toshow them the fine points 
of Jenkins design and construction. 


It’s not easy to put a big heavy 
Jenkins Gate on a man’s desk for 


inspection. So we are furnishing 





unique Jenkins 


CUT-OUT 














you with lifelike cardboard cut-outs 
which show both the inside and 
outside of the valve in a way that 
is almost real. Opened up, the cut- 
out shows and lists all of the supe- 
rior features of a Jenkins, and pro- 
vides space tocheck Jenkins features 
against other gate valves. 


We honestly believe that your cus- 
tumers will sell themselves on Jen- 
kins Gates when you give them acut- 
out with a challenge to:—"Look at 
ALL makes... compare them point-for- 


Here’s what Jenkins gives 
you. Compare ALL good Iron 
Body Gates, point-for-point, 
and price against price. Let 
your own judgement say 
which one is your best buy. 


SINCE 1864 


Customers will sell themselves 
on Jenkins Iron Body Gates 


point, and price against price”. This 
is a simple way to get more orders 
for Jenkins Iron Body Gates. Try it. 
If you do not receive a supply of 
these sales-building cut-outs within 
a week, write our nearest office with- 
out delay. Our advertising is direct- 
ing buyers to get a cut-out from 
their supply house. Capitalize on it. 


JENKINS BROS., 80 White Street., New York; 
510 Main St., Bridgeport, Conn.; 524 Atlantic 
Ave., Boston, Mass.; 133 No. Seventh St., Phil- 
adelphia, Pa.; 822 Washington Blvd., Chicago, 
Ill.; JENKINS BROS., Ltd., Montreal; London 


Jenkins Valves 


BRONZE — IRON — STEEL 
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ALEMITE HAS SAVED MILLIONS OF 
DOLLARS FOR INDUSTRIAL PLANTS 











POWER 
SAVINGS 


Alemite Lubrication reduces 
starting torque — reduces power 


consumption! 


MAINTENANCE 
SAVINGS 


Alemite System provides positive 
lubrication—reduces break- 


downs and repair bills. 


LABOR 
SAVINGS 


Takes fewer operations — less 
time per operation —less time 


spent in cleaning machinery. 

















a 
\ 
SAFETY 
SAVINGS 


The lubricant cannot run out of 

Alemite Fittings! No danger of 

accidents from slippery spots on 
floors around machinery. 





LUBRICANT 
SAVINGS 


Lubrication needed only once in 
2 weeks with Alemite Lubrication 
System! 1 Ib. of semi-solid lubri- 
cant does work of 2 gals. of oil. 











lind Wow. «the New ALEMITE HYDRAULIC LUBRI- 
CATION SYSTEM opens up the entire industrial field for you 
..$ NEW OPPORTUNITIES! NEW PROFITS! A MARKET 


IS WAITING FOR YOU! 


ITH Alemite’s wonderful record of service, backed 

by the good will of plant operators and engineers— 
there'll never be a sweeter proposition for you than this revo- 
lutionary new Alemite Hydraulic Lubrication System! It 
embodies principles so new and practical that plant engineers 
recognize its advantages at sight! It makes it easier than ever 
for plant operators to cut production costs! 


Alemite Hydraulic Fittings can bequickly installed in place 
of oil holes, grease cups, or previous Alemite systems. They 
are serviced with the new Alemite Hydraulic Hand Gun, 
with which pressures up to 10,000 pounds per square inch can 
easily be developed! This tremendous pressure forces out old, 
worn grease—provides a complete renewal of fresh lubricant 


—gives positive lubrication at all bearing points! There is 
no leakage at the fitting —the higher the pressure, the tighter 
the seal! 

Be one of the first to handle this marvelous new proposi- 
tion! Get a good start on the field. Land the best accounts 
while they are still open! 


re=SEND ME THE FACTS QUICK! == 


ALEMITE CORPORATION ms-5 § 


7 - ' 
s Division of Stewart-Warner Corporation » 
1886 Diversey Pkwy., Chicago : 
ry Send complete details of your new jobber deal at once. r 

' 
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VISUAL DEMONSTRATION 


Projectors and films are now avail- 
able, showing visually the making of 
major Hewitt products. This up-to-the- 
minute assistance is offered without 
obligation to all Hewitt distributors. 


UNIQUE SALES MANUAL 


Presents in simplified form all the data 
your men need to close sales. It makes 
selling*easier, and relieves them of 
hours of, “memory work.” 


ADVERTISING IN TIME 


Hewitt is the only exclusive manufac- 
turer of industrial rubber goods now 
advertising nationally. For example, 
TIME is today recognized as the most 
effective nation-wide medium for a 
line of industrial goods like Hewitt’s. 
Its half-million circulation embraces 
a great proportion of the industrial 
executives and operating men of the 
country. 


EXPERT FACTORY 
REPRESENTATIVES 


Hewitt representatives are technical 
experts in mechanical rubber prob- 
lems, with an average of eighteen years 
of successful experience to their credit. 
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ABOUT HEWITT 
CO-OPERATION 


@ You hear a lot of talk about how Hewitt Co-operation backs up the dis- 
tributors salesman’s efforts and makes his selling job easier and more product- 
ive... THIS TALK IS BASED ON REAL FACTS. @ Hewitt co-operation 
is guided by a unique policy of field assistance, developed through Hewitt’s 
75 years of experience . . . a policy which recognizes the salesman’s problems 
and helps him solve them “on the spot” with effective assistance. ® Among 
these sales helps are: 1. Hewitt’s strict adherence to industrial rubber goods 
only; 2. fair prices that net honest profits; 3. protection against both direct 
and indirect factory competition; 4. engineering assistance; 5. sales manual 
and price sheets which simplify sales data; 6. effective advertising in TIME 
and other magazines; 7. visual-talking demonstration apparatus for technical 
assignments; 8. plus a corps of factory representatives unexcelled in skill or 
in years of experience. @ No wonder you're hearing a lot of enthusiastic talk 
about Hewitt co-operation. If you want 
to hear more, just ask any Hewitt dis- 
tributor! May we have one of our rep- 
resentatives call on you? Hewitt Rubber 
Corporation, Buffalo, New York. 


not for Lo-operation 
RUBBER CORPORATION 





THE GUTTA PERCHA & RUBBER MANUFACTURING CO. EST. 1859... HEWITT RUBBER COMPANY. EST. 1904 


HOSE CONVEYOR AND TRANSMISSION BELTS PACKING 
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The most durable and highly developed s Accuracy, uniformity, high 
malleable chain. The Griplock joint tensile strength and a high 
increases its strength and working ' life. ee degree of finish make this an 


REX GRIPLOCK — outstanding high speed drive 
ly chain. Single and multiple 
. chain. REX ROLLER 


Above: An inexpensive gen- 
eral service chain for elevator, 
conveyor and transmission 
service at medium speed. 


REX CHABELCO 
A highly developed steel chain 
with Rex Press Fit construc- 
tion. For high speed drives 
and conveyors. 


REX UNICAST 


This one-piece roller chain— 
with the roller cast in place— 
effectively solves the problem 
of eccentric loads on double 
strand conveyors. 


REX DUROBAR 


The added metal on the barrel 
of the block link makes this a 
longer lasting combination 
chain—especially whencast 


in Z-Metal. sp 
sp? oman 


REX CHAINS 


Chain Belt Company makes a complete 
line of standard chains in malleable, 
Z-Metal, Steel and Combination for 
ractically all drives and conveyors. 
REX SNAKE ies Sprockets, Take-Ups, Set Collars, 
A conveyor chain that flexes in any Buckets, Belt Idlers. 
direction on a short arc. Especially 


useful in remodeling, as it is adaptable CHAIN BELT COMPANY 


to changed layouts. 1622 W. Bruce St., Milwaukee, Wisconsin 


CHAIN £ BELT CONVEYING 
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WHY SHOULD 


|} HANDLE 
| GREENFIELD \. 
TOOLS? 











Because, Mr. Distributor, you make more profit— 
here are some reasons why GREENFIELD 


Distributors do make more profit. 





‘ aad hl ° . 
@kIRST: They are handling a line known and accepted for 
a . over 60 years, recognized by consumers generally as being con- 
sistently high quality. 


TAPS 


@SECOND: They draw on the country’s largest stock of 
threading tools, from warehouses in New York, Chicago, De- 
troit and Greenfield, Mass.—which permits them to give ade- 
quate service with minimum stock investment. 


@THIRD: Their selling effort is backed by GREEN- 
FIELD’S 32 technically trained salesmen, plus advertising and 
sales helps—all designed to create business and to put it 
through the distributor. 








@ FOURTH: Their prices and profit margins are protected 
by GREENFIELD, which believes in the distributor’s function 


and has always supported him. 





@ FIFTH: Because a complete line—taps, dies, drills, screw 
plates, reamers, gages, pipe tools—affords economies in buying, 
shipping, receiving, billing and general handling which di- 
rectly add to profit. 


PIPE TOOLS DIES 


Any distributor can easily check these facts for himself. As 
to what distributors generally think about them—‘‘Let’s look 
at the record” in the words of a certain well-known American 
—More distributors handle the GREENFIELD Line than any 














ecunw FLaTEs other two combined. 
New York: 
15 Warren St. 
Cheng GREENFIELD Fine AND DIE Greenfield Tap. & 
Blvd. CORPORATION ok oe 
Detroit: 








GREENFIELD, MASS..U.S.A. 


228 Congress St., W. 
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Monobloc Centrifugal Pump 





Vertical Feather Valve Compressor 


Paaay 
| 


Duplex Steam Pump 








Deep Well Turbine Pump 






Split-Case oe Pump 


Horizontal Feather Valve Compressor 





Multi-V-Drive with 
Goodyear Emerald Cord Belts 


ix 


End-Suction Centrifugal Pump 


inp 


Rotary Pump 


Abe 


Simplex Vacuum Pump Enclosed-Crankcase Power Pump 










Dhe 
WORTHINGTON 
LINE 


represents a progressive ex- 
perience of over 90 years, 
and is backed by an envi- 
able reputation, all over the 
world, for the highest qual- 
ity of product, and the fair 
dealing policy, service and 
cooperation of its maker. 
Present markets are active 

.. and for every job they 
offer, no matter how tough, 
there is a Worthington unit 
to meet it... exactly and 


dependably. 


THE WORTHINGTON NAME 
on a dealer’s line assures 
him of the full confidence 
of those he serves. 


@ Ask about the Worthington Dealer Plan 


WORTHINGTON PUMP AND MACHINERY CORPORATION 


General Offices: HARRISON, NEW JERSEY - Branch Offices or Representatives in Principal Cities throughout the World 


WORTHINGTON 


ATLANTA CINCINNATI DETROIT a, —— 
BOSTON CLEVELAND Et PASO 

BUFFALO DALLAS HOUSTON << 
CHICAGO DENVER KANSAS CITY Si 





"4 


A-3468 


LOS ANGELES PITTSBURGH SEATTLE 
NEW ORLEANS ani 


voRK 
PHILADELPHIA «= SAN FRANCISCO WASHINGTON 
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IF 
YOU SELL THEM 


HE HAS HEARD 
ABOUT YOU 


The reputation of Morse Tools has penetrated 
the entire buying structure of the metal working 
industry. Up from the shop and down from the 
executive office come the impulses to buy this 
famous brand of profit-making tools. 


Morse advertising in the magazines which your 














customers read keeps the Morse reputation steadily — LINE 
on the increase. And Morse advertising never fails —— = 
to focus attention on the Morse dealer. The buyer is CUTTERS . 
APS and DIE 
ready to talk business if you carry the Morse Line. SCREW PLATES 
ARBORS, CHUCKS 
® COUNTERBORES 
MANDRELS 
az, Ss 
M O R S EF: SOCKETS, SLEEVES 
p 4 _— — == a 





TWIST DRILL & MACHINE COMPANY 


NEW YORK STORE CHICAGO STORE 
NEW BEDFORD - - - MASS., U.S. A. 92 Lafayette Street © 570 W. Randolph St. 
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BETHLEHEM Hot Forged Nuts are unlike any 
nuts ever made before. They're special-type 
forgings, made by a new, exclusive process, and 
have the toughness and dense grain structure 
that forging gives. The threads take heavy 
wrenching strains and other forms of punish- 
ment impossible for nuts made by ordinary 
methods. 

Dealers in mill supplies are finding numerous 
applications where the strength and toughness 
of Bethlehem Hot Forged Nuts are of value. 
Wherever conditions call for a nut with threads 
that can be depended on to stand up, this is 
decidedly the nut to recommend. 

The hot-forged nut was developed at our 
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Lebanon, Pa., Plant, a self-contained Bethle- 
hem division, operated by men who know bolt 
and nut manufacture from A to Z. Lebanon 
Plant is devoted entirely to the manufacture of 
bolts and nuts and allied products, and makes 
them in every style and size your customers use. 

Bolts of carbon, alloy or corrosion-resisting 
steel. Bolts for high pressures and temperatures. 
Treated nuts. Oil quenched nuts. Spikes, 
rivets, turnbuckles. And countless other simi- 
lar products. For your service, Bethlehem car- 
ries a stock of all standard commercial items 
at Lebanon Plant. 


—— 
peTHLEHENy 


STEEL 


Bethlehem Steel Company, Bethlehem, Pa. 


Bethlehem Bolts and Nuts 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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Seven Months Under 
the Code 


T has been approximately seven months 
since President Roosevelt signed the 
Code for distributors of industrial sup- 

plies and machinery—seven months of activ- 
itv and progress. 

As we look back now over this seven-month 
period, we find that the business curve in this 
industry has, in the main, been headed up- 
ward. This is not due entirely to NRA, but 
there is no doubt but what it has had a defi- 
nite stimulating effect on business. Of even 
greater importance has been a pronounced 
rise in profits, due largely to the price stabil- 
ization which has taken place under NRA. 
One important distributor, for example, re- 
ports that his percentage of profit on. some 
lines is as much as 15% better than last year, 
while his average return so far this year is 
2.35°° greater than a year ago. The experi- 
ence of this distributor is typical. 

Another beneficial result of NRA has been 
the fact that it has brought distributors 
within the same trading areas closer to- 
gether. More local groups are organized and 
functioning today in this industry than ever 
before. 

Some business men are learning for the 
first time that their competitors are not such 
bad fellows after all. This promotion of bet- 
ter feeling among men in the same line of 
business is an important contribution of 
NRA. 

Only through these local groups of distrib- 
utors is it possible to take full advantage of 
the new opportunities offered under NRA to 
eliminate unfair trade practices and attain 
more equitable profits. The local group is 
ideal for dealing with local problems. Band- 


ed together with strong central headquar- 
ters, these local groups would also provide 
a national organization truly representative 
of the industry and capable of dealing with 
national problems courageously and_ ef- 
fectively. 

Salesmen have found that conditions have 
been bettered by operation under NRA, too. 
The concensus among mill supply salesmen 
operating in various sections of the country 
is that there is less price-cutting now than 
formerly, less direct-selling competition, less 
haggling about prices on the part of buyers 
and a greater tendency to patronize the dis- 
tributor. 

Of course, the Code has not been in opera- 
tion in this industry long enough to pass final 
judgment as to its accomplishments. ‘To 
date, however, there can be little doubt but 
that this industry has benefitted as a result of 
its Code. For proof of this statement, read 
the views of the members of the industry's 
code authority, the experiences of distribu- 
tors’ salesmen, and the opinions of distribu- 
tors and manufacturers published elsewhere 
in this issue. 

Much of the work done so far has been in 
the nature of getting organized. Despite this 
fact, beneficial results are already in evidence. 
Hence, the future outlook in this industry is 
bright. NRA has definitely helped mill sup- 
ply distributors by stabilizing prices, encour- 
aging closer cooperation among distributors 
in the same trading areas, as well as bringing 
distributors nationally into closer contact and 
it is hoped that the industry will continue to 
profit from these constructive measures long 
after NR.\ has ceased to exist. 
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What NRA Is 
Supply Industry 





Doing for the 


How are Codes affecting the distributor’s business? 
Six members of this industry’s Code Authority give 
their views 


Business Has Improved Under 
NRA 


“THE NRA is doing 
more than anything else 
has ever done to better 


our industry’s practices, 
and its mental and moral 
background. 


“Our Code in name and 
nature is one of fair com- 
petition. The original 
code submitted to man- 
kind has been designated 
as the Golden Rule: ‘Do 
unto others as you would 
be done by.’ Our present 
approved codes of fair 
competition rest upon and proceed from this original 
code, and compliance thereto is now bringing about a 
great measure of peace and prosperity. 

“This idea underlying our Code is the most workable 
and profitable of business principles. It does not mean 
letting competition ride roughshod over us. It does 
mean, however, being wise enough to see that maintain- 
ing the standards of fair play is not only absolutely 
essential to our industry as a whole, but is equally essen- 
tial to our own self protection. That means striving for 
the protection of a reasonable margin of profit, which 
will enable us to maintain our standard of wages and 
working conditions, and a high level of approved busi- 
ness practices and service to customers. 

“Every distributor knows that his business has im- 
proved. He has been able to employ more people and his 
employees have been better paid and therefore able to 
buy and pay others. Has the Code done this? I main- 
tain that the right thinking which the Code has brought 
into the consciousness of men has brought about these 
results. Thoughts of fairness, unselfishness, justice and 
courage have ever been powerful in the performance of 
good. 

“T have been especially happy to observe that distribu- 
tors who before appeared to be bitter competitors are 
becoming friendly and manifesting an admirable spirit 





C. E. CURTIS 
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of forbearance toward violators. The cheerful, tempo- 
rary sacrifice of business on the part of many distribu- 
tors, who have been willing to be patient with their more 
backward or uninformed competitors, until the latter 
could be helped to see the error of their ways, is worthy 
of the highest praise. I repeat, it is having, and will 
increasingly have, its reward. 

“Another wholesome effect is that today the hand of 
the large distributor is clasping that of the little fellow 
in a new brotherliness, harmony and mutual helpfulness. 

“It is my firm belief that this splendid teamwork is so 
thoroughly justifying itself that we shall never go back 
to our old ways and as distributors gain more under- 
standing of that imperishable rule underlying our Code 
and its practical application to business. As experience 
reveals more and more the advantages of scrupulous 
compliance with the letter and spirit of the Code, dis- 
tributors may, with a certainty, expect a lasting and in- 
creasing prosperity, rich in its bestowals of good, to 
executives, employees, stockholders and customers 
alike.”’ Charles E. Curtis, president, The Western Iron 
Stores Company, Milwaukee. 

g 


Progress Is Being Made Under 
the Code 


“OF course it is going 
to take time for industry 
to become accustomed to 
operating under Codes, 
but I feel that great good 
is going to come out of 
them. It is not reasonable 
to suppose that all of the 
kinks can be ironed out 
immediately so for awhile 
we shall have to put up 
with some complexities. 

“It is my opinion that 
more than 90% of all 
concerns are willing to 
enter into the spirit of the NRA set-up and will do 
everything in their power to make a go of it. Whether 
we can handle the other 10% by careful nursing and 





J. L. PITTS 
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pleading or whether coercive methods will have to be 
used, I cannot say at this time. 

“I, for one, am willing to be patient until the other 
10% have seen the light and are willing to come in 
with the rest of us for the betterment of all concerned. 
To sum up the situation so far as the mill supply indus- 
try is concerned, I will say emphatically that the code 
has done a world of good and in it lies the salvation of 
our future.” J. L. Pitts, president, Brown-Roberts 
Hardware and Supply Company, Alexandria, Louisiana. 


NRA Is Benefitting the Supply 
Business 


“THE codes have had 
a favorable effect upon 
the distributor’s business 
and the future outlook is 
good, provided the mem- 
bers of our trade as well 
as the members of other 
industries from whom we 
receive our business, ob- 
serve codes earnestly and 





honestly. 
“NRA has _ increased 
employment and wages in 
ethane industry. The increases 


in prices, which have be- 
come effective on a number of lines, have been necessary 
to produce proper profits. Former prices were cutthroat 
ones, whereas present prices are supposedly fair ones 
which simply enable industries to meet the hours and 
wage provisions of their codes. 

“The Code has eliminated many unethical practices. 
While we still have some chiselers, I think they are 
rapidly being smoked out. 

“The shortening of hours has no doubt worked a 
hardship upon some members of our trade, but I think 
this has been offset by improved conditions brought 
about by the code. I am sure that smaller concerns have 
been materially helped by the Code as they are no longer 
put on the spot by the larger members of the industry 
who, in the past, have ruthlessly prevented the smaller 
concerns from getting their fair share of the business. 

“Naturally, we in the South feel that we should have 
received the wage differentials granted in the basic 
wholesale code and in a great many other codes. If it 
was fair for these other trades and industries to have a 
Southern differential, then our trade should have it. 
However, I believe this will work out in time through 
the standardization of wages and hours and differentials 
through executive orders of some general revisions to 
be made by NRA. 

“The most serious problem facing industry now is the 
overlapping of various trades and industries. This is 
creating considerable confusion and some hard feeling. 
If it is finally ruled that every trade operating several 
departments, which may be affected by several codes, 
has to assent to and pay the pro-rata share of the cost 
of administering the separate codes, the necessary ex- 
pense will be burdensome to many members of our trade. 
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“The administration has definitely stated that it will 
iron out this overlapping in Codes but so far has done 
nothing about it. Meanwhile, it is my opinion that mem- 
bers of our trade should definitely state to other trades 
which overlap that they are assenting to and operating 
under the Code of Fair Competition for the Industrial 
Supplies and Machinery Distributors’ Trade and are 
paying the cost of administration of this Code. On 
overlapping codes, while they are perfectly willing to 
observe their fair trade practices, it should be made 
clear that they will not assent to or contribute to them. 

“TI have been very much encouraged by the Court 
Decisions upholding the right of market stabilization 
under Codes that were approved with provisions permit- 
ting it. Certainly, it is impossible to expect permanent 
and profitable recovery if, with increased expenses 
which have been imposed through a reduction in work- 
ing hours and increase in wages, industry were not to 
be permitted to meet such added expenses with price 
stabilization. One certainly goes with the other.” Alvin 
M. Smith, president, Smith-Courtney Company, Rich- 
mond, Virginia. 


Code Strengthens the Distributors’ 


Position 
“IN my opinion, the 
Industrial Supply and 
Machinery Distributors’ 


Code, signed by President 
Roosevelt on October 23, 
1933, has put real founda- 
tion under the mill supply 
distributor. 


“No doubt most dis- 
tributors have read the 


Code, but unless a real 
study of it is made, it is 
not possible to realize all 
the good there is in it. 
For example, Article 2 
gives a complete definition of a mill supply distributor. 
Articles 3 and 4, dealing with hours and wages, are new 
to most of us who have been in the habit of getting up 
at six-thirty in the morning and not getting home until 
six at night. Article 6 lists unfair trade practices which 
are not permitted under the Code—practices which in 
the past have made it difficult to earn a reasonable profit. 
If we take out of the Code all of the good that is in it, 
we will not have to resort to sharp trade practices among 
ourselves. There will be sufficient volume in each terri- 
tory to keep all of us busy. 

“My advice to distributors generally is to file indi- 
vidual prices and terms, keep in contact with competi- 
tors in the immediate trading area, as well as the re- 
gional committeemen. If distributors will do these 
things, they will be pleased with results and agree that 
we have a reasonable Code for consumer, distributor 
and manufacturer, a Code that can be made 100% effec- 
tive.” Bert H. Ackles, manager, mill supply department, 
The Rayl Company, Detroit. (Continued on page 85) 
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The Outlook for Distributors 
Under NRA 


An interview with Malcolm Muir, president, McGraw- 
Hill Publishing Company and former deputy adminis- 
trator of the National Recovery Administration 


B Ouestion: The mill supply distributor is vitally inter- 
ested in the capital goods industries. Tle creates time 
and place utilities on industrial supplies and machinery 
of every conceivable sort, supplying the needs of the 
industries in his local territory. What, in your opinion, 
is the outlook, both immediate and long-term, for the 
capital goods industries ? 

Answer: A study of the history of the development of 
the capital goods industries up to 1929 is part of the 
story of America’s growth to the leading industrial 
nation. Both because of increasing population and 
higher standards of living, mass production with resul- 
tant low unit prices became the fetish of the last quarter 
of a century. We find during the last 50 years, as a 
matter of fact, steadily increasing demand for goods 
and an ever increasing plant capacity. To invent a new 
cost-reducing machine or a new science of plant man- 
agement meant almost immediate acceptance, as the de- 
mand was ever at hand and increasing. 

Therefore, the history of our durable goods industries 
has consistently been one of new invention and better 
manufacturing methods. The problem of creating de- 
mand for capital goods was practically nonexistent. 

In spite of the fact that the picture is now entirely 
changed and we will not have a demand for increased 
plant capacity for many years, the outlook for the capi- 
tal goods industries is most promising. The emphasis, 
however, is changed from increased plant capacity to 
modernization. There will be an increasing demand for 
low-cost manufacturing equipment, due largely to the 
fact that labor costs under existing codes will continue 
to be high. The amount of equipment necessary to 
modernize our manufacturing facilities and keep them 
so will insure prosperity to the capital goods industries, 
provided that these industries have the promotion and 
merchandising sense to create a demand for their prod- 
ucts and sell them efficiently and effectively. 


@ Question: What, in your opinion, are the strongest 


sales weapons possessed by distributors under the 
N.R.A.? 
Answer: The strongest sales weapons of distributors 


are a knowledge of the competitive conditions under 
which their customers must operate under the codes. 
Every manufacturer is worried about his increasing 
labor costs and the fact that he can no longer reduce 
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his costs by chiseling labor in bad times. His only 
answer to low manufacturing costs is in the modern- 
ization of his equipment and plant layout. The distribu- 
tor who can discuss intelligently the use of new and 
modern equipment with his customer in the light of 
these conditions will be well armed. 


@ Question: Is it your belief that the N.R.A. is a 
temporary expediency or that it will become a perma- 
nent part of our economic system? What are the hopes 
of the mill supply distributor under the N.R.A.? Is 
his position stronger or weaker ? 
Answer: It is difficult to predict whether N.R.A. is to 
be temporary or a permanent part of our economic 
system. Many forward-thinking business men welcome 
that part of N.R.A. which eliminates destructive com- 
petitive practices and which stabilizes labor with a resul- 
tant stabilization of purchasing power. They wish this 
brought about through self-government in industry and 
not rigid governmental control. There is a school of 
social and economic reformers who would use N.R.A. 
as a vehicle of control for all operations of industry 
by the Government. If, as I believe, the recovery 
measures developed during the last year result in a re- 
turn to prosperous times, the normally conservative 
viewpoint of the American citizen will prevent this 
second school from having its way. 

The position of the mill supply distributor is unques- 
tionably stronger under the N.R.A. than without it. 


@ Question: Will the N.R.A. make for price stabiliza- 
tion and, if so, what effect will that have on the distribu- 
tor? 

Answer: The N.R.A. will make for price stabilization 
and this will be of decided benefit to the distributor by 
minimizing cut-throat practices and putting selling on a 
higher level. Service and quality will replace price as 
major selling arguments. 


® Question: In your opinion what will be the influence 
of the N.R.A. on manufacturers’ selling policies; on 
users’ buying policies? Will the tendency be toward or 
away from the distributor? 

lnswer: here should be a tendency back towards the 
distributor, inasmuch,as the large buyer will not be able 
to put over the deals he has been making by buying 
direct. The buyer will save money by letting the dis- 
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tributor carry the inventory, thus permitting him to buy 
as he needs from the nearest supply. 


® Question: Will it be possible, in our industry, to con- 
trol the selling policies of manufacturers? In other 
words, would it be possible to set up a recognized list 
of distributors and force manufacturers to sell only that 
recognized group on a distributor basis? Or do you 
believe that it is the manufacturer’s responsibility and 
right to determine who shall or shall not be sold his 
goods on a distributor basis? 


Answer: I don’t believe there is any way to force a 
manufacturer to sell to any restricted list of distributors. 
It is his right to determine who shall distribute his 
products. 


@ Question: In our industry, there exists a rather pecu- 
liar competitive situation. There are general mill supply 
houses handling full lines of supplies, specialized mill 
supply houses handling complete lines of a limited 
number of products, other types of distributors, such as 
hardware, plumbing and heating and the like, all of 
which are competing for the same business on the same 
kind of products. Under N.R.A. how can such a com- 
petitive situation be best controlled? Is it advisable that 
all these competing factors be organized within local 
trading areas and made to play the game according to 
the rules of a common code? Or would it be better 
to attempt to throw up barriers keeping all but strictly 
mill supply houses outside the pale of influence ? 





Malcolm Muir, who was the deputy in charge of the 

Code of Fair Competition for the Industrial Supplies 

and Machinery Distributors’ Trade, says that “the dis- 

tributor who can discuss intelligently the use of new and 

modern equipment with his customers in the light of 

present-day competitive conditions will be in the strong- 
est selling position.” 
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Answer: The mill supply distributors have a code, and 
it seems to me the best way to control the competitive 
situation is by the organization of distributors within 
local trading areas. It seems to me to be the sensible 
thing to include all houses which are factors in selling 
industrial supplies to industry in these local areas, re- 
gardless of whether they are strictly mill supply houses 
or other types of distributors. If a house is performing 
the functions of distribution on certain industrial supply 
products, if it is competing for business on the same 
items in the same places as the so-called legitimate dis- 
tributor, it is a factor which cannot and should not be 
overlooked. I can’t see what there is to be gained by 
ignoring competition. Certainly that will never help 
correct unsatisfactory conditions within the industry. 
Through proper organization, I believe competitive situ- 
ations can best be controlled. Industries under NRA 
are given an opportunity to mobilize their forces and 
put forth a united front through associations that are 
truly representative and it seems to me that they should 
take full advantage of it. The real organization work 
should be done in the different zones throughout the 


country with full cooperation from the National Code 
Authority. 


@ Question: Operating under the Code permits open 
price filing. In your opinion, is this practical or advis- 
able in an industry such as ours where distributors 
handle a multitude of items? Or would it be better for 
distributors to use their influence to get manufacturers 
to suggest resale prices? 


Answer: Distributors should use their influence to try 
to get manufacturers to operate under resale price agree- 
ments. This, it seems to me, would simplify matters 
greatly. The more manufacturers who set up proper 
resale price schedules, the easier it will be to control 
competitive conditions. Operating under satisfactory 
fixed resales, distributors would secure the benefit of 
price stabilization regardless of whether or not prices 
were filed locally. 


@ Question: There has been a feeling on the part of 
some people in our industry that the N.R.A. gives dis- 
tributors an opportunity to raise prices substantially and 
thus increase their profits. It seems to us that there 
is a danger in attempting to jump prices too fast. If 
this tendency to increase prices were to go too far, dis- 
tributors might easily imperil the soundness of their 
present economic position. What is your thinking on 
this question ? 


Answer: Of course, a long dissertation on the evils of 
raising prices too fast could be written. To put it 
briefly, I do not think that either the manufacturer or 
the distributor could do more to retard recovery in terms 
of their own business than by putting prices up too fast. 
It is sound economics, and as a matter of fact, in 
most cases, mandatory under the codes for a manu- 
facturer or distributor to put their prices up enough to 
cover costs. Just how far they go beyond this, depends 
on the demand they can create for their products. It 
would be short-sighted, indeed, to jump prices too fast, 
to make up in a hurry for all of the red ink of the last 
few years. In many cases this would spell disaster. 
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pringin 


ETTING up a Code of Fair 
Competition is a comparatively 
simple matter. Administering 

that Code, particularly in an indus- 

try such as this one, is not so easy. 

The mill supply trade discovered soon 

after the signing of its Code that if 

its provisions were to be enforced, 
members of the trade would have to 
be mobilized in local trading areas. 

At the time this trade was first faced 

with the problem of 

the Code, there were a surprisingly 


administering 


few well organized local associations 
Hence, it is no wonder 
during the past months 
there has been a veritable mushroom 


functioning. 
that seven 
growth of local organizations. Many 
of these organizations are as yet in 
the formulative stage and there are 
still certain trading areas in which 
Yet 


greater progress has been made in a 


nothing has been accomplished. 


few short months toward organizing 
this industry locally, than in all the 
vears into 


trade 


which have been written 


history since the mill supply 
came into being. 


Mii 


wide survey to determine just how 


Suppties has made a nation- 


far distributors have gone toward 
banding together in local trading 
areas The results of this survey 


should prove interesting and helpful. 
metropolitan 


In the New York 





F. W. GLOVER 
Chairman, Virginia and Caro- 
linas’ Group 


¢ Up Under NRA 


Local organizations are absolutely essential to the 
successful administration of the Code. The distri- 
buting industry is fast becoming mobilized so as 
to take full advantage of its new opportunities 


under 
area, which takes in all territory 
within a 50-mile radius of New 


York City, distributors have a well- 
organized local association known as 
the Metropolitan Mill, Marineé and 
Contractors’ Supply Institute. The 
Institute holds a directors’ meeting 
each week at which time policies are 
discussed and formulated. 
meetings are also held at regular in- 
tervals at which time some outside 
speaker addresses the group. 

The Metropolitan Institute was the 
first to file prices, having done so in 
l‘ebruary of this vear. 


(seneral 


| -rices 


are 
filed on 168 items, extreme low 
prices being shown to industrial 


plants and to government institutions. 
Terms and other conditions of sale 
are also filed. 

The plan has worked out  splen- 
didly far 
Sales conditions have been greatly 
improved. What complaints there 
have been regarding Code violations 
are of three types: 1. 


SO 


with few complaints. 


Sales under 
cost, 2. Violation of filed prices, and 





H. C. ELLSWORTH 
Chairman, Cleveland Area 
Group 


NRA. 


3. Violation of manufacturers’ resale 
prices when the manufacturers’ code 
calls for resale adherence. 

Any complaints registered are held 
confidential except after repeated 
confirmed violations. If the violator 
refuses to observe the Code, a com- 
plaint is certified to the Code Au- 
thority and frem there it is taken to 
the department of justice. 

In addition to its price filing activi- 
ties, the Institute active in 
manufacturers’ relations work. Plans 
now call for certification of manufac- 
turers who are enforcing resale 
prices. Another certification is 
planned for those manufacturers who 
do not sell direct. ; 


also is 


Also, the institute is operating a 
surplus merchandise exchange. 

A news bulletin is sent out reg- 
ularly to members so as to keep them 
informed as to the groups’ activities. 

The Central States Mill Supply 
Club covering the territory of [h- 
nois, Indiana, Wisconsin, and Iowa 
has a membership of approximately 





J. A. SCALLAN 
Chairman, Cincinnati Local 
Group 
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In addition to its officers 
directors, it has elected a re- 


50 houses. 
and 
gional committee, cost committee and 
membership committee. 


The following tentative program 
has been developed : 

1. To contact personally and by 
letter each member and _ prospective 
member of the industry in the central 
states trading area with a view to 
promoting better relations between 
individual members and explaining 
the purpose and plan of operation of 
the club. 

Zz. t@ promote the provisions of 
the industry’s Code of Fair Compe- 
tition. 

3. To contact manufacturers to the 
end that they suggest resale prices 
based on adequate margins of profit 
to our industry, taking into consider- 
ation the added expenses incident to 
present-day operations. 

4. To cooperate with the Regional 
Committee in reference to 
filing. 


price 


5. To work for the elimination of 
unfair competition between distribu- 
tors in this area. It will be the work 
of the executive secretary to attempt 
to iron out differences between dis- 
tributors in this territory which are 
constantly coming up, and which can 
be settled without undue publicity by 
personal contact. 

6. To make every effort to estab- 
lish an equitable freight equalization 
arrangement. 

7. To provide a means of moving 
surplus stock from the shelves of 
members. 

8. To provide a means of inter- 
change of credit information. 

9. To overcome the disrupting in- 
fluence of those firms operating un- 
der other Codes, but handling com- 
petitive a-sociated lines, 





J. H. HOWARTH 
Chairman, Florida Distributors’ 
Association 


10. To cooperate with manufac- 
turers in establishing adequate and 
profitable distributor outlets in this 
area. 

The Industrial Supply Club of the 
Pittsburgh Territory has been organ- 
ized and is beginning to function. No 
action has as yet been taken on filing 
prices, but the members will vote on 
this question soon. In the meantime 
resale prices are being maintained. 

Prices have been filed and are 
strictly maintained by members of 
the West Michigan Mill Supply As- 
sociation. 

Distributors in the West Virginia- 
Kentucky area are organized and 
have voted to individually file prices, 
terms and conditions of sale. Plans 
are being made for filing prices with 
a filing agent. 

In the Utica, New York, area, dis- 
tributors have gotten together twice 
and while no regular organization 
has been formed, distributors 
working very closely together. 

In the Southern West Virginia and 
astern Kentucky area, a local group 
is functioning. 

The Florida Distributors’ Associa- 
tion is very active in correcting trade 


are 


abuses and stabilizing prices. 

From Saginaw, Michigan, comes 
word that that 
are just getting organized. 


distributors in area 

There is a local group known as 
the Connecticut Mill Supply  Dis- 
tributors’ Association organized and 
functioning. 

In Baltimore, a group is meeting 
regularly to discuss current subjects. 
Prices filed on a wide 
range of items. The group is endeav- 
oring to eliminate price cutting and 
other ruinous trade practices. 


have been 


There is a local association in Den 
ver which is making real progress. 





J. E. DILWORTH 
Chairman, Memphis Local 
Group 
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l‘requent meetings are held and a 
most friendly spirit exists among the 
members. 

In Boston, a local group is organ- 
ized and plans are being made to take 
full advantage of the opportunities 
offered under the Code. 

A local organization is operating 
in Tennessee, holding occasional 
meetings in Knoxville, Chattanooga 
or Nashville. 


The Connecticut Valley Supply 
Association meets regularly. 
. The North Jersey Mill Supply 


Club is still functioning locally, al- 
though its members also belong to 
the Metropolitan Mill, Marine and 
Contractors’ Institute. 

A local organization is operating 
in Youngstown, Ohio. 

The Cleveland group has not filed 
prices, but its members are adhering 
to the resale prices established by 
manufacturers, 

In Cincinnati, the local organiza- 
tion is functioning smoothly. Fre- 
quent meetings are held both locally 
and in conjunction with other dis- 
tributors in the Cincinnati area. <A 
much better understanding among 
distributors has been developed as a 
result and conditions generally have 
been improved. 

The Mississippi-louisiana region 
has been organized and an active 
group is now functioning. Prices 
were filed on 53 items May 1, becom- 
ing etfective May 5. 

A local association has been organ- 
ized in Northern Texas and is just 
beginning to function. 

From Allentown, Pennsylvania, 
comes word that the distributors are 
cooperating closely, realizing that 
there is enough business for all. 


In Detroit, distributors are getting 





E. B. HUNN 
Chairman, Connecticut Mill 


Supply Club 











teal 

















Only Herbert Edge, Topping Brothers and John Tiebout, W. and J. Tiebout, 
are missing from this photograph of the executive committee of the Metro- 
politan Mill, Marine and Contractors’ Institute. Seated, left to right, are: 
W. E. Hansen, Hansen and Yorke Company, H. A. Dayer, Abrasive Machine 
and Supply Company, E. T. B. Penman, Neal and Brfhker Company and 
W. E. Williams, William E. Williams, Incorporated. Standing are: G. O. 
Hirst, executive secretary, W. W. Edwards, Federal Hardware Company, J. R. 
Kelley, Manning, Maxwell and Moore, H. C. Dienst, A. P. Dienst Company 
and J. M. Kohlmeier, J. M. Kohlmeier, Incorporated. 











together as the occasion demands. 
Prices have been suggested and ad- 
hered to where ruinous competition 
had been making business unprofit- 
able. Results to date have been 
worthwhile. 

From Bangor, Maine, we hear that 
informal meetings of distributors are 
held, but no regular association has 
been set up. 

Virginia and the Carolinas have a 
local organization which meets each 
month. Disagreements among mem- 
bers and among members and manu- 
facturers from whom they purchase 
are discussed. Prices have been filed. 





W. H. CLARK 


President, Central States Mill 


Supply Club 


Price-cutting and other code infrac- 
tions are carefully checked. Where 
manufacturers have established resale 
prices, they are being lived up to. 

The local organization in the Phila- 
delphia area is functioning smoothly. 
Prices are being filed. The job of 
acquainting distributors with the pro- 
visions of the Code and setting up 
working groups throughout the ter- 
ritory has been progressing satisfac- 
torily. 

In the Portland, Oregon, area, the 
Hardware and Industrial Supplies 
Association has been organized. 
Prices have already been _ filed. 





G. H. CHERRINGTON 


Chairman, Industrial Supply 
Club of the Pittsburgh Territory 


There is a local organization func- 
tioning in Louisville. No price filing 
has been done as yet. 

A local organization has just been 
formed in Seattle, Washington, and 
activities are just getting under way. 
No action has been taken yet on filing 
prices. 

Distributors in the Houston, Tex- 
as, area meet regularly for general 
discussions, but prices have not as yet 
been filed. 

In San Francisco, a local group 
has been formed but it is not as yet 
functioning properly. 

Memphis distributors have for 
some time had a smoothly working 
local organization. Meetings are held 
every week. Every distributor in 
Memphis is enthusiastic about the 
profitable results which have been 
attained through this local group. 
This group contemplates filing prices. 

Distributors in San Antonio, Tex- 
as, hold monthly meetings and are 
making progress through close co- 
operation. As yet prices have not 
been filed. 

From the foregoing, it can be seen 
that the distributing industry is fast 
becoming organized locally so as to 
take full advantage of its Code of 
Fair Competition. In this way, not 
only will the provisions of the Code 
be properly administered, but also 
distributors locally will have an op- 
portunity to become better acquaint- 
ed. With the development of a better 
cooperative spirit throughout the in- 
dustry, distributors should share to 
the fullest extent in any betterment 
which may result from operation un- 
der NRA. Further than that, this 
good will, which is being built up 
now should carry on and be reflected 
in business operations long after 
NRA has passed out of the picture. 





PERCY MADDOCK 
Chairman, Distributors’ Group, 
of Philadelphia. 
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How Is NRA Affecting Selling? 


Distributors’ salesmen, operating in 

every section of the country, relate 

their personal experiences in selling 
under the code 


UCCESS in the supply business 
S is dependent upon profitable 

selling. Hence, distributors are 
keenly interested in checking the ef- 
fect of NRA on this important phase 
of the business. When the National 
Industrial Recovery Act was signed, 
it was known that costs would rise 
because of shorter working hours, 
higher wages, and expenses inci- 
dental to the carrying out of the act 
through the national code authority 
and regional code committees. To 
compensate for increased costs, the 
supply industry, along with other in- 
dustries, were permitted into write 
their codes certain unfair trade prac- 
tices which were not to be tolerated. 
With these profit-destroyers made 
illegal, plus certain price advances 
which were put into effect, it was 
expected that more equitable earn- 
ings could be made despite increased 
costs. 

It is not too early now, after seven 
months of operation under the Code, 
to find out what has taken place 
from the selling standpoint in the 
mill supply industry. 

Is there more or less price cutting ? 

What is the situation in regard to 
direct-selling competition ? 

Do industrial buyers haggle as 
much over prices as formerly? 

Are buyers more or less desirous 
of purchasing from distributors? 

These questions were put to more 
than 500 industrial supply salesmen 
in all parts of the country. The an- 
swers which these men who must 
meet the new selling conditions of 
today were almost unanimous in their 
belief that selling is on a higher level 
and distributors in a stronger sales 
position than ever before in their 
experiences. As is shown in the chart 
on this page, 88.1% of the salesmen 
answering have found less price-cut- 
ting than formerly, 92.3% report that 
direct-selling competition has de- 
creased, 75.5% state that buyers do 
not haggle as much about prices as 
they used to, while 89.7% say that 
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buyers are more inclined to purchase 
from distributors than in the past. 
While sales conditions generally 
have been bettered in the supply in- 
dustry, as the percentages given 
above indicate, there are, of course, 
still disturbing factors for salesmen 
to contend with. Some of the com- 
ments from salesmen who cooperated 
with Mitt SuPPLiEs in its survey of 
sales conditions emphasized the fact 
that even NRA has not made selling 
a “bed of roses.” Yet progress has 
been made, as most of the men out 
in the “firing line” readily admit. 
Selmer Fuller, Summers Hard- 
ware Company, Johnson City, Ten- 
nessee, says that “price conditions 
seem to be much improved. Price 


1- DO YOU RUN INTO MORE 
OR LESS PRICE CUTTING 
S/NCE NRA ¢ 


3- DO BUYERS HAGGLE 
OVER PRICES AS MUCH 
AS FORMERLY 7 





cutting is much less noticeable in “my 
territory than formerly.” 

D. G. Wallace, Cutter, Wood and 
Sanderson Company, Cambridge, 
Massachusetts, finds that the “gyps” 
are still with us although many buy- 
ers seem to think that prices are all 
the same.” 

“Personally, I have encountered 
very little price cutting by distribu- 
tors,’ writes George T. Ericson, W. 
D. Allen Manufacturing Company, 
Chicago. However, distributors have 
been deprived of considerable busi- 
ness by manufacturers of certain 
lines who have persisted in cutting 
under established resale prices. With 
regard to buyers, I find very few in- 
clined to haggle over prices and those 
who do usually end up by placing 
their orders at our quotations.” 

W. H. Utter, Buckner-Weatherby 
Company, Seattle, Washington, says 
“Our worst trouble is with local deal- 
ers who strain every point to get an 
order. They do not break down their 


y es \ a OL LOO) a 
OR LFSS COMPET/T/ON FROM 
DIRECT-SELLING MANUFACTURERS ? 


4-ARF BUYERS MORE OK 
LESS DESIROUS OF BUYING 
FROM DISTRIBUTORS 7 
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quotations showing item prices nor 
do they conform to the trade prac- 
tice provisions of the Code.” 

H. W. Trefny, Paramount Rubber 
and Mill Supplies, Tacoma, Wash- 
ington, believes that conditions are 
no better now than they have been. 
He writes, “Customers shop around 
for prices and when they find a low 
bid, they tell you that you can have 
the order if you will meet the price. 
Also, I find all kinds of prices on 
most any item.” 

Contrary to the experience of Mr. 
Trefny, Frank W. Newton, Brown 
and Zortman Machinery Company. 
Pittsburgh, states that “NRA _ has 
given the industrial supply distributor 
a sound foundation and is enabling 
him to make a legitimate profit.” 

“Most of the buyers cuss about 
the higher prices they are forced to 
pay but all of them are buying just 
the same,” points out B. H. Jenkins, 
Summers Hardware Company, John- 
son City, Tennessee. 

“With items on which resale prices 
are suggested by manufacturers, 
there is very little price cutting.” 
L. W. Lawrence, Schlafer Hardware 
Company, Appleton, Wisconsin, 
states. “But,” he goes on, “I can’t 
speak so encouragingly regarding 
items on which prices and delivery 
terms are established by distributors 
themselves.” 

“There is undoubtedly less price- 
cutting under NRA, writes B. M. 
Kramer, Chandler-Boyd Supply 
Company, Pittsburgh. The setting 
up of suggested resale prices has 
been helpful in this regard. On such 
items as pipe, files, drills and nails, 
on which resales have been estab- 
lished, users have accepted the price 
schedules without quibbling. What 
price cutting we have run up against 
has been on items where no resales 
have been set. To illustrate, there 
have been recent cases where all bid- 
ders were alike on pipe but someone 
became ‘absent minded’ on fittings. 

“Tt has been my experience that 
buyers whose companies are operat- 
ing under codes realize that what is 
correct procedure with them is cor- 
rect procedure for them. They real- 
ize today more than ever that the dis- 
tributor not only needs, but is entitled 
toa profit. To illustrate, several days 
ago, I called a buyer to tell him of a 
price advance on steel bars out of 
stock and he answered, ‘Fair enough, 
you are entitled to this extra profit. 
I'll pay any fair price so long as I 
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R. H. HOLLAND 
Dillon Supply Company, 
Raleigh 
Under NRA, we have found less 
price cutting and less direct sell- 
ing competition. 





B. M. KRAMER 
Chandler-Boyd Supply Company, 
Pittsburgh 
Industry has a new and better ap- 
preciation of the value of the 
distributor’s services. 





WILLIAM McCULLOCH 
Hansen and Yorke Company, 
New York City 
Orders that formerly went direct 
to the manufacturer are now be- 
ing placed through distributors. 














have assurance that no one is buying 
cheaper’. 

“Regarding direct-selling competi- 
tion, I have noticed a slight decline. 
In my estimation, this is due to sev- 
eral causes, the major one being that 
manufacturers learned during the de- 
pression how expensive it is to get 
business direct. Our company, for 
example, has been approached with 
agency propositions by a number of 
manufacturers who used to sell di- 
rect. 

“T believe also that users are more 
desirous of buying from the dis- 
tributor, due partially to the estab- 
lishment of resale prices and partially 
to the fact that they have learned 
through experience during the past 
three years that distributors have 
been mighty helpful when inventories 
were low and the need for supplies 
urgent.” 

L. R. Smith, Fred Kroner Hard- 
ware Company, La Crosse, Wiscon- 
sin, has this to say: “Traveling in a 
farming community, the majority of 
buyers are constantly kicking about 
NRA, insisting that it is running up 
prices of manufactured goods and 
keeping down prices of farm prod- 
ucts.” 

The experience of H. J. Norton, 
Georgia Supply Company, Savannah, 
Georgia, has been that “conditions 
have improved generally since NRA 
went into action. Forcing industries 
to function under codes is the best 
thing that could have happened,” he 
concludes. 

“Buyers are trying to purchase at 
the lowest possible prices,” says A. E. 
King, Keith-Simmons and Company, 
Nashville, Tennessee. “They don’t 
seem to realize that there are Code 
prices to live up to. At anv rate it 
seems to me they are trying their 
best to break down every price they 
can.” 

While conditions have been gener- 
ally better since NRA in the opinion 
of G. W. Whitcomb, Berkshire Mill 
Supply Company, Pittsfield, Massa- 
chusetts, yet “buyers are continually 
shopping around in the hopes of 
finding price cutters.” 

“There is not nearly the price cut- 
ting there used to be,” in the opinion 
of T. A. Stone, Poe Hardware and 
Supply Company, Greenville, South 
Carolina. “There is, however, a new 
menace to the local distributor the 
fellow who has advance information 
on price increases and who, through 
high-pressure selling gets buyers to 
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load up for three or four months on 
the strength of them. It seems to 
me that advance price information 
should be given to all sellers at about 
the same time so that everybody 
would have a fair chance to use it. 
When only a favored few are in- 
formed it works a hardship on the 
rest.” 

“Before NRA,” says G. M. Hyder, 
Summers Hardware Company, John- 
son City, Tennessee, ‘we were hav- 
ing a lot of trouble with pipe and 
fittings. This trouble has been elim- 
inated and I think NRA has helped.” 

“Selling conditions are much im- 
proved under NRA,” writes H. J. 
Sanders, Geller, Ward and Hasner 
Hardware Company, St. Louis. The 
complaints I run up against come 
from the small industrial plants 
rather than the large ones.” 

S. Hf. Ihmsen, Williamson Supply 
Company, Williamson, West Vir- 
ginia, has encountered some trouble 
with prices on certain items. “Re- 
cently,” he said, “I found certain 
large distributors under my price on 
railroad spikes and bolts. On iron 
and steel items and_ brattice cloth, 
however, where code prices have 
been set, conditions have been fine.” 

Just one illustration from C. J. 
Dickinson, Frank Burke Hardware 
Company, Waukegan, Illinois, indi- 
cates a definite improvement for the 
distributor since NRA became oper- 
ative. Writes Mr. Dickinson: “We 
have one account that formerly 
bought drills, taps and dies direct at 
a price no one could meet. Now, 
thanks to the code, we are getting 
this business at the proper price.” 

From L. B. Jackson, Well Machin- 
ery and Supply Company, Fort 
Worth, comes the following. state- 
ment: “Direct selling competition has 
not been abandoned. Manufacturers 
have simply curtailed forces. The 
‘bad boys’ of 1929 are simply less 
active but will be just as troublesome 
again when business seems to justify 
it. Distributors should work pro- 
digiously now to establish themselves 
by selling users hard on their serv- 
ices. 

William McCulloch, Hansen and 
Yorke Company, New York City, 
relates the following experience 
which is significant of a change in 
attitude on the part of manufactur- 
ers: “Last week, a machine shop | 
called on had a rush job and needed 
two large end mills immediately. A 
special messenger was sent to a 
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GEORGE T. ERICSON 
W. D. Allen Manufacturing 
Company, Chicago 
I have found that buyers are less 
inclined than they used to be to 
haggle over prices. 





L. B. JACKSON 
Well Machinery and Supply 
Company, Fort Worth 
Distributors should work pro- 
digiously now to establish them- 
selves by selling users hard on 
their services. 





GEORGE LANE, JR. 
The M. I. Wilcox Company, 
Toledo 
Business is getting better and 
better and competitive conditions 
are much improved. 





manufacturer for them. The manu- 
facturer had the end mills in stock 
but told my customer over the tele- 
phone that he would not sell them 
direct but would have to bill them 
through a distributor. My customer 
told the manufacturer to bill them 
through my company. Thus, we se- 
cured a small order which heretofore 
would have gone to the manufacturer 
direct.” 

“The only trouble from price cut- 
ting that I have had since NRA, has 
been from the little fellows who seem 
to employ price cutters rather than 
salesmen,” says W. G. Francis, Em- 
mons-Hawkins Hardware Company, 
Huntington, West Virginia. 

A. G. Fleming also with the Em- 
mons-Hawkins Hardware Company, 
states that “conditions are consider- 
ably improved but prices are advanc- 
ing much too rapidly. Buying power 
can’t keep up with the price ad- 
vances.” 

“From my observation, the Code is 
working out all right.” savs W. F. 
Nelson, Nelson Machinery Company, 
Green Bay, Wisconsin. 

“Previous to the signing of the 
Code, it looked as though the small 
distributor was doomed. | really be 
lieve the buyer is looking more to his 
local distributor now than ever.” 

From S. D. Nunnally, James Me 
Graw, Incorporated, Richmond, Vir- 
ginia, comes this statement: 

“| find many purchasing agents will 
place orders now without indicating 
prices, knowing that the house and 
salesmen will bill at the best price 
available under the Code. Business 
in every line in Virginia is much 
better under NRA for everyone.” 

Summed up, salesmen have found 
conditions better since NRA became 
operative. Competition is keen but, 
in the main, more equitable than it 
has been. Unfair trade practices have 
not been eliminated, nor will they 
ever be entirely wiped out, but they 
have been curtailed. Salesmen are to 
be complimented for the part they 
have taken in making this improve- 
ment possible for, after all, without 
their full cooperation, little progress 
could be made. By the same token, 
the sales standards of the future in 
this industry are dependent on sales- 
men themselves. By selling service 
and quality and insisting on a fair 
profit, salesmen can aid greatly in 
raising the sales standards of this 
industry to an even higher level than 
has as vet been attained. 
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Can Cost Be Determined? 


The Code of Fair Competition for this industry calls for the 
development of a cost accounting system by the Code Authority. A 
recent survey by MILL SUPPLIES indicates that distributors be- 
lieve that cost determination is only possible and practical when 
figured by lines or groups of lines. A method used by one distrib- 
utor to accomplish this result is outlined here. The need for imme- 
diate action on this vital section of the Code suggests its use as a 
starting point from which a suitable system may be developed 


EVEN months ago the Code of 
S Fair Competition for the Indus- 
trial Supplies and Machinery 
Distributors’ Trade was signed by 
the President. It contained, under 
Section 1, Article VI, Unfair Com- 
petition, the following provision: 
“Sales below the individual’s cost. 
Cost is to be determined by a stand- 
ard cost accounting system to be set 
up by the Code Authority and subject 
to the approval of the Administra- 
tor.” 
This provision, together with that 
on price filing, was obviously in- 
tended to eliminate the ruinous price 


cutting which was so_ prevalent 
throughout the industry. It was in- 
tended to furnish the means with 


which distributors could pay the in- 
creased costs of doing business under 
NRA. These costs are very real to 
every distributor but, as yet, no 
method has been developed by which 
he may be sure that he is not selling 
below cost. 

Furthermore, if a survey of 500 
distributors in all parts of the coun- 
try may be used as an index, the 
majority feel that the development 
of a cost accounting system which 
would determine the cost of each item 
sold is either an impossibility or out 
of the question from an expense 
standpoint. 

At first glance, then, it appears that 
Section 1, Article VI of the Code is 
nothing more than an_ interesting 
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EACH ITEM OF SALE ? 


THE €OST OF 


YES 24.2% 


NO 75.8 % 


DO. YOU FEEL THAT COST CAN. BE 
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YES 60.5% 


NO 39.5 7% 


The above questions were submitted to 500 distributors in all parts of the 


country. 


It is apparent that these men feel that the only practical method 


of determining cost is by commodity groups. 





phrase, inserted because it was the 
fashion at that time to have such 
phraseology in every Code. It is evi- 
dent that the determination of actual 
cost on each item sold is not prac- 
tical. But is this trade, which on 
many occasions has expressed itself 
as pleased with the results obtained 
thus far under the Code, to stand by 
and lose a golden opportunity to 
modernize its business methods and 
plan its business on a profit-making 
basis ? 

A practical solution suggests itself 
from a compilation of answers re- 
ceived by Mitt Supp ties to a second 
question on the subject: “Do you 
feel that cost can be determined for 
a line or group of lines?” 

To this question 60.5% of. those 
replying said “yes,” while 39.5% 
said “no.” It must be said at this 
point, however, that many of those 
who thought such cost determination 
possible were of the opinion that it 
would be too costly to be of value. 

Let us accept, temporarily, the 
views of the majority and assume 
that it would be possible to set up 
in each distributing establishment a 
system by which the cost of handling 
a particular line or group of lines 
could be determined. First, let us 
examine the possibility of good to be 
derived from such a system and next, 
inventory the thinking of distribu- 
tors on methods which might turn 
the trick. 

There is little doubt but what the 
determination of accurate costs for 
individual lines would encourage the 
establishment of reasonable resale 
prices by manufacturers. What has 
the industry or an individual distrib- 
utor to offer manufacturers today in 
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support of the view that they should 
allow distributors a better margin? 
Nothing more than a contention. 
backed up by words or an overhead 
cost sheet based on all lines handled. 

Secondly, it is a well recognized 
fact that most distributors are han- 
dling lines which not only return 
them no profit, but actually act as a 
drain on other lines. A cost system, 
applied first to lines under suspicion 
of being loss-leaders, would undoubt- 
edly result in an immediate increase 
in distributors’ profits. 

If we grant that the above reasons 
are good and sufficient, we then are 
faced with the task of determining 
whether or not it is possible to work 
out such a system. 


For this purpose, let us examine 
a method already used by one dis- 
tributor to investigate several lines 
about which he was in doubt. The 
box on this page explains this 
method. In principle, it amounts to 
this: the expenses chargeable against 
any particular line may be divided 
into two classes, direct and indirect. 
The direct charges are those which 
could be eliminated if the line were 
to be discontinued and include such 
items as insurance, rent, warehouse 
wages, and interest on investment. 
The indirect charges are those which 
would go on whether this particular 
line was handled or not and include 
advertising, postage, printing, ex- 
penses of the accounting department 
and sales expenses. 

To arrive at the cost of handling 
a particular line, this distributor 
added the direct charges to the in- 
direct, prorated by volume. To be 
sure, certain estimates had to be 
made in arriving at the direct figures 
and an assumption was necessary in 
accepting volume of business as the 
measuring stick for the indirect 
charges. But, at least, here is a be- 
ginning from which we can make a 
start. There is little doubt but what 
the results obtained from its use are 
more accurate and convincing than 
are those which are based on a gen- 
eral overhead figure for all lines. 


Will such a method, properly 
worked out by the Code Authority 
or the distributor associations, satis- 
factorily answer the needs of the in- 
dustry? Will it provide the sort of 
figures necessary to prevent price cut- 
ting through lack of cost knowledge 
and the sort of data which will con- 
vince manufacturers that a fair re- 
sale price should be set? 
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COST OF HANDLING=A + Bx 


WHERE: 


line) 
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1. Advertising 
2. Cartage 


(c) Fuel 


4. Expense—Se 


above} 


. Taxes 
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Volume On Line In Question 





A = DIRECT EXPENSE 


- Insurance (Based on value of average stock) 

- Rent (Based on amount of warehouse space occupied) 
. Wages (Warehouse men—Time study estimate) 

. Truck Operating (Based on number of deliveries on 


. Interest On Investment (Based on average inventory) 


B= INDIRECT EXPENSE 


3. Expense—General 
(a) Postage 
(b) Printing 


(d) Telephone and Telegraph 
(e) Light and Power 
(f) Shipping Room Expense 
(g) Membership Dues 
(h) Exchange—Checks 
. (i) Government Check Tax 
(j) Miscellaneous 
lling 
5. Salary and Wages 
(a) Accounting 
(b) Executive 
(c) Operating Department 


(d) Pricing Department 
(e) Purchasing Department 
(f) Inside Salesmen 


. Salesmen’s Salaries and Commissions 


- Commissions—Net 
. Discounts—Net 


Volume On All cas 


{Exclusive of A (3) 








The method used by one distributor in determining cost by lines is outlined above. A 
more detailed study of this method appeared in the January issue of Mill Supplies. 


Many distributors, in answering 
our survey, expressed the opinion 
that any cost determination system 
would be entirely too costly. It is 
agreed that it would be out of the 
question for the average supply house 
to have a staff of accountants whose 
principal function would be the ac- 
curate determination of cost on each 
item. It is essential that any system 
adopted by the industry be as low in 
cost as possible. 

What is needed in the system out- 
lined above? Primarily, a_break- 
down of all orders by line. This in- 
formation, it may be said, is toa 
costly to keep. But is it? It could 
not only be used for the purpose of 
preventing sales below cost and check- 
ing manufacturers’ resale prices, but 
would be of tremendous value to the 
sales department in checking the ef- 
forts of salesmen and the business 
received from individual accounts. 
Its double use, therefore, should jus- 
tify the expense which would be in- 
curred in obtaining the necessary in- 
formation. 


In addition to a breakdown of 
orders by line, it would be necessary 
to know the average stock per line, 
by value and by the amount of ware- 
house space occupied, the number of 
orders handled in the given length 
of time, the number of deliveries 
made on the line and a breakdown 
of overhead expenses on all lines for 
the given period. This material costs 
money to keep, of course, but it is all 
data which go hand in hand with ef- 
ficient supply house management and, 
as such, essential whether we are go- 
ing to determine costs or not. 

No brief is held for the infallibil- 
ity of the above system. It is pri- 
marily a suggestion, based on a meth- 
od used by one distributor, which 
may be used as a starting point from 
which a simple, inexpensive method 
can be worked out. 

J. F. Stephens, general manager, 
industrial department, Gustin-Bacon 
Manufacturing Company, Kansas 
City, Missouri, in an article in April 
Mii Suppties, listed the factors to 
be considered (continued on page 85) 
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NRA Gives a New Significance 


to Cooperation 


The views of the secretaries of the Southern, 
American and National Associations regarding 
cooper ative efforts in the interests of the I ndustry 





Alvin Smith, George Fernley and Bud Hanson have been actively connected 
with the mill supply industry for years as secretaries of the Southern, National 
and American Associations. 


Manufacturers and Distributors 
Must Work Together 


By R. K. HANSON 
Secretary-Manager, 
American Supply and Machinery Manufacturers’ Association 


[ the codes are to be effective in the mill supply in- 
dustry, there must be complete cooperation between 
the distributors’ associations through their code authori- 
ity and a council of code authorities of the manufac- 
turers of mill supplies. 

To accomplish this purpose, the American Supply 
and Machinery Manufacturers’ Association is planning 
as part of its convention program a conference of code 
authorities and code committees to discuss plans for co- 
operation with the code authority of distributors. 

With open-price arrangements as part of most manu- 
facturers’ codes, and with the distributors’ code requir- 
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ing observance of the published prices of manufactur- 
ers, marketing conditions would be improved and price 
conditions stabilized. 

Firm resale prices, established by manufacturers and 
backed up with a sales policy in writing, will at this 
time bring about improved profits, reduce price-cutting, 
improve merchandising efforts, build up confidence and 
closer cooperation between the manufacturer and dis- 
tributor. .\lso, the purchaser of industrial supplies will 
be placed in a position to know he is buying at the 
proper resale price. Many problems of price would be 
dispelled under codes where distributor and manufac- 
turer cooperate to honestly see how they can comply 
instead of how they can get around codes. 
who 


Manufacturers have established a firm resale 


price policy are finding reduced price-cutting problems, 
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greater distribution interest and better consumer ac- 


ceptance. Manufacturers with sales policies and firm 
resale policies, legally enforced, are increasing their sales 
volume because of distributor acceptance of manufac- 
turers’ products which are sold in this manner.  As- 


sociation cooperation through our group by industry 


Real Cooperation 


By GEORGE A. FERNLEY 


Secretary-Treasurer, 
The National Supply and Machinery Distributors’ Association 


NEW meaning has been placed upon cooperation 

between competitors and likewise between the va- 
rious channels of distribution through which goods pass 
from the manufacturer to the consumer. 

Prior to the passage of the National Industrial Recov- 
ery Act, trade groups were prohibited by law from 
entering into collective agreements to eliminate many 
abuses prevalent in their industry, nor could they legally 
control the various units which chose to sell below a 
reasonable cost or engage in other unfair trade practices. 
The accentuation of abuses during the past three or four 
years forcefully brought these matters to the attention 
of the Federal Government. 

The passage of the National Industrial Recovery Act 
permittted competitors to agree upon those detrimental 
and unfair trade practices which were eliminating or 


making serious inroads upon profits. They are further 


enabled to prohibit sales below a reasonable cost. All 


of those provisions, included in approved codes of fair 





organization means better understanding of both manu- 
facturer and distributor problems and improved code 
compliance. If the present form of NRA changes, the 
group by industry program will be of decided value 
to the industrial supply industry as it can become the 
clearing house for industrial 


marketing problems. 


is Possible Now 


competition, are exempt from the penalties of the anti- 
trust laws. 

This type of cooperation, which is entirely new and 
untried by the American business man, necessitates a 
mere complete understanding of those problems which 
are particularly serious and makes it highly important 
that petty differences and personalities should be dis- 
regarded to the end that conditions within the industry 
might be materially improved. The responsibility of 
enforcing and administering the provisions of approved 
Codes must be placed in the hands of those who are will- 
ing and able to give their time and attention to the prob- 
lems of the entire industry the 
industry. 


for benefit of that 

Those members of the trade chosen to serve on the 
Code Authority are vested with the enforcing and ad- 
ministering of their Code. this “new 
cooperation” depends not only upon the members of 


the Code Authority, but upon all members of the trade 


The success of 


who are willing to cooperate with their competitors in 
establishing principles of fairness and equality in busi 
ness practices. 


Associations Can Really Function Under NRA 


By ALVIN M. SMITH 


Secretary-Treasurer, 
Southern Supply and Machinery Distributors’ Association 


. is my belief that NRA finally legally enables trade 

associations to perform functions for their members 
along the constructive lines that have been advocated so 
many years. After all, the practices permitted under 
NRA, cover practically every feature of cooperative en- 
deavor which trade associations have been trying to sell 
their memberships and trades for many years. The NRA 
offers the fullest opportunity for sane and practical busi 
ness cooperation and enables members of the trade to 
sell at a profit, rather than at a loss, which has been the 
prevailing custom for so long. 

The elimination of vicious endeavors, unbridled com- 
petition and other unfair practices will be found most 
helpful to the members of our trade. 

Wages and hours provisions, while not acceptable to 
some members of the trade, have, in the main, improved 
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the labor situation. Even though hardships have been 
imposed through the shortened hours, everyone seems 
wholeheartedly in favor of the general provisions of the 
Codes and the fair treatment under them of both the 
employer and the employee. Quite contrary to the state- 
ments of some of our “brain-trusters” and 
leaders, it is my opinion that the Codes have been of in- 


estimable benefit to small members of the industry, and 


so-called 


many of them in this trade have so expressed themselves 
to me, 

There still are a good many kinks to be ironed out, 
such as the confusion resulting from overlapping of 
Codes, the failure of the Government to accept defini- 
tions of cost and, in some instances the failure to pro 
vide for stabilized markets under the Codes. We be- 
lieve, however, that these difficulties will be ironed out 
at an early date. 

We are thoroughly in sympathy with the NRA as a 
whole, and believe it has already proven of considerable 
benefit to trade and industry. 
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An Open Forum on 


Price Filing 





The filing of prices, rec- 


ognized in the Distributor’s Code and an essential 


has had upon the mill supply trade 
must, of necessity, concern itself 


; NY study of the effect which NRA pa 


rt of many manufacturers’ codes, meets with the 


approval of both, a survey shows. The answers, 


with the “open-price”’ provisions of the tabulated and detailed below, indicate that both 


trade’s code and those contained in the codes 
of various manufacturing industries. 


distributors and manufacturers look to this Code 


The “open-price” clauses of various codes provision to bring about real price stabilization 


were the targets of criticism at the recent 
“come-one-come-all” self-analysis clinic held 

by NRA. Any analyst might well suppose 

that where there is so much smoke, at least 

some fire must be blazing. Certainly some poor con- 
sumers in our sphere must be getting the short end, some 
distributors being discriminated against. 

It was decided to investigate the question from three 
standpoints: the views of distributors on filing prices 
among themselves and by manufacturers, the views of 
manufacturers on filing prices and publishing them to 
distributors, and the probable results to industry gen- 
erally of following through on an open-price policy. 


To find how distributors felt about filing prices, a 
questionnaire was sent to over 500, asking the follow- 
ing questions: “Are you in favor of an open-price 
policy?” and “Do you feel that it will tend to reduce 
ruinous price cutting ?”’ 

Those who replied were overwhelmingly in favor of 
the policy and felt that it would, if it hadn’t already, 
reduce price cutting to a minimum. The results ob- 
tained from this questionnaire are shown in the chart 

on page 29. 





and Machinery Distributors’ Trade: 











We hereby officially file with you our extreme low price, in accord- 


ance with the Code of Fair Competition for the Industrial Supplies manufacturers’ published 


Industrial|roads, Public! 
Accounts \Utilities, Public 


Several comments received in 
connection with this survey may 
add to the bare figures. Many of 
these also touch on the subject of 
resales 
and may thus serve to throw light 
on the second phase. 


From Cincinnati: “When you 

‘wad re — can get price out of the buyer’s 
To U. S. Govt..| mind, quality has a chance to get 

ad ITEM To _ \State, City Rail- in its licks. At equal prices, it is 


an incentive to sell quality mer- 
chandise.” 





, ; = Works 
|*Indicates item has factory resale From Newark: “The open-price 
7 : : = oan policy adopted in the Metropolitan 
1. |*Anchors, Machine Screw % | % area has made it possible for us to 
_3. |\*Anchors, Wood Screw _ _% | —«- —%__—_ get a better margin on practically 
_7. |*Babbitt, Less than 112 Ibs. — — Ib | sb all of our lines where the manu- 
| —s«d112 Ibs. and over _ _ tb | facturers have no resale policy.” 
0 
Molybdenum, Less Doz. % % : : 7 
oe ; ‘ne 71 _ oO ar ecm A portion of the price-filing form used by 
1-11 Doz. G To - ; 
—a< 9 ah sac ————— the Regional Committee of the Metropoli- 
1-4 Gross To % | ; 3 
- — = as eT aaa a | tan New York area. The instruction sheet 
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aeceae sane - tiatia=—. i wae accompanying this form clearly explains 
a a ——— ———-- |; eet that all space must be filled, that it is a vio- 
|\-— ae: | vee me 2} lation to sell below the filed price, that 
aren iw So annie - |? __}___@ _| changes may be made at any time and that, 
a | i re es Weed Pe , See. ee where factory resales exist, the distributor 
| 20. | Blocks, Lackle, Keg. 1. 3. W 00d Loose ide FIOOKS | __ eae may file by writing in the word “resale.” 
__|___ Japd-Iron or 6 Roller 7” and Smaller ae The complete form includes 168 items, a 
: ee 8” to 12” i. = c. Sa complete statement of credit terms and 
ry 13” to 16” % % transportation specifications. Prices were 


filed on this list by the Metropolitan region 
on February 20. 
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From Allentown, Pennsylvania: “Fair prices, mark- 
up and maintenance are the salvation of our industry. 
If we don’t take a conservative and constructive stand 
now, we'll never again have a chance to put our busi- 
ness in order.” 

From Baltimore: “We are enthusiastic about open- 
price filing.”’ 

From San Antonio: “It will forever do away with 
the chiseller and cheater.” 

On the other hand, we have the following from Tulsa, 
Oklahoma: “We are not in favor of filing prices for 
the reason that numerous price changes make this 
method a financially burdensome procedure. We do ad- 
vocate the suggestion of resale prices.” 

And, from Joplin, Missouri: “Open prices seem to 
us to be set by the big fellow too high for the little 
fellow. They just work a hardship on the ones we want 
to help.” 

So we see that while there is some diversity of opin- 
ion, the large majority of distributors seem to favor the 
open-price policy in principle. A few further com- 
ments may serve to point out the ultimate result of the 
policy. It will be noted that each of these desires a 
condition in which every manufacturer will publish his 
resale prices far and wide, making individual filing by 
his distributors a mere formality. 

From New York: “The only way, to our thinking, 
to stop ruinous price cutting is to educate manufac- 
turers to establish minimum resale prices and to refuse 
to sell anyone who does not maintain those prices. Fur- 
ther we feel that most of the ruinous price cutting is 
due to the fact that too many manufacturers sell ‘gyps’ 
at extreme prices.” 

From Greenville: “I suggest that it should be the 
policy of every manufacturer to publish resale prices 
with quantity differentials, showing cost to distributors, 
dealers and consumers.” 

From Louisville: “Suggest that the manufacturers’ 
groups take interest in policing to prevent price cutting.” 

It must be said before going further, that most dis- 
tributors have had little experience with a system of 
price filing in operation. Only in the Metropolitan New 
York area, Portland, Oregon, the Central States area, 
Baltimore, Philadelphia, Virginia and the Carolinas, 
West Virginia-Kentucky and Western Michigan is such 
a system now functioning. A short description of the 
very successful system now being employed in New 
York, together with a portion of the form used for 
filing appears on page 28. It is obvious, then, that in 


[ ARE YOU IN FAVOR OF AN OPREN-PRICE POLICY ? 


YES 76.3% 


NO 23.7% 


2 OO YOU FEFL THAT IT WiLL TEND TO REDUCE 
RUINOUS PRICE CUTTING’ 


YES 86.5% 
Ne 
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Terse Comments on Open-Price Filing 


“It will forever do away with the chiseller and 
cheater.” 


Carl Krueger, president, San Antonio Machine and 
Supply Company. 


“Chiselling is generally a sub-rosa proposition and 
cut prices are demoralizing and generally unneces- 
sary. It is my belief that a publication of prices by 
each manufacturer in the industry will be constructive 
in its results.” 


Charles E. Brinley, president, The American Pulley 
Company. 


“There is no question but that open-price filing con- 
tributes to the stability of an industry, as between 
the manufacturers, as between the distributors and as 
between the manufacturer and his distributors.” 

J. H. Williams, president, J. H. Williams & Co. 


“Prices should be kept private. Fixed prices will re- 
sult in trouble. Human nature, free, leads to pros- 
perity and civilization and builds a nation. Inter- 
fere with it and we will sink into oblivion.” 


F. C. Morton, president, Bickford and Francis Belt- 
ing Company, Incorporated. 


“We have been operating under filed prices for six or 
seven weeks and the benefits both to manufacturers 
and distributors have been most pronounced. Such 
prices as have been filed are more than fair to the 
consumer.” 


Thomas Robins, Jr., vice-president, Hewitt Rubber 
Corporation. 


“When you can get price out of the buyer’s mind, 
quality has a chance to get in its licks. Stabilized 
prices will be an incentive to sell quality merchandise.” 

H. H. Johnston, vice-president, The William T. John- 


ston Company. 


“Price publication is the most important of all code 
provisions to the distributor. Unfair trade practices 
cannot survive under the light of publicity.” 


D. W. Northrup, president, The Henry G. Thomp- 
son and Son Company. 











the main, distributors’ views on this subject are based 
on the activities of manufacturing groups. 

Each manufacturer who sells his products partially 
or wholly through industrial distributors must look at 
this open-price question from two viewpoints. First, 
is he in favor of filing prices so that his competitors 
may examine them and second, is he in favor of pub- 
lishing prices so that all the world can see? The views 
of several manufacturers which follow, seem to indi- 
cate that they feel that the publication of prices is neces- 
sary to stabilize markets and that only by this means 
will the distributor be benefitted substantially. 

J. H. Williams, president, J. H. Williams & Co., says, 
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“There is no question but that open-price filing con- 
tributes to the stability of an industry, both as between 
the manufacturers, as between the distributors and as 


beween the manufacturer and his distributors. This is 
because the cards are on the table for the world to 
see, and, therefore, hasty or panicky actions taken upon 
the misinformation of the buyer are not so apt to occur. 
It also follows that there is less tendency to make a cut 
price to secure a particular order if the consequent pub- 
lication of that price means that it must be extended 
generally to avoid resentment from other customers 
equally entitled to such a special price. 

“Of course, I am talking only about the type of 
open-price filing which requires publication and circu- 
larization of everyone on the manufacturer’s best dis- 
tributor price list. That is what hurts the chiseller. 
The type of filing which only includes competitors leaves 
much to be desired because information to the customers 
becomes second hand and is not authoritative. Pub- 
lication to customers, however, means that the custom- 
ers virtually enforce the code. Furthermore, the ex- 
pense, inconvenience and delay of so widespread a type 
of publication operates against too-frequent changes. 

“Those who mistake this system for price-fixing lose 
sight of the realities and belong to that school of theor- 
ists who believe that anything which operates to prevent 
the consumer from receiving the apparent benefit of 
chiselling is contrary to the public interest. Under open- 
price filing any competitor on a few days’ notice is free 
to make any price he chooses and will lower his price if 
it is economically too high but he will not lower it to 
win one particular customer or because of lack of 
knowledge of what the other fellow is doing, as here- 
tofore.” 


H' IWARD COONLEY, president, Walworth Com- 
pany, Incorporated, has this to say on the subject, 
“One of the greatest changes that has taken place in the 
past few years has been the tendency to bring out in the 
open much information that heretofore has been con- 
sidered confidential. This information has involved the 
individual as well as the corporation. The movement 
has undoubtedly gone too far. On the other hand, it is 
true that of the misunderstandings of the past 
could have been avoided, had the real facts been known. 
It is what people believe is being done, rather than 
what they know is being done, which causes suspicion 
and distrust. 


many 


“Confidential prices, secret rebates and other unsound 
practices which have been known to be prevalent in the 
past are, through open-price filing, either done away 
with or set down clearly and definitely on paper so that 
those who are vitally concerned may know the facts. 
Through such filing and publicity, each producer or dis- 
tributor is free to make the price which he thinks fair 
and reasonable, and each buyer knows what price he 
will be called upon to pay without influence or favor. 

“Open-price filing does not mean price fixing. It 
should, and in most cases does, bring about price stabil- 
ization. The critics of the open-price filing plan center 
their complaints largely upon the claim that it creates 
unduly high prices. In practice, I believe this will not 
prove true. The law of supply and demand, though 
modified to some extent by present artificial influences, 
still is the strongest factor of price regulation. A price 
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level that will stifle demand will inevitably be modi- 
fied. Absolute knowledge of price facts, however, will 
do away with the disastrous competition that comes 
from suspicion and uncertainty.” 


HE following statement by W. J. Jeffery, represent- 
ing three industries, two of which are vitally con- 
nected with the mill supply field, is pertinent : 

“We favor open prices. We are willing that this 
program shall apply to the products we buy, as well as 
to those we sell. 

‘Business has heretofore been conducted on the basis 
of secrecy, whereby neither purchasers nor competitors 
have known or deemed entitled to know prices actually 
being granted to different purchasers. 

“Secrecy to be effective must be maintained. This is 
only possible by deception and misstatements as to pret- 
erential prices which have been granted to favored cus- 
tomers. Maintenance of secrecy requires misrepresen- 
tation. The open-price policy has for its fundamental 
purpose the barring of such secrecy. It is predicated 
on the theory that the purchaser is entitled to know 
the prices which the seller is according to other pur- 
chasers. 

“A refusal by NRA of open prices is equivalent to a 
determination by NRA that business shall not be con- 
ducted fairly, honestly, and above-board. Such refusal 
will constitute a decision by NRA that public welfare 
requires the continuance of deception and trickery. 

“The claim is made that open prices and adherence 
to them—and there must be adherence or there will not 
be open prices—are instruments of price-fixing and 
monopoly. 

“The President says prices must stop at that point 
where they become destructive. Competition tends to 
drive prices to that point. This, perforce, produces price 
uniformity. The objection to open prices is that they 
create uniformity. This is not correct. The uniformity 
comes from competition and the stop point requested 
by the President and demanded by the Recovery Act. 

“Under an open-price policy, price competition will 
still exist. The striving for business and the secur- 
ing of same by favorable prices will remain. Prices 
will eventually descend to that level which is either fair 
or reasonable or to that low point where public policy 
and public welfare shall require that they stop. This 
feature of price competition, while it will eventually 
bring fair prices, will preserve the element of price 
competition. 

“Competition on the open basis precludes the injus- 
tices, the inequalities, the unfairness, and discrimination 
between purchasers. Open prices will tend to develop 
sound merchandising. 

“It will be admitted that improper price-fixing will 
occasionally be attempted. Such is now the case. 

“Tf we have proved anything, we have proved in the 
case of the ordinary industry where competition really 
exists it is not the agreement that holds prices or creates 
unfair price levels. Price levels are not the result of 
agreements: they are the result of market conditions. 

“Tt is difficult to see why under open prices, price 
agreements will result. In actual practice we believe 
there will be less agreements affecting price. The need 
for them will disappear. Each man will be better able 
to determine his own prices (Continued on page 76) 
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Do the Lines You Handle Measure Up? 


A check list for distributors in reviewing present 
lines and studying new ones 


» THE PRODUCT # VOLUME POTENTIAL 


1. Does the product have consumer ac- 1. What are the sales possibilities? Is 
ceptance, or must a lot of pioneering the volume potential commensurate 
be done? with the time, money and effort that 

i. : a oe — will have to be expended to sell the 

2. Is the product competitive to any line ine? 
now handled? “ 

' 2. How many present customers and 
i 3. Is ta quality product, one that will prospects are possible users of the 
give real service and hence add to the line in question ? 
house's prestige? 3. What are the possibilities on repeat 
+. How does the line shape up competi- orders? Is it a product which wears 
tively? Is there little or much sales out and needs to be replaced fre- 
resistance? quently ? 


+. What is the attitude of the salesmen 
towards the line? .\re they sold on 
pushing it or is their interest merely 
6. Will the sale of the product in ques- half-hearted ? 
tion be of any assistance in securing 
business on other lines handled? 
a] oY @) 
7. Does the product carry a factory a MANUFACTURER’S 
cuarantee ? POLICY 
1. Is the line sold largely through dis 


a PROFIT POSSIBILITIES —" 


2. Is it the manufacturer’s policy to 


"yt 





Is it a product that must be thor- 
oughly demonstrated? 


~ 


1. Is the margin allowed adequate to give an exclusive distribution fran- 
cover the cost of distribution and chise within a territory, a semi-ex- 
leave a reasonable profit ? clusive franchise, or is the line sold 

. ° ON ¢ ( z asis < istri rs? 

2. How much money must be tied up in 7 basis to all distributors 

stock ? 3. Does the manufacturer suggest re 


sale prices? If so, does he do all that 
he can to insure that these prices are 
lived up to? 


3. How much warehouse space is re- 
quired to stock the line? 


+. Is the line a fast or slow mover? How 4+. In what way does the manufacturer 
much stock turn over can be reason cooperate to aid in selling the line? 
ably expected ? Does he furnish a man to work with 


the salesman? Is his line advertised ?, 
What is being done in the way of 
sales promotion work ? 


Cs 


Can the sale be made at the buyer's 
desk, or is it necessary to sell the 
men in the plant? is ; ; 
>. To what extent will the manufac 





6. [s it a quick seller or must several turer go in helping educate the sales 
calls be made before a sale can be men? 
consummated ? 6. re direct inquiries referred to the 
7. Can the average salesman sell the distributor? 
line, or does it call for men with 7. Is the right reserved to sell certain 


specialized training ? accounts direct? 
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What the Manufacturer Has a 
Right to Expect of Distributors 


SS 


Services the distributor should render manufacturers 
to justify his right to a franchise 


=» PRODUCT AND 
MARKET FACTS 


In cooperation with the manu- 
facturer, survey the territory 
covered so as to determine the 
sales possibilities of the line in 
question. 


Arm the salesman with facts 
about the line, including sales 
features, applications, price and 
service information, technical 
data, and competitive advan- 
tages. 


Keep the manufacturer in 
touch with local conditions re- 
garding his product. Advise 
him of any facts which may be 
proving sales barriers. 


Keep informed on competitive 
products. 


Know prices and maintain them 
rigidly. 


# SALES FUNCTIONS 


Contact customers and pros- 
pects regularly, promoting the 
sale of the line. 


2. 


Cn 


bo 


Stimulate salesmen’s interest in 
the line, through sales meet- 
ings, contests and other ways. 


Check sales results at regular 
intervals to make sure the line 
is getting the attention it re- 
quires and merits. 


Follow through carefully on 
the manufacturer’s missionary, 
sales promotional and advertis- 
ing activities. 

Protect the manufacturer’s 
competitive position by selling 
aggressively. 


m@ SERVICE FACILITIES 


Maintain an adequate stock to 
take care of the normal require- 
ments of the territory served. 


Render prompt delivery serv- 
ices. 


Check and bring complaints to 
the manufacturer’s attention so 
that they can be taken care of 
promptly and properly. Be fair 
to customer and manufacturer 
alike in handling complaints. 


Render legitimate credit to cus- 
tomers. 
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Side by side, like cooperating wheelsmen, 
Osborn and the “Brush Conscious” Dis- 
tributor hold straight to a_ well-charted 


course .... Right through the worst eco- 





nomic storm of modern times, the staunch 
ship “Osborn Brushes” has sailed steadily forward ... . 
Today, with clearing skies and widening markets, the 
loyal crew of “Brush Conscious” Salesmen is better 
prepared than ever before to serve Industrial Users 


of Osborn Brushes efficiently and economically giver 


very Industrial Plant is a “Port ¢ 
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At the home port of Cleveland, Ohio, the makers of 
Osborn Brushes are hard at work, keeping stocks well 
balanced against increasing demands, making improve- 
ments where improvements are possible and maintain- 
ing uniform, high standards of quality that distinguish 
all brushes worthy of the Osborn trademark .... Back 
of it all is that unity of purpose and coordination of 
effort best known as the “Osborn Partnership Policy 
with Industrial Distributors”. ... Although published at 
various times in the past, an outline of this practical 


policy is repeated again on the following page .... 


rio’ Call” for OSBORN BRUSHES 
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DISTRIBUTORS 


ners” in our business... .not in the legal interpretation 





AL INDUSTRIAL Distributors, vou are virtually “part- 


of the word... .but in the sense of close cooperation which the 
word implies. To assure success, the “partnership” of Osborn 
and “Brush Conscious” Distributors is established on a basis 


of mutual understanding of the following points: 











__. Method of Distribution: Osborn Distributors are ~~ Advertising Cooperation: Osborn’s advertising 
1 selected for their ability to provide representative and sales promotional activities are closely coor- 
dinated with sales. As a result of this policy, a veritable 
ceptions, Osborn Brushes are sold through them, oerar of sales tetormation about Osborn Brushes has 

been accumulated, and made readily available for Dis- 
tributors’ salesmen. 





Osborn Brush Service and, with mutually understood ex- 








fort to assist Distributors maintain well-balanced 

brush stocks, secure faster turnover and increase return on 
tors who recognize the manufacturer’s right to protect such investment. —.\mple stocks and prompt deliveries from the 
Osborn factory to Distributors are an-important part of 


¢ Direct Sales: Where special conditions or require- Stock Control: Osborn exerts every possible ef- 
ments demand direct service to users, such business 





is conducted with the full knowledge of Osborn Distribu- 








business. 5 
usiness Osborn cooperation, 





: —_. Competing Lines: “Brush Conscious” Distributors 
— Distributor Protection: Osborn provides all pos- 8 are expected to sell Osborn Brushes whenever the 

sible protection for Osborn Distributors on supply customer's needs can be satisfied by the right selection 
business which is mutually understood to fall within the from the Osborn line. However, in those rare instances, 
where the Osborn line does not blanket a customer's re- 
quirement, Osborn recognizes the right of the Distributor 
to seek the type of brush his customer requires. 








scope of Distributors. 










Resale Prices: To protect the stability of the re- : 
4 egy peer Seay: iain Product Research and Development: sborn’s 
ee emerireati ee eet Cree were research and development activities are directed 
and legal effort to maintain uniform resale prices equitable toward constant improvement of Osborn Brushes. As a 
to Osborn Distributors and their customers. result, practically every industrial brush requirement can 
be met by a correct selection from the complete Osborn 

line, 





Product Guarantee: Osborn Brushes are made 


— Sales Cooperation: Osborn salesmen work in close 
e 
according to high standards of manufacturing 


cooperation with Distributors’ salesmen, when re- 








quired, and every possible effort is made to assist Distribu- : ‘ : ‘ 

; : I . : ; and will deliver satisfactory on-the-job performance at 
tors’ salesmen to improve their service to customers, and low end-of-service cost Anv Osborn Brush that fails to 
to derive the best returns for their efforts in developing deliver satisfactory performance because of defective ma- 
Osborn Brush business. terials or workmanship will be replaced by Osborn. 


THE OS80RN MANUFACTURING COMPANY 


5401 Hamilton Avenue - Cleveland, Ohio 








Sales Offices: New York — Detroit — Chicago — San Francisco 













































































A Suggested Model Sales Policy 


By 
WILLIAM E. CAIN 


Executive Secretary 
Joint Merchandising Committee 


URING the past year, the 
Joint Merchandising Com- 
mittee has been endeavoring 
to interest more supply manufac- 
turers in declaring sales policies that 
would be equitable to distributors. 

This campaign was divided into two 

parts: 

1. To manufacturers already selling 
through distributors, but without a 
definite or equitable distributor 
policy. 

2. To manufacturers who sell either 
direct or partially through distribu- 
tors, and without a definite dis- 
tributor sales policy. 

Through a series of letters and 
broadsides, the advantages and econo- 
mies of building sales through dis- 
tributors were stressed. As a result 
of this work, the Joint Merchandising 
Committee received a large number 
of inquiries from manufacturers 
asking for information on developing 
distributor connections and for sug- 
gestions what would help them to 
develop a satisfactory sales policy for 
distributors. 

To meet such requests, we recently 
submitted a copy of a suggested sales 
policy to a nation-wide list of dis- 
tributors asking that they analyze the 
policy, approve the points that were 
satisfactory, and offer suggestions on 
any provisions that were not equita- 
ble to distributors. Constructive re- 
plies were received from over 80 dis- 
tributors, and from these replies the 
Joint Merchandising Committee has 
developed a suggested “model” sales 
policy for supply manufacturers, 
which it believes will meet with the 
approval of the distributor industry. 

A copy of this “model” sales policy 
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is shown on next page. It has been 
sent to approximately 600 distribu- 
tors for approval. If the majority of 
the distributor industry endorses this 
particular policy, the Joint Merchan- 
dising Committee proposes to repro- 
duce it, list the distributors endors- 
ing it, and send it to all known im- 
portant supply manufacturers sug- 
gesting that it be used as a “model” 
for their own company’s policy. 

Obviously, any such sales policy 
will contain provisions to which some 
groups of manufacturers may be 
forced to take exception. The object 
is, however, to establish an “ideal” 
to work against, which may be used 
as a guide to manufacturers. This 
“model” sales policy has been an- 
alyzed by a number of leading manu- 
facturers and has met with their gen- 
eral approval. 

In establishing such a policy, the 
Joint Merchandising Committee has 
no intention of trying to force 
manufacturers to accept it nor to em- 
barrass manufacturers who may not 
accept it. It seems to be the con- 
census of opinion, however, that a 
“model” sales policy would contribute 
much to improve existing relations 
between manufacturers and distribu- 
tors. 

It is to be emphasized that this 
“model” sales policy would never be 
devised in any way as an agreement 
between any particular manufacturer 
or any particular distributor, or any 
groups of manufacturers or groups 
of distributors. It is simply a sugges- 
tion for a basic or general “model” 
policy. 

Indirectly, and through this ‘“‘model”’ 
policy, the Joint Merchandising Com- 





DISTRIBUTOR ENDORSERS* 


William T. Johnston Co. 

National Supply Co. 

Textile Mill Supply Co. 
Standard-Machinists Supply Co. 
Somers-Fitler and Todd Co. 
McNeal Machinery Co. 
Standard-Shannon Supply Co. 
Joseph C. Ryan and Sons 

Schlafer Hardware Co. 
Bruce-Rogers Co. 

Norton Hardware Co. 
Chattanooga Belting and Supply Co. 
Mills and Lupton Supply Co. 

Ohio Ball Bearing Co. 

Scranton Supply and Machinery Co. 
Sidney B. Roby Co. 

Canton Supply Co. 

Capen Belting and Rubber Co. 
Bluefield Supply Co. 

Wisconsin Foundry and Machine Co. 
Hardware and Supply Co. 

Poe Hardware and Supply Co. 
Corby Supply Co. 

I. E. Swift Co. _ 

Industrial Supply Corporation 
Hyman Supply Co. 

Diamond Specialty and Supply Co. 
Antrim Hardware Co. 
Ross-Willoughby Co. 

Mfrs. Rubber and Supply Co. 
W. M. Pattison Supply Co. 

Ream Hardware Co. 

McComb Supply Co. 

J. M. Tull Rubber and Supply Co. 
Smith-Courtney Co. 
Barrett-Christie Co. 

Southern Supply Co. 

Peerless Mill Supply Co. 

James Walker Co. 

Kirkby Machinery and Supply Co. 
William S. Roe, Inc. 

Banks-Miller Supply Co. 

Georgia Supply Co. 

Charlotte Supply Co. 

Osborn Machinery Co., Inc. 

M. L. Foss, Incorporated 

Alamo Iron Works 

Charles C. Lewis Company 
Syracuse Supply Company 


*New endorsers are being added every 
day, so this list is but a partial one. 




















THE SUGGESTED POLICY 


1. We recognize the economic value of the services performed by industrial 
(mill) supply distributors and believe that distributors provide the most 
satisfactory and economical method of nation-wide distribution for our 


(specify) products. 


2. We recognize there is a material difference in the economic services ren- 
dered by the various trade channels of distribution and accept the following 
definition, established under the NRA Code, to classify any of our outlets as 


distributors: 


“One who sells to industrial consumers and other trade outlets and who has 
at least the following facilities and services: 


a. An adequate investment 


b. Storage space sufficient to carry the 
stock required in paragraph (e) and 
necessary facilities for operating same. 
c.A proper accounting system, sales, 
office and delivery service. 

d. Regularly maintains salesmen in his 


territory to demonstrate and sell the 
lines handled. 

e. Carries a sufficiently complete pur- 
chased stock of industrial tools, equip- 
ment and supplies to meet normal re- 
quirements in his territory. 


f. Assumes the credit risk of his sales.” 


3. It is our policy to allow distributors our extreme discount for rendering a 
complete distributors’ service on our above listed standard products. 


4. We believe that non-stocking distributors do not perform a complete dis- 


tributors’ service, but nevertheless render an important economic service. It 
is our policy to allow non-stocking distributors our non-stocking distributor 
discount on our above listed standard products. 


. It is our policy to establish suggested resale prices on our standard products, 


which we believe will provide distributors a sufficient: margin to profitably 
handle our line, and give it full distributors’ service. 


. We recognize that distributors as well as ourselves constitute tax-paying insti- 


tutions charged with the responsibilities of paying a full share of the cost of 
government, and we therefore will follow the policy of suggested resale prices 
on Municipal, State and Federal Government business on our above listed 
standard products, which we believe, will provide our distributors with an 
equitable profit for handling this business. 


7. In territories where we have distributor representation it is our policy: 


a. To refer all inquiries and orders re- 
ceived direct on our above listed stand- 
ard products to the distributor and to 
advise our prospects or customers ac- 
cordingly. 

b. To refer all orders on our above list- 
ed standard products received direct 
from non-stocking distributors to our 
established distributor; such orders to 
be filled by our established distributor 


at our non-stocking discount, which we 
believe will provide the non-stocking 
distributor with an equitable profit and 
adequately cover our established dis- 
tributor’s handling costs. 

c. To provide our distributors with sales 
assistance and educational data that 
will enable our distributors to properly 
represent our products and do a com- 
petent job of developing sales. 


9. 


In territories where we do not have distributor representation, it is our policy 
not to sell below our suggested resale. 

We believe that the foregoing policies are to the best interests of our cus- 
tomers, our distributors and ourselves; but the distributor must assume his full 
responsibilities to have this sales policy produce satisfactory results. We spe- 
cifically understand that our distributors will represent us in the following 


manner: 


a. Carry an adequate stock to meet the 
requirements of the territory for our 
products. 


b. Learn the characteristics of our 
products, their applications and, in 
general, become sufficiently acquainted 
with our products to intelligently put 
them to their best use. 


tials of the territory and intelligently 
develop a sales volume. 

e. Protect our interest against compe- 
tition by advising us of any applica- 
tions or technical difficulties encoun- 
tered which they cannot satisfactorily 
handle. 


f. Extend customary credit and be re- 


c. Give first-class service on our prod- 


sponsible for collections. 


ucts. g- Observe our suggested resale. 


d. 


Carefully appraise the sales poten- _h. Abide by our terms. 


10. It is our policy to operate under the suggested “standard terms” to apply 


11. 


12. 


to distributor business, namely 2% tenth proximo. (Other terms such as 
f. o. b. point, freight allowances, etc., are to be specified by manufacturers.) 
We shall endeavor to protect distributors’ interests in establishing trade prac- 
tices within our own particular industry so that all competing manufacturers 
who may not use the facilities of distributors will, nevertheless, be made 
familiar with distributors’ economic functions, to the end that our industry 
code will be governed to operate in perfect fairness to distributors. 

We will use the Joint Merchandising Committee’s slogan cut. ‘Distributors 
Serve Industry Economically—Buy It From The Distributor,” in our adver- 
tising to industrial consumers to further impress buyers of the advantages 
and economies of utilizing the services of distributors. 
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mittee is also endeavoring to develop 
more uniform “terms” arrangements 
between supply manufacturers, dis- 


tributors and consumers. At the 
present time, considerable confusion 
exists regarding the widely divergent 
terms used by various manufacturing 
groups. For example, the steel indus- 
try allows but % of 1% discount and 
demands three settlements per 
month ; other manufacturers have the 
same settlement arrangements but 
allow 1% or 2% discount; still other 
groups have two settlements a month 
with a 1% or 2% discount and, of 
course, the majority allow 2% on a 
monthly settlement basis on invoices 
paid by the tenth to the fifteenth 
proximo. 

Possibly there is some logical rea- 
son why term arrangements should 
vary for different types of products 
but there does not seem to be any 
logical reason for having so many 
different arrangements. From an 
economic standpoint, the purpose of 
allowing discounts is ‘to encourage the 
prompt payments of invoices, but not 
to obtain an undue profit. 


It must be recognized that distribu- 
tors are being heavily penalized by 
these varying discounts and frequent 
settlements. It is traditional that dis- 
tributors allow most of their estab- 
lished accounts a 2% discount on a 
monthly settlement basis. It is well 
nigh impossible for distributors to 
change this method of payment on 
merchandise they sell, and invoice 
some of their goods at % of 1% on 
a 10 day settlement basis; others at 
1% and 2% discount on a 15 day 
settlement; and still other goods at 
1% on a 30 day settlement. 


When you stop to consider the 
fact that the Joint Merchandising 
Committee’s Survey showed that the 
distributor industry made less than 
2% net profits on its sales volume 
in 1931, it is clear that this differ- 
ential in discount is seriously penal- 
izing distributors. 

A questionnaire has been sent to 
all distributors requesting their view- 
points as to what terms should be 
made standard. The terms which 
were acceptable to the majority of the 
distributors are used as the basis of 
terms in the “model” policy. 

If this model policy does nothing 
more than focus attention on those 
principles which distributors would 
like to see carried out, the effort will 
have been worthwhile. 
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Ejector, Syphon or Jet Pump 


The predominance of Penberthy 
Products throughout industry is the inevi- 
table result of 47 years of conscientious effort 

to put better materials, superior design and more 
careful workmanship into their manufacture. 


Screw Plunger 
Grease Cup 





‘i - 





The highly satisfactory performance of Penberthy Products creates 
repeat business and good will for the distributor who handles them. 
: Penberthy Products are sold only through the jobbing trade. 


PENBERTHY INJECTOR COMPANY 


Manufacturers of Quality Products Since 1886 
Detroit, Michigan Windsor, Ontario 
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helps distributor sell (5.000 
feet of helt 


Another of a series, showing how Goodrich distributors are 
securing large and unusual orders because of the complete- 
ness of the Goodrich line, its greater value, and the cooper- 


ation they receive under the Goodrich Distributor Policy. 


N the prospect lists of the Hope RubberCompany, 
Goodrich Distributor in Providence, were 
Waypoyset Mills —vast rayon manufacturers. But they 
couldn’t be sold. Waypoyset had tried many a rubber 
belt but all had gone to pieces. So their 212 spinning 


frames continued to be driven by leather. 


But Richard Knight, Hope representative, enthused 


Richard Knight, Hope Rubber 

Co. representative who sold the 

impressive Waypoyset order. 
(Photo by Bachrach) 


Headquarters of Hope Rubber 
Co., Inc., Goodrich Distributor 
in Providence. 


over the tremendous advantage of Goodrich Pre- 
conditioning. He knew that this process—which 
prepares the belt in advance for the atmosphere and 
wear it must stand in use—gave his belt a sales advan- 


tage possessed by no other. 


So Knight persisted. At last he secured an order for 
four belts. They went into use—and their performance 


was watched with an eagle eye. 


Exclusive Goodrich construction and pre-conditioning 
proved their value—results were so far superior to 
anything the mill had ever used that today every one 
of the 212 spinning frames and every other drive in 


Goodrich 











boodrich pre-conditioning | 


Goodrich | 
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the vast Waypoyset plant is powered with Highflex Jr. 
—15,000 feet of Goodrich Belt. 


Here’s another handsome profit for a Goodrich 
Distributor, made possible by the exclusive features, 
the superior quality, the greater value he could offer 
in the Goodrich line. In practically every industry, in 
soliciting practically every order, there is some 
Goodrich product which gives the Goodrich Distri- 
butor the edge on competition. And in addition, 
every Goodrich Distributor has on his sales force 
without pay, the expert sales engineers of the Goodrich 
field organization. The B. F. Goodrich Rubber Com- 
pany, Mechanical Rubber Goods Division, Akron, O. 


NEW SOURCES OF PROFIT 


Goodrich research is constantly adding new items to 
the distributor’s line—new products on which to make 
a profit. For example, Goodrich Distributors have 


recently been offered 


e Plastikon rubber putty 
© Rubber-lined pipe and fittings 


e Wire-filler gasoline tank hose 
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Two views of the spinning room at the 
Waypoyset Mfg. Co., Pawtucket, R. I. 
Every one of the 212 spinning frames 
in this mill was equipped with 
Goodrich Highflex Jr. belt by Hope 
Rubber Co.—15,000 ft. of belt! 
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ALL IN RUBBER 
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Your Association 
Is What You Make It 


resentative distributor in a large indus- 

trial center, we asked him if he planned 
to attend the triple convention in Cincinnati. 
It may have been that this fellow had gotten 
out of the wrong side of bed that particular 
morning or had been afflicted with a sudden 
attack of dyspepsia, but at any rate he 
launched into a long, loud and bitter denunci- 
ation of associations, conventions and every- 
thing in connection with them. 

According to this distributor, no one ever 
got any good out of associations and conven- 
tions were just a place for tired business men 
to raise whoopee and do a lot of hand 
shaking. 

Our answer to this distributor and anyone 
else who shares his beliefs is that any asso- 
ciation or any convention is as good as its 
members make it. After all, associations are 
organized for the purpose of carrying out 
the aims of their members. They provide a 
clearing house for ideas, plans and methods 
and a vehicle for putting them to practical 
use. If an association fails to function as its 
members think it ought to, that’s not the 
fault of the officers or paid secretaries, but 
rather a direct reflection on the members 
themselves. An association can accomplish 
little or much, depending entirely upon the 
attitude and actions of its members. If they 
take a half-hearted interest in the associa- 
tion’s activities, spend their time grumbling 
and complaining that belonging to associa- 
tions is just a waste of time and money, the 
chances are that they will secure little benefit 
from their memberships. On the other hand, 
if they will take an active interest, make 
known their wishes and give the association 
the benefit of their thinking, the small invest- 


+ HE other day when talking with a rep- 


ment they make each year will pay real 
dividends. 

An association of men within an industry 
can accomplish a great deal which the indi- 
vidual working alone could never hope to. 
Under NRA, the need for strong active asso- 
ciations is greater than ever. Associations 
can accomplish more now than formerly, be- 
cause the government is more liberal in its 
interpretations as to what business men 
should be permitted to do within their trade 
groups. Yes, they can even talk prices and 
actually must agree not to sell below their 
cost of doing business. 

Despite the attitude of our friend and 
others who share his belief, who look on asso- 
ciations as unnecessary evils, we contend that 
the jobs which need to be done today and 
which can be accomplished through associa- 
tions are many. A few of the more im- 
portant functions which can best be done by 
associations are the making of distribution 
cost studies, maintenance of proper manu- 
facturer relations and the promotion of the 
economic importance of the distributor to 
industry. 

It’s impossible, of course, for any man or 
group of men to conduct the affairs of an 
association to the entire satisfaction of every- 
body. However, it must be remembered 
that association officials are chosen by the 
members and it is their duty to carry out the 
wishes of the majority. They can accomplish 
no more than the members permit them. 
Therefore, the extent to which any associa- 
tion goes in furthering the interests of its 
members and of its industry depends not so 
much on those directing its affairs as on the 
members to whom the officers are directly 
responsible. 
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DODGE DISTRIBUTORS Are 
Helping Industry to Meet the 


1934 need for 
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Dodge Distributors 
Can Sel] —) 








PRODUCTION EFFICIENCY 


POWER ECONOMY 





LOW MAINTENANCE 





Modern group driven plants like the one, 
shown in the picture are in step with present 
economic conditions. They meet the present day 
demand for constantly increased production efh- 
ciency, power economy and low maintenance 
costs. 


Dodge distributors are playing an important 
part in the modernization plans of industrial 
concerns all over the country. They are finding 
it profitable to work closely with operating ex- 
ecutives who are faced with new and difficult 
problems under N.R.A. codes. 


A complete line of power transmission equip- 
ment of modern design, backed by specialized 
engineering service plus advertising and sales 
promotional effort is a full kit of tools equal to 
any job and available only to Dodge distributors. 





DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 





The Trend of Supply Sales 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR MARCH, 1934 
100 = Average Monthly Sales, 1923—1925 


1933—Broken Black Line 


1934—-Solid Black Line 


March sales rise to new high. More than double sales for March, 1933. 
Distributors expect slight drop in April. 


FTER a temporary setback in February when it 
A registered 57.0, the Sales indicator jumps to a 
new high of 66.1 for March sales. Not only 
does this figure show a favorable reaction from the pre- 
ceding month but it indicates that the volume of supply 
business for March, 1934, was roughly double that for 
the same month last year, when the Indicator read 31.8. 
Not only is the figure for March encouraging, but a 
glance at Indicator readings for January, February and 
March points to a volume for the first quarter which 
will make profits possible. The last statement is, of 
course, an assumption, but one which is based on the 
knowledge that distributors’ operating costs have been 
adjusted to a point where a profit is possible with a 
volume in the vicinity of 50% of normal or over. 

The increase in March as compared with February 
was widespread from a territorial standpoint. In every 
section except the Pacific Coast a pickup was registered. 
The North Atlantic Indicator rose from 46.6 to 61.6; 
the Southern from 67.6 to 76.9; the Middle Western 
from 56.9 to 59.5; and the Western from 43.0 to 56.7. 
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The Pacific Coast Indicator, on the other hand, fell off 
from 65.9 in February to 61.6 in March, a drop which 
fades in importance when it is observed that volume 
in this section has been consistently high. 

Because this issue is devoted to an analysis of condi- 
tions in the industrial supply trade since the passage of 
the National Industrial Recovery Act, it is pertinent to 
use the sales of distributors, as depicted by the Sales 
Indicator, as Exhibit A. Although the Act may have 
its faults, it is only fair to point out that since its pass- 
age the trend of supply sales has been generally upward. 

The data gathered for the computation of the Sales 
Indicator each month is undoctored and based on actual 
sales as reported by over 100 distributors. No adjust- 
ments are made for seasonal variations which would be 
a guess at best. The curve speaks for itself—business 
in this trade is definitely better. 


Sales indicators for the North Atlantic, Southern, Middle 


Western, Western and Pacific Coast states will be found on 
page 46. 
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IN A HOT SPOT FOR 4 YEARS 











UQUESNE Slag Products Com- 

pany, of Pittsburgh, Pa., 
points to a veteran conveyor belt 
in its plant as the best of reasons 
for standardizing on Goodyear 
Hy-Temp Belts. 


This particular conveyor belt has 
given Duquesne what the user 
considers exceptionally good ser- 
vice with a minimum of trouble and at very low cost. 


Its job all along has beenareal test of belt stamina, too. 


G.T. M. RECOMMENDED HY-TEMP 


Four years ago last February, Duquesne asked the 
G. T. M. — Goodyear Technical Man —to analyze 
their slag conveying installation and submit his 
recommendations. 


As he always does, the G. T. M. made a careful study 
of the operating conditions. He noted that the belt 
would be called on to carry slag, frequently at com- 
paratively high temperatures. 


The Goodyear Style H-T Conveyor Belt (828 feet 
long, 30" by 5-ply) which he specified has now 
handled 406,155 tons in its four years of duty and 
is still in fair condition. 
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THE GREATEST NAME 





GOODYEAR HY-TEMP CONVEYOR 
BELT STILL ON THE JOB 
HANDLING SLAG 


A @® SPECIFICATION 


Tell your trade about 
this belt’s great record: 
406,155 tons to date 





G.T. M. specified Goodyear H-T Conveyor Belt 828’, 30"x 5-ply, 
for Duquesne Slag Products Company, Pittsburgh, Pa. 


HELPS YOU SELL 


Tell your prospects these facts. Service records 
of efficient, trouble-free, cost-reducing perform- 
ance like this in many lines of industry are helping 
Goodyear Mechanical Rubber Goods Distributors 
and their salesmen sell more Goodyear products. 
If you are not a Goodyear Mechanical Rubber Goods 
Distributor, why not inquire as to whether there is 
an opportunity for you to be one? Write to Goodyear, 
Akron, Ohio, or Los Angeles, California. 


BELTS - MOLDED GOODS 


HOSE - PACKING 


MADE BY THE MAKERS OF GOODYEAR TIRES 
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Territorial Sales Indicators 
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North Atlantic States 


Recovering from the serious setback in February, when the Indicator dropped 
to 46.6, sales of distributors in this section push the Indicator for March to 66.1. 
Total sales for April may be slightly lower although approximately the same num- 
ber of distributors are looking for a still further increase as are expecting a drop. 


Southern States 


Still leading the pack, the Southern States Indicator for March reads 76.9, as com- 
pared with 67.6 in February and 37.2 in March, 1933. The majority of reporting 
distributors are expecting a drop in April ranging from 5% to 20%. 


Middle Western States 


Although slow and marked with temporary setbacks, the Sales Indicator for the 
Middle West rises slightly to 59.5 for March as compared with 56.9 in February. 
In March, 1933, it read 26.2. As is the case in the South, a decrease is looked for 
in April with the percentage of drop ranging up to 25% in some cases. 


Western States 


Still lagging behind other sections but most decidedly within striking distance, the 
Indicator for this group reads 56.7 for March as compared with 43.0 in February. 
Distributors are about evenly divided as to prospects for April, with the composite 
outlook being for a reading about the same as for March. 


Pacific Coast States 


Sales of distributors on the west coast fell off slightly in March, the Indicator 
reading 61.6 against 65.9 for February. A slight increase is expected in April by a 
majority of the reporting houses, thus assuring a fairly even distribution of volume 
over the first four months at a better than average level. 
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( lipper Hooks 


are 20% to 


$0)° lower in 
price than any 
hook made in 
America, yet 
uUnrul passed 


in quality 


and durabilits 














Protection against operating delays is becoming increasingly im- 





portant. In this new era of regulated labor and raw materials 
industry must meet a closer competitive balance with increased 


mechanical economies. 

This is the year to drive home to every plant executive the efficiency 

of Clipper Lacing Equipment—the watchdog on which unbroken 
} § hq g 


production schedules depend. 


CLIPPER BELT LACER COMPANY GRAND RAPIDS, MICHIGAN 


ue 


TACO 








KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 


the prompt popularity of new models 
in its well known Lipman Line. 
Electrical, plumbing and automatic 
fire sprinkler divisions, operating a 
contracting engineering service with 
full staffs, are likewise experiencing 





their greatest boom in several years. 














The Rockford Power Machinery 
Company, a Swords Company sub- 
sidiary, is to remain at its present lo- 
cation at the corner of Sixth Street 
and Sixth Avenue. This division— 
specializing in the sale of new and 
rebuilt industrial power equipment, in 
motor rewinding, and in general ma- 
chine repair work—operates on a na- 
tional scope with sales representatives 
maintained in every section of the 
country. 

ee 


Peerless Handling American Asphalt 
Line 
The line of paints manufactured by 








The general offices and mill supply division of The Swords Company, Rockford, Illinois, 
have been moved to this large and splendidly equipped building at 2401 Eleventh Street. 





Swords Company Consolidates 
Divisions 

Announcing the removal of its gen- 
eral offices and mill supply division 
from 627 Seventh Street to its large 
and splendidly equipped engineering 
and contracting building at 2401 Elev- 
enth Street, The Swords Company, 
Rockford, Illinois, has consolidated 
the major divisions of its organization 
—a1mill supply, plumbing, heating, elec- 
trical, automatic fire sprinkler, auto- 
matic stoker and refrigeration—under 
one roof to permit a much closer inter- 
locking of the engineering, contract- 
ing and supply service. 

Need for this centralization has be- 
come more apparent in recent months 
with every division continuing to show 
marked increase in activity. Latest 
reports of The Company 
show doubled and even tripled sales 
volumes over corresponding periods 
of a year ago, and with such encour- 
aging indications of a general business 
and industrial revival, housing rear- 
rangements have been speeded up to 
permit of still greater efficiency of 
operation. 

The mill supply division, serving as 
a supply source to industries in a ter- 
ritory within 100 miles of Rockford, 
represents many leading manufactur- 
ers and carries a stock of over 15,000 
items, 

In the heating division, a great deal 
of effort is being concentrated at this 


Swords 
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the American Asphalt Paint Com- 
pany, Chicago, is now being dis- 
tributed by the Peerless Mill Supply 
Company, Incorporated, Buffalo, 
New York. 


a 


time on sales and installations of au- 
tomatic coal burners. New and im- 
proved 1934 industrial models are now 
available, and are winning very favor- 
able attention. 


New Sales Manager for George F. 
Motter’s Sons 
George C. Ruby, for many years 
a consulting engineer in York, Penn- 
sylvania, has been appointed sales 
manager of George F. Motter’s Sons, 
distributor of that city. 


The Illinois Lipman Company, re- 
frigeration engineering division of 
The Swords Company, has shared in 
the definite upturn in business through 





This picture of a portion of the T. C. Ulmer Company organization in Philadelphia was 

taken during one of Philadelphia’s recent sub-zero spells. Somehow or other, they look 

glad to be inside. Left to right; Harry Endres, T. C. Ulmer, Jr., C. M. Wade, Bob Scott, 

H. M. Hagar, “Doc” Underwood, J. A. Hagar, George Knapp, C. A. Noll and Carl 
Meister of The Allen Manufacturing Company. 
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ARMSTRONG 


Drop 
Forged 










Carbon Steel 


WRENCHES 


7-Types, all Sizes. There are no finer 
wrenches made. Stronger steel; im- 
proved designs; accurately milled 
openings. Beautifully finished in 
black baked enamel with heads 
ground bright and plainly marked 
for size. 


ARMSTRONG - VANADIUM 
WRENCHES 





Singly and in Matched sets. Longer, 
lighter, thinner, stronger. Drop 
forged Chrome-Vanadium ‘Steel. 
Chrome plated with heads ground 
bright. All new types. 


ARMSTRONG Star Drill 


All sizes to 2”. 


Drop forged from special steel, 
with improved cutting face, they 
“Make hole” faster hold their edge 
longer. Here is a line that answers all 


needs. 
ARMSTHGNG BROS. 


PIPE 
TOOLS 










The most 
complete 
line made. 


These are finer pipe tools, made 
to industrial standards with alloy 
steels, drop forging and hardened 
parts wherever they will add to life 
or strength. Improved pipe tools, 


many patented—the outstanding line 
in this field. 





New York Sales Office: 109 Lafayette Street 


RMSTRONG 


TURNING 


CARBIDE 


STELLITE 


CUITING-OFF 


> 


CUTTING-OFF 





ARMSTRONG TOOL HOLDERS 


Used in over 96% of the machine shops and 
tool rooms—a part of every representative 
supply house. A complete system of Tools 
for all lathe, planer, slotter and shaper opera- 
tions. The standard cutting tools wherever 
metal is machined. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


305 N. Francisco Ave., CHICAGO, U. S. A. 
London Branch: ARMSTRONG BROS. TOOL CO., LTD. 








ARMSTRONG 
LATHE DOGS 


1l types. Drop 
forged from special 
steel with alloy steel 
screws, hardened at 
point. Hubs large 
enough to permit re- 
tapping — double 
life. Squarehead, 
Headless, and Safety 
Screws. 


ARMSTRONG 
“C” Clamps 


5 Types. Drop 
Forged and prop- 
erly heat treated, 
they will not 
spread or 
“spring”. Screws 
have double wear 
threads. Here are 
clamps that can 
be safely recom- 
mended for any 
job. 





ARMSTRONG 
‘Machine Shop 
Specialties 


Planer Jacks, 
Drill Drifts, Strap 
and “U” Clamps, 
Drill Vises, Ratchet 
Drills, ete. If it’s 
for the machine 
shop or tool room 
think first of 
ARMSTRONG. 





ARMSTRONG Policy 


ARMSTRONG TOOL HOLDERS 
AND TOOLS have been sold through 
the jobber for over 40 years. They 
are continuously and widely adver- 
tised. Dealer Helps are freely fur- 
nished. All lines are complete — 
require no fill-ins. ““ARMSTRONG” 
is recognized the world over as a 
guarantee of highest quality. To you 
it guarantees ready buyers, a fair 
price, a full margin of profit, and 


steady repeat business. 
ARMSTRONG 
TOOLS from your 
Supply House . 
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YOU NEED 


THE PROTECTION OF 


AND THE ENORMOUS 


| on NATURE of any Mill Supply Distributor’s 
business 1s such that it depends upon manufac- 
turers’ cooperation. Assuming good management 
and aggressive sales activity, its success is absolutely 
governed by the extent of that cooperation. The most 
vital problema distributor faces 1s the selection of his 
sources of supply. 

On the other hand, the great difficulty with manu- 
facturers 1s in knowing how and being able to extend 
full cooperation. Any manufacturer can write a sales 
policy if he chooses but it is not as simple as that. 


Distributor cooperation is a complex subject whjch 
can be understood only after long dealings with 
distributors. 


Republic’s Policy is preeminent in the Mill Supply 
Industry because it has endured the test of exper- 
ence. It is successful because we know what dis- 
tributors require. 


Above all, Point Four on “freedom from factory 
competition” must constitute the very ground work 
of cooperation. To harass distributors by “nibbling” 


THE REPUBLIC RUBBER CO. 


MECHANICAL RUBBER PRODUCTS 


2 « « e LEADERSHIP IN POLICY 
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THIS POLICY --- 


FACILITIES BEHIND IT 


and “snapping” at the very orders on which they 
depend is to destroy the whole cooperative program. 


There must be enthusiastic factory sales assistance. 
Each case presents an individual study. The co- 
operation must suit the distinct needs. 


Republic’s organization 1s made up of trained men 
who know trade conditions in all sections. They 
know how to analyze distributors’ problems and 
how to tackle them. Their broad experience has 
made them both tactful and resourceful. 


> + + « YOUNGSTOWN, OHIO 





Such an organization must be backed by mammoth 
facilities. Volume production of a complete line of 
mechanical rubber products requires an enormous 
plant. Quality of product demands a large staff of 
technicians and every modern process. Prices must 
meet strong coinpetition and give distributors a 


fair profit. 


These are some general specifications for factory co- 
operation. Republic successfully executes them in 
detail and fulfills all of its obligations by giving you 
complete and whole-hearted support. 


‘wt 00 Own faaT 
Operating Under 
Approved Code 





FOR EVERY INDUSTRIAL REQUIREMENT worse 


PRODUCT AND PERFORMANCE 
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Part of the office staff and sales force of the Lewis Supply Company, Memphis. T. W. 

Lewis, president, is at the extreme right in the front row. This picture was used in 

Tnemec Topics, a house organ of the Tnemec Company, Incorporated, in conjunction 
with a complete history of the Lewis Company. 


Four Hundred Attend Chandler-Boyd 
Clinic 

Over 400 plant men in the Pitts- 
burgh area attended an _ industrial 
clinic on “Plant Internal Efficiency,” 
staged by the Chandler-Boyd Suppl 
Company in its warehouse on April 
26. 

Ten lines which have a general 
application in the territory were ex- 
plained and demonstrated by factory 
men on a definite program which 
lasted from 3:00 P. M. until 9:00 

Door prizes and a fine buffet sup- 
per were used to make attendance 
more attractive. 

Proof of the interest stimulated is 
evidenced in the fact that no one was 
seen to leave during any of the dem- 
onstrations. Several factory men re- 
ported actual sales and all reported 
the acquisition of live prospects. 

Chief engineers, master mechanics, 
production superintendents, works 
managers, maintenance men and me- 
chanical foremen representing steel 
mills, glass works, food plants, coal 
mines, railroads and 
were among those in attendance. 

The program included talks and 
demonstrations on vises, refractories, 
wire rope sockets, pipe, pipe repair 
clamps, pipe unions, steam traps, 
electric drills, welding fittings, valves, 
couplings and steel pipe specialties. 
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water works 


The clinic was developed under 
the supervision of A. J. “Jap” Wil- 
liams, general manager, in coopera- 
tion with W. F. Viehman, sales pro- 
motion manager. 


—<——— 
Standard-Shannon Official Killed 
A. Penrose Robinson, who has 

been associated with G. A. Kerbaugh, 








president, Standard-Shannon Supply 
Company, Philadelphia, for the past 
14 years, was killed in an automobile 
accident on March 28. While not 
killed instantly, he died in a very 
short time at the Bryn Mawr Hos- 
pital. 
a 
Greeson Leaves Lewis Supply 

E. M. Greeson, formerly vice- 
president of the Lewis Supply Com- 
pany, Memphis, Tennessee, has left 
that concern to join the organization 
of the Davis Electric Company, Mem- 
phis distributors of electrical goods 
and Grunow refrigerators. His office 
will not be filled until the annual meet- 
ing in June. 

The fiscal year of this company, 
ending May 31, is expected to be very 
satisfactory from a profit standpoint 
and a tremendous improvement over 
the previous twelve months. 

ciiceillnciates 
Two New Subscribers to J. M. C. 

The Joint Merchandising Commit- 
tee has announced the receipt of sub- 
scriptions from the Bassick Company, 

3ridgeport, Connecticut, manufac- 
turer of casters, and The Johnson 
Bronze Company, New Castle, Penn- 
sylvania, manufacturer of bearings 
and bushings. 

W. G. Reycroft, sales manager of 
the Bassick Company, is his firm’s 
representative to the J. M. C., while 
Lee Berthold, sales promotion man- 
ager, will serve in a like capacity for 
the Johnson Bronze Company. 


Scene during one of the talks and demonstrations by factory men during the Chandler- 

Boyd “Plant Internal Efficiency” clinic. The audience was made up of chief engineers, 

master mechanics, production superintendents, works managers, maintenance men and 

mechanical foremen from industries of various classifications in and around Pittsburgh. 

The program included talks by manufacturers’ representatives on vises, refractories, wire 

rope sockets, pipe, pipe repair clamps, pipe unions, steam traps, electric drills, welding 
fittings, valves, couplings and steel pipe specialties. 
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Drop Forged Steel Gate Valve 
Union Bonnet Gasket Joint 
Removable Seats Solid Wedge 

600 Ibs. S.W.P.@800° F. 


Drop Forged Steel Globe 
Valve 

Bolted Bonnet GasketJoint 

Removable Seat Loose Disc 

600 Ibs. S.W.P.@900° F. 











Drop Forged Steel Gate 
Valve 
Union Bonnet Ground Joint 
Removable Seats 
Solid Wedge 
600 lbs, S,W.P.@800° F, 







Drop Forged Steel Gate 







Valve 
Bolted Bonnet Gasket Joint Drop Forged Steel Globe 
Removable Seats 


} Valve 
Solid Wedge " Bolted Bonnet Gasket Joint 
600 Ibs. S.W.P.@900°F. Removable Seat Plug Stem 
600 Ibs. S.W.P.@900° F, 









at Your § ervicel 


Put them to work in your plant! 

They will give long uninterrupted service with absolute 
safety under the most trying conditions. Positive con- 

New York trol and quick release are characteristic of Vogt valves. 

Cleveland Strength and endurance, that drop forging alone can give, 

Dallas are developed to the highest degree. 


Cincinnati 
Make real valve economy and satisfactory performance 


Kanses City 
certain by specifying VOGT DROP FORGED. 
HENRY VOGT MACHINE COMPANY 


Write for Catalog F-7 





LOUISVILLE Incorporated KENTUCKY 
Manufacturers of : Drop Forged Steel Valves and Fittings, Oil Refinery Equipment. 
Water Tube Boilers, Ice Making and Refrigerating Machinery, Heat Exchangers 


forged Sr EEL VALVES 
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Boston Woven Hose & Rubber Company greets the Mill Supply 
Distributors in convention at Cincinnati May 21-23, 1934. 









For.more than half a century B. W. H. policy has been directed 
to further the interests of the Mill Supply Jobber,—not only to pre 
recognize him as the logical distributor of mechanical rubber a th 
goods to the Industrial Consumer, but to insure him an ample and ~ 
legitimate profit. 
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Today when the idea of protecting the Mill Supply Distributor 
has become widely recognized, it is being generally accepted as a part 
of the manufacturer’s policy, but we repeat,—with us it is not a 
new idea! Regardless of the business trend, we have consistently 
protected the interests of our jobbers and this policy has built for us 
a loyal, effective selling organization which is expanding every day,— 
keeping pace with the expansion of national industry. 





This increased demand brings frequent need of new and stronger 
representation in certain sections where industrial needs demand a 
more intensive service. Such new connections, however, are made 
only where the welfare of our present distributors will not be affected, 


Distributors desiring a better and more helpful source of supply 
on mechanical rubber goods are sincerely invited to investigate the 
qualities, service and distribution policy which enable us to operate 
the largest plant in the world devoted exclusively to the manufacture 
of mechanical rubber goods. 


FE AND _ RUBBER CO. 


_UMI 
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| Hade Rubelmann, president of the St. 
Louis Machinists Supply Company, St. 
| Louis, has been in business for half a cen- 
| tury. For the past 35 years, he has oper- 
| ated a machine shop and industrial supply 
business in the same neighborhood. He is 
| also president of the Premier Bronze Cor- 
poration, which he recently founded to 
manufacture bearing metal. 


Harry P. Leu Announces Additions 
to Organization 

Three new men, one in the office, 

| one counter salesman and one outside 
| salesman, have been added to the or- 
| ganization of Harry P. Leu, Incor- 
| porated, Orlando, Florida. 

A. S. Brim, formerly associated 
with D. E. Fishback in Orlando, has 
had approximately ten years’ experi- 
ence in the mill supply business. His 

| duties will keep him in the office. 

Paul J. Stine of Sanford, Florida, 
formerly manager of the Sanford 

| Machine Company, is now covering 
| the City of Orlando. He, likewise, 
| has had about ten years’ experience 
| in the field and is an expert on hy- 
| draulics and irrigation problems. 
| Charles M. Hendrix, formerly with 
| Cohoon Brothers Company, Orlando, 
is in the store taking care of the 
over-the-counter trade. 





a CAN fered i . 
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Mi 44 F. H. Bennett, live wire sales manager of 
M @) LY 4 AC K 4S AWS the Union Hardware and Metal Company, 
Los Angeles and O. E. Bean, manager of 


the iron and steel department. 
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“SILK PURSES from Sows’ Ears” 


are just as impossible as 


QUALITY TOOLS by ANTIQUATED METHODS 





10 MAJOR OPERATIONS 


1. Steel for Shank Portion 4. Flutes Forged Prior to Twistin 7. Flutes and Clearance Milled 

2. High Speed Steel for Flute Portion 5. Flute Portion Twisted to Proper Spiral 8. Heat Treated 

3. Shank and Flute Portion Electrically 6. Cut Off, Pointed and Turned 9. Sand Blasted—Ready for Grinding 
Welded 10. After Grinding—The Finished High Speed Drill 


Modern, "NATIONAL" methods of processing are exemplified by 
these steps in the manufacture of High Speed Twist Drills. 


A Complete Line of Drills, Reamers, Cutters, Hobs and Special Tools 
manufactured by such methods cannot fail to create satisfaction and 
profit to Vendor and User alike. 





TWIST DRILLS - REAMERS- HOBS: MILLING CUTTERS - SPECIAL TOOLS 


NATIONAL TWIST DRILL € TOOL COMPANY 


DETROIT, U.S.A. 
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DISTRIBUTORS: 


This Market Belongs to You! 


You are selling industrial equip- 
ment and supplies to hundreds of 


plants. 


You have the necessary con- 


tacts. 


Why should someone else make 


Ball bearing pump for hy- 
draulic applications. Pres- 


sures up to 750 Ibs. Gear 


sales and profits on Roper Rotary 
Pumps 


when YOU 


and 


YOUR salesmen are contacting 
the prospects every day? 


Roper Pumps are easy to sell— 
easy to install—easy to service. 


Roper engineering, sales and 
advertising assistance is ready for 


YOUR sales force. 


For lubricants and general 
service. 1 to 6 pumps on bed 
plate. Capacities, 40 to 300 
G.P.M. per pump. 


Write now for full particulars 
on the Roper line. 


What Opportunities! 


SELL Roper Pumps FOR— 


Pumping water, bilge water, alcohol, paint, 
syrup, molasses, road oil, tarvia, asphaltum, 
brine, glucose, kerosene, fuel oil, gasoline and 
other petroleum products. 


SELL Roper Pumps TO— 


Factories, public buildings, municipalities, 
bottling works, drug companies, chemical 
plants, woolen, cotton and silk mills, laun- 
dries, dry cleaning plants, sugar refineries, 
food product plants, packing plants, ice and 
ice cream factories, refineries, paint works, 
tanneries, gas plants, filling stations, etc. 





For hand transfer of all li- 
quids, from light oils to trans- 
mission grease. 


These units represent just 
three of hundreds of different 
Roper Pumps that can be sold 
during your daily contacts. 


GEO. D. ROPER CORP. 


460 Blackhawk Ave. 


PUMPS 


Rockford, Illinois 














W. S. Warburton, purchasing agent for the 

Chicago Pulley & Shafting Company, is 

shown with a portion of the large stock 
of V-belts carried by this company. 





Stangel Clinic Huge Success 

Publicized in the Manitowoc news- 
papers and attended by over 1400 
purchasing agents, shop foremen and 
garage men, the sixth annual indus- 
trial and automotive clinic of the J. J. 
Stangel Hardware Company, Man- 
itowoc, Wisconsin, was an outstand- 
ing success. 

When these clinics were started 
six years ago, the idea was to help 
the company’s blacksmith accounts 
by helping them to become successful 
automotive shops as the blacksmith 
trade dwindled. This plan did not 
materialize but the clinics, from year 
to year, have attracted more and 
more industrial accounts in addition 
to the garage trade. 

This year the clinic was made. up 
of 70 booths, most of which were 
attended by a manufacturer’s repre- 
sentative. These booths were set up 
in the company’s own building, half 
of the entire second floor being given 
over. 

Each evening during the three day 
period, visitors were entertained by 
professional and local talent and fed 
a buffet lunch. 

Manufacturers’ representatives in 
attendance reported many actual 
sales and the acquisition of a large 
number of active prospects. 

ia-iaiiliaies 


Worthington Office Moved 

Offices of The George Worthington 
Company, Cleveland, have been 
moved from the first to the second 
floor. 

A. J. Gaehr, president of the com- 
pany, has just returned from Florida, 
leaving the official family only one 
man short, H. E. Hulburd, vice-presi- 
dent, who is in California. 
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There’s plenty of immediate new business in the 
offing for the supply house that carries a stock of 
Toncan Iron Pipe. And there’s plenty of future 
business in sight with the return of industrial ac- 
tivity and the demand for replacements and plant 
expansions. 

Regardless of the other kinds of pipe you 
now carry, you should have Toncan Iron in 
stock. There is no other pipe like it. It resists 
rust and corrosion, and therefore lasts longer 
in industrial service. It is strong, ductile, easy 
to bend and takes clean, sharp threads. Sizes 
2-inch and larger have the added advantage 
of being made by the well known Republic 
Electric Weld Process. 

Toncan Iron is an alloy of refined iron, 
copper and molybdenum with a rust-resis- 
tance excelled by no other ferrous metal, 
except the stainless family. The story of 
Toncan Iron is continually being carried 

to your customers by a consistent adver- 
tising campaign in the leading industrial 
publications. You can profit by this ad- 
vertising only if you are able to fill orders 
from stock. Write today for additional 
information on Toncan Iron Pipe. 


e e e The virtues of 
Toncan Iron Pipe are 
being brought to the 
attention of pipe buy- 
ers in such publications 
as: Iron Age; Engineer- 
ing News-Record; Steel; 
Mill and Factory; Factory 
Management; Coal Age; 
Power; Marine Engineer- 
ing; Plumbers Trade Jour- 
nal; Heating, Piping and 
Air Conditioning; Heating 
and Ventilating Magazine; 
Architectural Publications; 
Domestic Engineering; Re- 
finer; Chemical and Metal- 
lurgical Engineering. 





REPUBLIC STEEL CORPORATIO 
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in metal sawing equipment 
there is no name to 
compare with 


MARVEL 


The Only 


Unbreakable 


HIGH SPEED STEEL 
EDGED BLADE 
















MARVEL 
Heavy-Duty 
Hand Frame 






Think of the 
sales possibilities 
of a patented, un- 
breakable Hack Saw 
Blade with a Genuine 
18% Tungsten High-Speed-Steel cut- 
ting edge. In no other blade can you 
offer the exclusive features and truly 
ideal qualities of MARVEL High- 
Speed-Edge. 


25 Years of Leadership 
in Metal Sawing Machines 


For over a quarter of a century MARVEL 
Saws have led in Hack Saw design, con- 
struction and features. Today there are 
more MARVELs in use than any other 
make. The Marvel line is a full line of 
















MARVEL 
Small Shop Saw 


sturdy, inexpensive, general purpose hack 
saw machines; exceptionally high speed, 
ball bearing production saws; universal 
metal band sawing machines; 
NEW heavy duty hand 


hack saw frame. 







MARVEL 
Automatic Saw- 
ing Machines 










Now 


the MAR- 
VEL Hole 
Saw with 
High Speed 
Edge, 
strength and accu- 
racy that permits drill 
press production use. 


Write for Catalog 


ARMSTRONG -BLUM MFG. CO. 
“The Hack Saw People” 
353 N. Francisco Ave., CHICAGO, U.S. A. 


MARVEL 
Metal Band Saw 





superior tools for every sawing need— 


and the | 


and | 
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| E. F. Flannigan, sales manager of the Zork 

| Hardware Company, El Paso, Texas, is 

pleased with the increased volume which 

| newly added salesmen have brought in and 

| shows it. He has been with the firm for 
22 years. 





Peden History Told 

The Houston Post for Saturday, 
April 21, carried a full-page story 
which traced the history of the Peden 
Iron and Steel Company from a 
small beginning in a_ ramshackle 
building back in the time when Ben 
Harrison was president to its pres- 
ent mammoth size. 

The article describes the various 
steps in the company’s growth and 
gives a business biography of the 
men responsible from Captain David 
Dantzler Peden, Sr., through Oph 
Farmer, present vice-president and 
general sales manager. 

The company, the article states, 


| which did over $11,000,000 worth of 


business in a single year, has fared 
well under its recent reorganization. 





L. E. Knapp of A. V. Wiggins and Com- 

pany, Syracuse, New York, reaches for a 

die spring instead of a sweet. This com- 

pany specializes on die springs, dowel 

springs and bearing metals, its stock being 
one of the largest in its section. 
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Do ‘potential customers 
overlook Your Services? 


OO often they do. And 
that’s why New York Belting 
& Packing Company is con- 

| tinually reminding consum- 
ers of the advantages of 
buying Mechanical Rubber 
Goods from a local New York 
Belting & Packing Com- 


pany Distributor. 


This is done through national 











Your local New York Belting & His adequate stocks, 24-hour His constant close contact 
Packing Co. Distributor willhelp service and prompt deliver- with the manufacturer re- 





you select the right size and ies assure you against costly lieves you of many details. 
proper design of product to do hutd while intai Your N. Y. B. & P. Distribu- 
your job as you want it done. ing minimum inventories. tor reduces your costs. 


‘Damen your responsibility is to select the product or to make the purchase, 
economical service is what you are after. 

And economical service is exactly what you get when you buy such famous prod- 
ucts as Test Special Belting, Cobbs Piston Packing, Indestructible Steam Hose, Air 
Hose or Water Hose from your New York Belting & Packing Co. Distributor. 
Economical service from the product is assured by the reputation New York Belt- 
ing & Packing Co. products have built purely through economy in operation. 
Economical service in the selection, purchase, warehousing, and delivery of your 
product is assured because New York Belting & Packing Co. products are sold 
exclusively through competent distributors. 


New YorK BELTING & PacKING (@. 


1790 BROADWAY, @ NEW YORK, NY. 














publication advertisements like the one Investigate now the possibilities and 


reproduced here—also by a compre- advantages of distributing our complete 


hensive program of Mutual Direct Mail line of belting, hose, packing, mats, 


Advertising localized for each Distributor. matting, friction tape and molded goods. 


New YorK BELTING & PACKING ©. 


1790 BROADWAY o NEW YORK, N. Y. 
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This Message ss Uddsessed lo Lunkenherme 


Distubutors and Shes Salesmen. 





Recognized throughout Industry 














Are you making full use of 
Lunkenheimer sales helps—the 
“Guide” and other descriptive 
booklets? 


EXPORT DEPT 








for Quality 


UALITY—uniformly high 
grade—has been the unva- 
rying manufacturing objective of 
Lunkenheimer since its organiza- 
tion. 


Lunkenheimer Valves, Boiler 
Mountings and Oiling Devices 
are known for their superior de- 
sign, the excellence of the mate- 
rials built into them and the 
skilled workmanship employed 
in their construction. 


Today there are more discrim- 
inating buyers than at any other 
time in the history of industry. 
For they know that only through 
the installation of modern plant 
equipment can their companies 
reduce production costs to the 
point where they can meet com- 
petition successfully. 


This realization has opened 
immeasurably greater markets 
for Lunkenheimer Quality Prod- 
ucts. And Lunkenheimer distrib- 
utors and their salesmen who 
have learned the advantage of 
selling “Standardization on Lun- 
kenheimer” are enjoying the 
fruits of a sound mdnufacturing 
policy. 


Sell “Standardization on Lun- 
kenheimer” and build perma- 
nent customer trade in today’s 
industrial market. 


THE LUNKENHEIMERCS 


—= “QUALITY ’=— 


CINCINNATI, OHIO. U.S. A. 
NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


318-322 HUDSON ST. NEW YORK 


SELL QUALITY - SELL LUNKENHEIMER 











Booth of the Western Iron Stores Com- 

pany at the Industrial Products Exhibition 

of the Milwaukee Association of Purchas- 
ing Agents held on April 3 and 4. 





Odell Mill Supply Manager Dies 

Robert W. Wallace, known to his 
many friends as “Bob,” died on April 
11 at McGill Sanitorium, Greensboro, 
North Carolina. 

Mr. Wallace had served continu- 
ously, since 1920, as manager and 


| secretary of the Odell Mill Supply 


Company, Greensboro, and was quite 
prominent in other activities in that 
section. He had been in ill health 
for a year but was confined to bed 
for only three weeks. 


a 
Cain Addresses Syracuse Purchasing 
Group 


W. E. Cain, executive secretary, 


| Joint Merchandising Committee, pre- 
| sented the stereoptican slide data 


demonstrating the advantages of buy- 
ing from distributors to the Syracuse, 


| New York chapter of the National 
| Associations of Purchasing Agents 
| at the Syracuse Hotel on March 27. 


The meeting was arranged by The 
Syracuse Supply Company, a sub- 


| scriber to the Joint Merchandising 


Committee. 


simatic 
New Salesman Added by Tulsa House 

Ed C. Powell has been added to 
the sales force of the Machine Tool 
and Supply Company, Tulsa, Okla- 
homa, according to the announce- 


| ment made by J. E. Manchester, 


vice-president. 

Mr. Powell has had extensive ex- 
perience in selling mill supplies in 
other localities and is well acquainted 
with the purchasing personnel of the 
Tulsa territory through experience 
gained through introducing a line of 
valves and injectors. 
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“MEDART 


EVERYTHING IN 
POWER TRANSMISSION 
& SPECIAL EQUIPMENT 





GREATER PROFIT 
from A COMPLETE LINE.... 





Medart V-Rope Drives are licensed under 
Patent 1,662,511 


More and more Industrial Distributors are making 
more substantial profits with the Medart Line— 
“Everything in Power Transmission and Special 
Equipment.” 


Because the line is so complete, Medart gives 
Distributors a wider spread in which to make 


profitable sales . . . Because every Medart item 
is built for severe service, Medart customers are 
satisfied users ... And, satisfied users mean repeat 


business at lower sales expense. 


Write for details of the Medart Industrial Distribu- 
tor Plan. 


Also for full information on Medart V-Rope Drives 
(Licensed under Patent 1,662,511), Medart Timken- 
Equipped Units, Medart Cut Gears and “Everything 
in Power Transmission and Special Equipment,” 
including Cold Drawn, Turned and Polished Steel 
Shafting ... IMMEDIATE SERVICE. 


THE MEDART COMPANY 


General Offices and Works: 
3512 DeKalb St., St. Louis, Mo. 
Engineering Sales Offices: Cincinnati, Cleveland, New York, Phila- 


delphia, Buffalo, Pittsburgh, New Orleans, San Francisco, Denver, 
Charlotte, Birmingham, Milwaukee. 
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During the past eleven years, three successive Donnelley-built general cata- 
logs have invited users of industrial supplies in the Memphis-Vicksburg area 
to order their needs from J. E. Dilworth Company. 


Why Not Make It Easier 
for Buyers to Order What They 
Need from YOU? 


® Growing distributors like J. E. Dilworth Company who hold their 
goods up to the light by repeatedly issuing Donnelley-compiled catalogs 
have proved from their own experience that the catalogs have helped 
them powerfully: 

(a) To bring in more phone and mail orders 

(b) To attract new customers 

(c) To get more of the profitable orders 


(d) To hold selling expenses down 


® The Donnelley organization offers you the valuable help derived from 
thirty years of specialized experience gained through the building of 
And the Don- 


nelley Unit Selection Plan is the economical way to issue catalogs 


more than fifteen hundred editions of supply catalogs. 
which exactly reflect your particular business, 


May we furnish further information? 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET - CHICAGO 


























| Our photographer is afraid to tell more of 

this group than that it consists of William 

F. Cisko, Walter Padien and Gardner Steb- 

bins, all salesmen for Manning, Maxwell 

and Moore. His report states that he is 

afraid that bodily harm will be done him 
if he “tells all.” 





Terre Haute Heavy Hardware Official 
Dead 

W. L. Niekamp, general manager 
and manager of the mill supply de- 
partment for the Terre Haute Heavy 
Hardware Company, Terre Haute, 
Indiana, died on February 6, after an 
illness of two weeks. 

His successor has not as yet been 
named. 
| 
Mitchell Powers Adds Salesman 
John Pitts of Johnson City, Ten- 
| nessee, will take the place of H. H. 
| Eaton on the sales staff of the Mitchell 
Powers Hardware Company, Bristol, 
Virginia. 

Mr. Eaton was killed in an auto- 
mobile accident last month. 





—— <> 


| New Salesman for Van Denberg 
| Supply 
The Van Denberg Supply Com- 
pany, Rockford, Lllinois, has added 
| a new salesman to handle a new de- 
partment specializing in the sale of 
oil station equipment, such as gasoline 
pumps, air compressors and tanks. 


——.———— 


Boston Distributor Adds Three 
Salesmen 

G. R. Armstrong Manufacturers’ 
Supplies, Incorporated, Boston, Mas- 
sachusetts, has supplemented its sales 
force by the employment of three new 
general salesmen. 

Sales for the first quarter were 
_ about 100% better than those for the 
| first three months of 1933. 
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In Kable Kord, Gilmer offers mill supply houses a flat belt 
that is totally different from all other flat belts — in appear- 
ance, design, construction and performance! Combining the 
pull of a power belt with the grip of a contactor belt, Kable 
Kord can’t slip —has minimum stretch — and requires no 
belt dressing of any kind. On flat pulleys for group drives, 
short centers and pivoted motor bases, Kable Kord transmits 
more pull per square inch than any other flat belt made. 


Naturally, the sales for such a belt can go in but one direc- 
tion—FORWARD! We warn you—before you take on Kable 
Kord Flat Belting, get plenty of black ink for your ledgers. 
Its present sales are a mere drop in the bucket compared to 
what future sales will be. 


Get to know Kable Kord. At the Convention (Hotel Nether- 
land Plaza, May 21, 22, 23) talk to the Gilmer representative 
—he will gladly give you many interesting Kable Kord 
facts. In the meantime—TODAY—write for complete details 
regarding the Kable Kord franchise for mill supply houses. 














An ordinary piece of paper explains the two- 
belts-in-one principle of Kable Kord Belting 


Take an ordinary piece of paper (ap- 
proximately 7 x 10" in size) and lay 
it upon a smooth surface (desk or 
table top). 

Grasp one corner and draw it toward 
you slowly. 

Then, when it is sliding, press your 
finger upon the paper. What happens? 
The paper stops, of course. It holds 
close to the surface. A few seconds 
before, it was sliding. 





Just as your finger stopped the piece 
of paper—and prevented it from 
sliding — so does the “contactor” ele- 
ment of a Kable Kord hold the pull- 
ing cords close to the pulley — snugly 
— securely — and prevents wasteful 
slipping. 


It is this unique principle that places 
Kable Kord head and shoulders above 
all other makes of flat belts. 
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QUALITY 


So ee ee 
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Kable Kord is furnished both endless and 
in rolls. Kable Kord Endless comes in 
standard and special sizes. 





KABLE KORD ADVANTAGES: 


. Made endless and in rolls 
. Increases production 

. Reduces slipping 

. Minimum stretch 

. Flexibility 

. Inherent ruggedness 

. More pull per square inch 
. Longer wear 

. Requires no belt dressing 


OANA NAARWHN — 


L. H. GILMER CO. 
TACONY, PHILADELPHIA 


MANUFACTURERS OF V-BELTS 
GILMER SPEEDAGE BELTS 
ENDLESS FABRIC BELTS 
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Put Your Efforts Behind 
RECOGNIZED QUALITY 


DESMOND 


GRINDING WHEEL 
DRESSERS AND CUTTERS 

















Nos. 0, | and 2. Desmond-Huntington Dressers with 


long wearing bearings and cutters. No. 0 Desmond Cutters 


We manufacture the only complete line of wheel truing tools. 
For more than 25 years distributors have sold them—and their cus- 
tomers have bought them—on the basis of quality and service. 
Desmond Dressers and Cutters are guaranteed to give your cus- 
tomers complete satisfaction. Their universal reputation will be a 
very definite factor in producing profitable business for you. 


SIMPLEX 


STEEL SLIDE 
VISES 


‘ee Oe 


Stationary Base Swivel Case 





The solid steel slide, which is an exclusive feature, makes Simplex 
Vises stronger and more serviceable. With Simplex you can offer 
your customers better vises at no extra cost. And you can sell 
them successfully because of their self-evident superiority. 


Most industrial plants and shops in your 
territory need dressers, cutters and vises 
now. Write for our catalog and prices 
and go after this promising business. 


4 


The DESMOND-STEPHAN MFG. CO. 
URBANA, OHIO 
We Sell Through Distributors 
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¥Y HARDWARE MILL & SHOP SUPPLIES 


One of the most difficult lines to write or 
talk about is that which includes bolts, nuts 


and screws. The same difficulty attaches 
itself to displaying the line, which is gen- 
erally thought to be totally devoid of hu- 
man interest. Yet Sam Shimmers, floor 
salesman, who does all of the interesting 
windows for J. E. Haseltine & Company, 
Portland, Oregon, has worked out an in- 
tensely interesting display of these lowly 
The above photograph hardly does 
justice to the display but, take it from Sam, 
it stops em and holds ’em. 











Briggs-Weaver Doing Spring House 
Cleaning 

Jack Dale, president, Briggs- 
Weaver Machinery Company, Dallas, 
Texas, reports that his company is 
renovating its front sales floor space 
and adding a new line of hand tools, 
Delta woodworking machinery and 
oil mill supplies. 


Increased Sales Due to Specialization 

H. A. Dayer, treasurer, Abrasive 
Machine and Supply Company, New- 
ark, New Jersey, writes, “Our sales 
are steadily increasing. We believe 
this is due to the fact that our sales- 
men are specializing on certain picked 
lines on which we have the distribu- 
tion in our territory.” 








Bill Pedersen, president, Pedersen Brothers 
Tool & Supply Company, Chicago, be- 
lieves in window display advertising for his 
place of business, past which 150,000 per- 
sons pass daily. Steel screens are lowered 
at night, protecting the displays against 
w.indow-breaking looters. 
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“Crack Down’on 


ATKINS sre. SAWS | 


actually stop waste—and stop it quickly. 


That’s the story to tell your hacksaw 
prospects. 


The one sure way to meet the cost prob- 
lem and to pep up profits is to IMPROVE 
THEIR EQUIPMENT. 


Metal cutting waste can be stopped with 
ATKINS SILVER STEEL “Blue End” 
Hacksaw’ Blades, the original high 
grade hacksaw. They will cut more 
metal than any others and cut it 
faster, thereby reducing costs and 
enabling users to meet today’s keen 
competition. 


For’ ordinary work, ATKINS 
“AAA” Tungsten Alloy Blades 
are supreme. 


E. Cc. ATKINS Axo COMPANY, 
INDIANAPOLIS, IND. 








Study this list 


and learn how many SILVER 
STEEL mill supplies can be ob- 
tained from one reliable manu- 
facturer and furthermore the 
sale of each is made with a 
business-like profit to the dis- 
tributor. 


1. Hacksaw Blades; hand 


and power 


2. Kwik-Kut Hacksaw Ma- 
chines 


3. Hacksaw Frames—solid, 
extension, rail 


4. Metal Bandsaw Blades 
5. Metal Bandsaw Machines 


6. Circular Metal Saws; 
high speed, carbon steel 


7. Solid and Inserted Tooth 
Circular Saws 


8. Band Saws; wide and 


narrow 


9. Cross Cut Saws; one and 
two-man 


10. Cross Cut Saw Handles 
11. Hand Saws 

12. Saw Tools 

13. A-Z Saw Sets 

14. Grinding Wheels; Acro- 


lite and Ferrolite 
15. Machine Knives; all kinds 
16. Files; all kinds 
17. Car Movers 
18. Load Binders 
19. Cantol Belt Wax 
20. Belt and Strap Punches 
21. Belt Scrapers 


¢*¢ ¢ 


Feature ATKINS 
“The Finest On Earth” 
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For Greater Sales to a Growing Market! 
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FAMOUS ATLAS 


still the 


MOST POWERFUL 
CAR MOVER 


as it has been 








for more than 


A QUARTER CENTURY 


Have you a copy of our new 
catalog? If not, just ask us 
for one. 





APPLETON - ATLAS 
CAR MOVER CORPORATION 


(FORMERLY APPLETON CAR MOVER CO.) 


P. O. Box 47 
APPLETON, WIS. 
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R. J. Skrobanek, supply department man- 
ager of the Mine and Smelter Supply Com- 
pany, El Paso, Texas, teaches engineering 
to night school students as a hobby. In 
years to come, he may find that his 
“hobby” will bring considerable business 


to his firm. 





Distributors Order J. M. C. Mailing 


Pieces 

The Joint Merchandfsing Commit- 
tee reports orders for 33,000 of each 
of a set of ten direct-mail pieces de- 
signed for use by distribuiors to aid 
them in convincing buyers of the 
economy in buying as needed from 
a local source. 

The folders, each four pages in 
length and in two oolors, are to be 
issued every two weeks until the se- 
ries of ten has been mailed. Each 
distributor subscribing to the cam- 
paign has his own name imprinted 
on those going to his customers. The 
first two of the series have been 
shipped, while the third and fourth 
are now ready. 

The campaign was designed to put 
effective mailing pieces into distrib- 
utors’ hands at a low cost made pos- 
sible by a large print order. 

sesuiealiiaitaiies 

Malcomb Kerbaugh Selling for 

Standard-Shannon 

Malcomb Kerbaugh has been added 
to the sales force of the Standard- 
Shannon Supply Company, Phila- 
delphia distributor, according to ad- 
vice recently received from that com- 
pany. 

a 


| Stacy Supply Distributing New Lines 


The Stacy Supply Company, 
Springfield, Massachusetts, has just 
been appointed distributor in Hamp- 


| den and Hampshire counties, Massa- 
chusetts, for the line of the Wickwire- 
Spencer Corporation. 

This company is also distributing 
» the Cleveland File Company’s line. 
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Since POWELL VALVES were first introduced to the engineering - 
public in 1846, The Wm. Powell Company has pioneered many notable. __ 
advancements in valve design, workmanship, and materials. Today Powell 
Products include a complete line of bronze, iron, steel, and special corro- © 
sion resistant valves and fittings. 


THE WM. POWELL CO., 2525 Spring Grove Ave., Cincinnati, Ohio : 


ia 
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HOT JOINT 
GRAPHITE 
COMPOUND 



































PROFIT 


MAKERS 


FOR YOU 


TYTE-UNYTE 
PIPE JOINT CEMENT IN PASTE FORM 


An item that you can sell on 
practically every call and make 
a good profit. Tyte-Unyte is 
clean, economical and conveni- 
ent. You can tell your custom- 
ers there is no waste as it will 
not dry up or get hard in the 
can no matter how long it 
stands. It spreads easily and 
quickly and is absolutely free | 
from grit. Suggest Tyte-Unyte | 
on your next call. } 


VERTEX 7 
HOT JOINT GRAPHITE COMPOUND 


It is a supreme compound 
for use in cementing flanges, 
gaskets, oll lines, chemical 
lines and wherever heat is 
a factor, It is a non-cor- 
rosive filler, free from oil 
or grease, and contains a 
large percent of pure graph- 
ite. It is the perfect seal 
for any kind of rigid joint 
whether hot or cold, except 
on water lines, where Tyte- 
Unyte should be used. 















































Write us for samples, prices 
and discounts. 
































- C. WHITLAM 
MANUFACTURING 


COMPANY - 
WADSWORTH, - - - 
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sending it to supply manufacturers. 





Joint Merchandising Committee De- 
veloping Model Sales Policy 
Prompted by numerous requests 
from manufacturers of industrial 
supplies and equipment, the Joint 
Merchandising Committee has drawn 
up a model sales policy for manufac- 





|turers who sell their products through | 
| distributors. 


| 
The policy, in its original form, | 


| was sent to a wide list of distribu- 


tors for comment and was then re- 
vised in accordance with their think- 
ing. It is now planned to send it to 
distributors for endorsement with the 
idea of making it authoritative before 


i 


Flack-Pennell Opening Electrical 
Department 
Flack-Pennell Company, Incorpo- | 
rated, Saginaw, Michigan, is reported | 
by its president, Edward B. Flack, as 
having opened an electrical depart- 
ment. He adds a curt statement, 
“Business best since 1929!” 
a 


Pulver Adds Line and Man 
The Pulver Machinists Tool Com- 
pany, Chicago, has been appointed 
exclusive Chicago distributor for Ka- 
loot handles and mallets. 
W. J. Schram has been added to the 
cost and pricing department of this 


firm. 
—— 


Bingham Employs Sales Engineer 

R. M. Rose, a sales engineer, has 
been added to the force of The Bing- 
ham Tool and Supply Company, Cin- 
cinnati, Ohio, to service the line of | 
The Gates Rubber Company. 

R. M. Bingham, president, is dis- 
trict representative on the Gates line. | 








E. C. Teuscher, president, and Bart Frei- 
hant, secretary and treasurer, The Teuscher 
Pulley & Belting Company, St. Louis | 
distributor. This firm has specialized in 
power transmission equipment for 35 years. 
Mr. Teuscher has also developed a belt- 








cutting machine of high efficiency. 


S AVC the time 


spent in needless 


Resetting 





BRISTO Screws can 
be set up tighter 
. . to STAY set! 


Y ou can easily show many of your cus- 

tomers that they can make a worthwhile 
saving of operators time by replacing ordi- 
nary screws, which won’t hold under vibra- 
tion, with BRISTO Screws. BRISTOS cost no 
more . .. yet they can be set tighter than 
any others. BRISTOS can be set up easier 
and faster, too, which makes them ideal 
where screws must be loosened and reset 
frequently, as well as where vibration is 
severe. 


The drawings below show why BRISTO 
Cap Screws and Set Screws can be set so 
tight that they can’t shake loose. The 
unique BRISTO Socket directs the force 
applied by the BRISTO Wrench around in 
the direction which the screw turns. So 
there is no danger of rounding-out or split- 
ting the socket when great power is used. 


BRISTO Screws also discourage tamper- 
ing by unauthorized persons who are not 
likely to know that the unique BRISTO 
Screw can be turned with a screwdriver or 
flat bar when a BRISTO Wrench isn’t avail- 
able. In addition, BRISTOS are neater and 
can be obtained in very small sizes .. . 
several under 1/4 inch. 


Get your customers to try BRISTOS on 
just one machine and see how much better 
they are. We'll supply free samples. 


WHY THEY’*’RE BETTER 
Compare direct turning pressure of BRISTOS, 
with 


left, sidewall pressure of other designs. 


© 


THE BRISTOL COMPANY 
WATERBURY, CONNECTICUT 


Branch Offices: Akron, Birmingham, Boston, 
Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, St. Louis, San Francisco 





BRISTO 


Hollow Safety” Socket Head 
SET SCREWS CAP SCREWS 





a 


1934 


MILL SUPPLIES 


THE SPIRIT OF 
ACHIEVEMENT 


Thermoid products 
are engineered with the 
same spirit of achieve- 
ment that has girdled 
the globe with air lines. 


Each forward step in the conquest of 
the air has called for new developments, 
new metals, new methods. Each for- 
ward step in industry brings a need for 
new sn, tat new and better ways of 
doing things. 


The development of Thermoid prod- 
ucts keeps pace with the advances of 
industry. Belting, hose, packing, the 

rformance of every one of these 
Thermoid products can be counted 
on. They are built specifically for 
the job. They are supported by an 
engineering knowledge of industry. 
They are of proven quality, backed by 
an extensive testing both in the labora- 
tory and in the field under actual work- 
ing conditions. 


Thermoid leaves nothing to chance. 
The Thermoid label is your guarantee 
of dependable and enduring service. 
You will find that it will pay you to 
buy by that quality mark! 


And remember these two facts: 
The Thermoid line carries a worth 
while margin of profit and is backed 
by a liberal jobber policy. 


THERMOID RUBBER CO. 
Factories and Main Offices 
TRENTON, NEW JERSEY 
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BELTING 
HOSE AND PACKINGS 
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Get a" TOE-HOLD” zz 
Those Difficult Plants 
by means of the 


This unusual new grinder is fast, efficient 
and low in cost. It is small and compact 
—easy to carry and demonstrate. 





Demonstrations lead to sales—not only of the 
Hand-ee Hi-Power itself, but of the modern 
“Chicago” line of “Grinding Wheels on 
Shanks” which includes regular and special wheels for every job. Today every shop is 
interested in lower grinding costs. You can approach those hard-to-get-in plants in | 
your territory by demonstrations of these remarkable grinders. Such demonstrations 
open new opportunities for sales of many other lines. | Our candid camera catches Frank Arnham 
Write for new catalog sheets with detailed information. | in the act of selling a counter customer of 

The Hand-ee Hi-Power weighs only 3 pounds, has the Sterling Products Company, Chicago. 
Universal Motor A.C. or D.C. 110 V. Speed of 17,000 He has been covering a local territory for 





| 
| 
| 
| 
| 
| 
| 








R.P.M. without load. It provides a really efficient | this company for four years. 
grinder, buffer or polisher right at the bench or job. Built | 
to stand continuous production work. Effects remark: | Change Made in Stambaugh- 


able savings. | Thompson Sales Force 


Has a multitude of applications. 


Model B Hi-Power Sells for only $35.00 F.O.B. Chicago | | Herbert Johnson has replaced Allen 
—Complete with three wheels (shapes as specified) in a . —_ ee ¢ = 
special container with wrenches and dressing stone. ( orey on the sales force of The Stam- 


CHICAGO WHEEL & MFG. CO. | oo ee oe Company, Youngs- 


GRINDING WHEEL ENGINEERS SINCE 1895 town, Ohio, according to word re- 


112 S. Aberdeen St. CHICAGO, ILL. ceived from P. J. Thompson, presi- 
dent of the company. 





fe 
Housh Adds Thor Line 
Housh Industrial Supplies, Incor- 
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Greater Efficiency porated, Evansville» Indiana, is dis- 
— | tributing the Thor line of portable 
ae % Increased Capacity of | electric tools, manufactured by the In- 


ad CURTIS model C| | dependent Pneumatic Tool Company, 


ue 4 Chicago. 


. COMPRESSOR — aie 


Carbon-Free Valves—Cooled Air Intake a sony mayomte asguehenaed 
Thain Mestun~Comeatinn Olies | M. L. Foss, president and general 

| manager of the company bearing his 

ADDITIONAL capacity with no increase | name in Denver, Colorado, reports a 
in size is a feature of the new Curtis Model C | very decided gain in business, with 
Compressor. Greater efficiency 


activity including both mining and in- 
is obtained with new type head 


dustrial lines. 


equipped with large area short | " 

intake passages; over-size ports; | ea 

straight line air flow; and cooled | Fort Wayne Distributor Adds 
air intake. | Keystone Line 


The air enters the cylinder at The products of the Keystone Lu- 
a low temperature. Both peak | bricating Company have been added 
pressure and temperature of | to the lines being distributed by the 
compression are decreased. Ex- | Fort Wayne Pipe and Supply Com- 
cessive head cooling is avoided, pany, Fort Wayne, Indiana. 
evaporation of oil from piston : : 


| — 
| 
| 


and cylinder walls and precipi- 
An Illustrated folder gives full details. Write Curtis tation of carbon is reduced. New Norton Distributor 
Pneumatic Machinery Co., 1928 Kienlen Avenue, St. . Oili id > 2 0 
Louis, Mo. 5518V Hudson Terminal, New York City. Centro-Ring Oiling provides Raymond Coby, formerly with the 


positive lubrication; while Tim- | Hayden Supply Company, is in charge 


LR ken _ Bearings “ike — | of sales of Norton grinding wheels 
y a — re an@ make | and abrasives for the Manufacturers’ 
oer ne re Supply Company, Grand Rapids, 


Compressors, Air Hoists, Because of the increased ca’ | Michigan. The latter company has 


pacity, the cost of air is rela’ | . ; sated a distril “el 
I Beam Cranes and Trolleys tively lower. yan ER Mees & See 5) 
the Norton Company. 
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IVE BEEN WANTING TO SEE 


Said the Purchasing Agent 
to the PERMITE Gistetbutor 


“ve been reading about Permite Ready-Mixed Alumi- 
num Paint in trade magazines. They say that when you 
open a can of Permiie, you find no hard mass in the 
bottom, no loss of color—that the synthetic vehicle of 


Permite prevents all this.” 


“I understand that Permite Aluminum Paint wears longer 
because oxidation is retarded by the fineness of the pow- 
der pigment and the special vehicle of Permite. That the 
superior hiding power of Permite has been proven on 
many surfaces where it was selected to prevent the under- 
coat from ‘bleeding through.’ I read that the Permite 
special vehicle assures maximum leafing of the powder 


Pigment; that Permite brilliance is guaranteed to last 
indefinitely.” 


“Heat Resisting Permite Aluminum Paint, I am told, 
ean be used with safety on surfaces that have a tem- 
perature up to 1000° Fahrenheit. There is no denying 
the advantages a successful ready-mixed aluminum paint 
offers . . . time of mixing on the job saved; waste of 
materials saved; uniformity of color and results assured. 
And, with the record Permite is establishing for greater 
Coverage and longer life, I can easily figure how it will 


Save Us money.” 





A reception like that means just one thin; 
The buyer is thinking in terms of tru 
value, instead of price. It means the har« 
est part of the selling job is already done 
that the door is open to you to make 
profitable sale, and a satisfied customer. 


Permite is opening that door for you 
with a perfected ready-mixed aluminm 
paint that is full of extra values . . . that 
advertised in leading industrial magazine 


Your customers want true economy. Giv 
it to them in Permite .. . and build a profi 
able paint business. 


For more paint sales in 1934, 
write or wire today for full de- 
tails on Permite Aluminum Paint. 





ap 


ALUMINUM INDUSTRIES, INC 


- CINCINNATI, OHIO 
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Ae : Greater Volume... | 
, ...Greater Profits 


All indications point to continued increase in industrial activity. 





The increasing demand for V-Belt replacements for hundreds of | 
thousands of V-Belt Drives in service for several years, offers a 


splendid opportunity for greater profits through greater volume. 


Many mill supply houses carrying stocks of Texrope V-Belts will 
benefit, not only through the rapid service which they can offer, 


but through repeat business when industry is again in full swing. 


l 





=— Are you prepared to meet this demand? If not, the time is ripe 
T 4 for you to avail yourself of these unusual sales opportunities. 
aay A limited stock of Texrope V-Belts represents a small investment 
é which will reward you with a rapid turnover. Texrope V-Belts 
xe have won universal acceptance and they fill this demand, 
) 


admirably. Their reputation eliminates half your selling job. 


It will pay you to investigate. Write us today for full particulars. 


ee i ALLIS-CHALMERS MANUFACTURING COMPANY 
TEXROPE DIVISION - . Milwaukee, Wis. 
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INSIST ON 4 “ GENUINE 


= F Spee \ coe ns 
=! /4 Vv. FEXROPE =) DRIVES 
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ORIGINATED AND PATENTED === <a oe BY ALLIS-CHALMERS MFG, CO. 
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Lewis Supply Adds Imperial Brass 
Line 

The line of refrigerating products 
manufactured by the Imperial Brass 
Manufacturing Company, Chicago, is 
now being distributed exclusively in 
the Memphis territory by the Lewis 
Supply Company. 

Howell E. Adams is in charge of 
the sale of this line. Other specialty 
items coming under his Supervision 
are Ehret magnesia, A. P. Green ma- 
terial and Tnemec paint. 

pct nie 
Penn General Adds Janitors’ Supplies 
Doubles Space 

A complete line of janitors’ supplies 
is now being sold by the Penn General 
Supply Company, Pittsburgh. The 
new department is in charge of John 
-hrhardt. 

The building next door to the pres- 
ent establishment has been leased, re- 
sulting in a total floor space double 


that now occupied. 
a 


New Lines for Allentown Distributor 

William H. Taylor and Company, 
Incorporated, has become the Allen- 
town, Pennsylvania, distributor for 
Kassick casters, Alemite lubricating 
devices and Hanley Electric Company 
during the last vear. 

G. F. R. Bahnson, vice-president 
and sales manager, reports first quar- 
ter sales more than double those for 
a like period in 1933. 

pimeibaiintiinadios 
Three Lines for Johnson, Mandeville 

Johnson, Mandeville Company. 
Newark, New Jersey, is distributing 
Johns-Manville packings, Keystone 
greases and Pyrene extinguishers. 

gf. Aseria 
Joplin Distributor Adds Lines 
Timken bits and 


detachable rock 


Ohio v-belt pulleys have been added 
to the line of industrial supplies being 
distributed by the McNeal Machinery 
Company, Joplin, Missouri. 





Belt manufacturing plant, W. C. Hendrie 

and Company, Los Angeles. This picture 

is strictly “unposed,” the factory having 

been run the night before and the picture 
taken the following noon. 
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Fig. 230 
“UNBRAKO” 
Socket Head 

Cap Screw 


Fig. 711 
“UNBRAKO” ig 

Socket Head “UNBRAKO” 
Stripper Bolts Hollow Pipe Plugs 


281,500 lbs. per sq. inch—is the tensile strength that has been 
recorded for “Unbrako” Screws—almost unbelievable, but there 
it is. Free samples for doubting Thomases. 


GET “UNBRAKO” BULLETIN 


“HALLOWELL”’ 


Fig. 732 
“UNBRAKO” 
Hollow Set Screw 


Fig. 723 


Pat'd and Pat's Pend’g . 





Fig. 732—“Hallowell’” Steel _ 
Work-Bench 


Pat. Applied For 
Fig. 1249 


Pat. Applied For 


“HALLOWELL” with shelf below for additional convenience. Fig. 1267 
Steel Stool, Wood Strong, rigid, with one-piece, smooth steel “HALLOWELL” 
Seat, Adjustable top, easy to keep clean. Shipped from stock, Steel Revolving Stool, 


Hinged Back knocked down. Drawer not included. Wood Seat, Foot Rest 
Get “Hallowell” Steel Shop-Equipment, Steel Stool and Chair Bulletins 


Fig. 300—“‘Pioneer’”’ Steel Shaft Hanger 
The “Pioneer”, the original Shaft Hanger of Steel; revolutionized 
Shaft Hangers; only steel Hangers with integral feet. Millions 
in use the world over. 


GET OUR TRANSMISSION BULLETIN 


STANDARD PRESSED STEEL CO. 











BRANCHES BRANCHES 
BOSTON JENKINTOWN, PENNA. NEW YORK 
potas SAN FRANCISCO 

BOX 519 ST.LOUIS 
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SIMONDS FILES 


have always been unexcelled in quality, but manufacturing 
improvements inaugurated within the past few months 
practically guarantee that these Files are now of outstand- 
ing superior quality. 


Such Files demand an identifying trade- 
mark that is unusual so that sellers and 
buyers alike may instantly recognize this 
grade of file. 


We have therefore registered in the 
United States Patent Office and are now 
trademarking Simonds Files with a brilliant 


RED 
TANG 


This marking in no way affects prices or 
discounts, nor does the Red add to the 
quality of the file. First we attained qual- 
ity, then we RED TANG marked it for 
easy recognition. Distributors should clear 
their stocks of Files without the RED 
TANG mark so that they can take full 
advantage of the extra sales benefit of 
the new mark which enables users to 
recognize File Quality at a glance. 


Dealers desiring information about open 
sales territories should write at once. 


SIMONDS 


SAW AND STEEL CO. 


ESTABLISHED 1832 
FITCHBURG, MASS. 
CHICAGO, ILL. 

















Quigley Line for Western Iron 
Stores 

Charles E. Curtis, president of the 
Western Iron Stores Company, Mil- 
waukee, Wisconsin, reports that his 
company has just been appointed a 
distributor by the Quigley Company, 
manufacturer of refractories and de- 
tergents. 

‘iinet 
Campbell Hardware Distributes 
Rawlplug Line 

W. Campbell, vice-president and 
sales manager of the Campbell Hard- 
ware Company, Seattle, Washington, 
reports that his company is now dis- 
tributing the Rawlplug line. 


——— > 


Brooklyn Distributor Adds Line 
Kasper and Koetzle Hardware 
Company, Incorporated, Brooklyn, 
New York, has been appointed a dis- 
tributor for S. K. F. bearings and 
power transmission equipment. 














CODE 


The new “Code Eagle” which is now au- 

thorized for use by all establishments 

operating under an approved code of fair 
competition. 








An Open Forum on Price Filing 
(Continued from page 30) 











| and will avoid price commitments. 
3ut even if, in the early stages of 
open-price codes, price agreements 
are made, the instinct for greater 
business volume, desire for your com- 
petitor’s account, and the sense of 
self-protection against competition, 
will still remain. 

“If this question of open price is 
| viewed honestly and fairly, it will be 
| admitted that the objection is not to 
| price-fixing or to an unfair price 
| level; it is that the (Turn to page 82) 























New and Improved Products 











Load Lifting Element 





ATENTED multiple part construc- 

tion gives these new braided slings 
the flexibility of chain, the strength and 
long life of wire rope. They are light 
in weight, easy to handle and have a high 
safety factor—all features which speed 
up material handling. These braided 
slings are available in two types: “Atlas” 
slings which are made of two endless 
elements of wire rope, spirally inter- 
woven the full length. They are non- 
kinking and will not spin. Their extreme 
flexibility permits them to take the con- 
tour of the load with full grippage be- 
fore the lifting power is applied; “Drew” 
slings with a flat belt-like surface, also 
made of an endless element, especially 
adapted to monumental, stone, tube mill 
and boiler shop work, and any loads 
requiring a wide, flat surface—Macwhyte 
Company, Kenosha, Wisconsin. Mir 
Suppiiges, May, 1924. 


Aircraft Welding Torch 


titty} 
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ESIGNED to meet the requirements 
of the airplane welding industry, this 
new torch is constructed with swedged 
copper tips and  non-flash, chamber 
Swedged tips enable the operator to ap- 
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ply the torch in difficult positions where 
space is limited, a common occurence in 
work on fuselages. Oxygen and acetylene 
are carried into the mixing chamber, 
which is located in front of the handle, 
at equal pressures and are thoroughly 
mixed before reaching the welding tip. 
By employing equal pressures, a neutral 
flame is assured and proper adjustment 
is made simple, since oxygen and acety- 
lene are set at exactly the same 
pressure as the number of tip being used. 
—The Torchweld Equipment Company, 
Chicago, Illinois. Mit. Suppries, May, 
1934. 


Fire Extinguisher 





AXE -W type of fire extinguisher is 
said to overcome the disadvantages 
of the older hand models. The pump is 
on the outside of the cylindrical con- 
tainer where it cannot gum up, jam or 
corrode. The pump never comes in con- 
tact with the liquid, its purpose being 
to compress air which forces the liquid 
out under high pressure. The liquid 
furnished with the extinguisher will not 
leak or evaporate since it is hermetically 
sealed when not in use. It is a non- 
conductor of electricity and will with- 
stand a temperature of 52 degrees below 
freezing. Pump and nozzle fold down 
alongside the extinguisher when not in 
use. In action, the pump is raised 
quickly, thus instantaneously opening 
the positive-sealing valves. Valves close 


automatically when pump is lowered.— 
Wil-X Manufac turing Corporation, Brook- 
May. 


lyn, New York. Mir. 


1934. 
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Air Operating Valve 





HE construction of this new air op- 
erating valve is simply a stainless 
steel or brass cylindrical body longitu- 
dinally drilled from each end so as to 


leave a solid section between the ends of 
the drill holes. At the base of each 
hole and opening into it eight ports are 
drilled radially around the body. Sur- 
rounding this body is fitted a sleeve hold- 
ing at each end a circular “U” leather 
packing. This sleeve slides freely on the 
valve body. In the open position the 
two “U” leathers surround the two rows 
of ports, one above and one below, al- 
lowing the air, after entering the body 
at the upper end, to pass out of the 
upper row of ports, under the sleeve and 
down through the lower row into the 
valve body again. The line comprises 
standard three and four way actions as 
well as various neutral position and auto- 
matic return valves.—C. B. Hunt and Son, 
Salem, Ohio. Mitt Suppwies, May, 1034. 


Dial Test Indicator 


GBI 


. 
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XCEPTIONAL rigidity, which in- 

sures great accuracy in the dial read- 
ing, has been obtained in this new dial 
test indicator by using an upright and 
dial holding rod of a much larger diam- 
eter than ordinary. Convenience has not 
been sacrificed, however, and these mem- 
bers are made tubular for lightness and 
handiness in use. The clamps for making 
adjustments have also been improved and 
are of the lever type. They are easy to 
use and secure settings can be made more 
easily. The base of both indicators is of 
proportions ample for rigidity, with 
handiness considered, being 10-inches in 
length and three-inches in width, The 
number 731 is furnished with a dial grad- 
uated to .001l-inch with a spindle move- 
ment of .300-inch, The number 731-A 
is recommended for work where a higher 
degree of accuracy is required; it is fur- 
nished with a dial graduated to .0001-inch 
—Brownand Sharpe Manufacturing Com- 
pany, Providence, Rhode Island. MIL 
Suppites, May, 1934. 
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New and Improved Products 














Portable Electric Drill 





HE manufacturer of a new line of 

electric drills claims for it many 
unusual mechanical advantages. The speci- 
ally designed universal motor has stati- 
cally and dynamically balanced armatures 
to eliminate vibration. Field and arma- 
ture windings are baked in Bakelite. 
Brushes are self-adjusting oversize cart- 
ridge type and are easily accessible. 
Switches are entirely Bakelite and employ 
a new patented arc-snuffing action. Bodies 
are of die-cast aluminum alloy for in- 
creased strength and minimum weight. 
Spur gears have specially designed tooth 
Shafts are of heat-treated chrome-nickel 
alloy steel. Light duty ™-inch drill em- 
ploys the following bearing features: 
armature shaft bearing near handle re- 
quires no oil; spindle bearing is needle 
roller bearing type with special ball bear- 
ing for taking the thrust Soth side 
handles on large types are identical, re- 
sulting in much better balance.—Skilsaw, 
Incorporated, Chicago, Illinois. Mut. 
Suppties, May, 1934 


Paper Roll Centering Chuck 





[FSIGNED especially for the paper in- 
dustry, the manufacturer of this 
paper roll centering chuck claims for it 
the following advantages: saves paper be- 
cause every inch is rolled off the tube 
core; eliminates the use of wood mandrels 
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and the cost of lost mandrels; provides 
an economical means of using paper-tube 
winding mandrels; eliminates use of wood 
wedges for retaining and center ring paper 
roll; and assures proper automatic align- 
ment and complete protection of both 
paper mandrels and paper roll. Chucks 
are simple to attach and detach and are 
ner cd built for long service.—The 
Medart Company, St. Lows, Missourt. 
Mitt Suppties, May, 1934. 


Platform Truck 





HIS new platform truck is made of 

steel throughout and fused into a 
single unit by electric welding. Running 
gear is Timken and Hyatt roller bearing 
equipped. High pressure lubrication is 
standard. Textolite wheels are floor 
protective, the manufacturer claiming 
them to be as easy on floors as rubber 
and nearly as tough and long wearing 
as all-metal — The Service Caster 
and Truck Company, Albion, Michigan 





Mitt Suppuies, May, 1934. 
Flexible Shaft Machine 
NEW and complete line of machines 
42% of the ball bearing type has been de- 


veloped, covering a range of several sizes 

in both horizontal and vertical types. They 
are furnished with ball bearing change- 
speed countershaft as well as direct drives 
from the motor shaft. An improvement 
of belt guards and the underslung pulley 
frames have added greatly to the design 


and rigidity of these machines, Sizes 
range from ‘s-horsepower to 2-horse- 
power. Newly developed extra attach- 


ments have added to the usefulness of the 


machines. Illustration shows 2-horse- 
power type. It will carry grinding wheels 
up to 10x2.—N. A. Strand, Incorporated, 
Chicago, Illinois. Mtr 
1934. 


Bronze Bearing Metal 
NON-CORROSIVE, salt water and 
acid resisting metal, with a melting 

point of 1650 degrees Fahrenheit, the 
main features of this bearing metal are 
that it will not segregate, and will not 
bind, seize or score shafts or journals 
under faulty lubrication conditions and 
will function for a surprising length of 
time without oil. Bearings can be used 
ethciently with water as a lubricant, in 
connection with submerged equipment. 
Other points are absence of porousness, 
free-cutting and easy machining, and 
—_ tensile strength—Premier Bronze 
Corporation, St. Louis, Missouri. Mir 
Suppuies, May, 1934. 


Sealing Compound 





SEALING QUALITIES 
EQUAL TO SHELLAC] 


sur 
NEVER HARDENS 4 


HEAT RESISTING 
' oo F 











TON-SOLUBLE, non-corrosive and 
4 non-oxidizing, it is said that this 
new compound, in paste form, can be 
spread as thin as .001l-inch, seals in- 
stantly, yet never hardens or becomes 
brittle. Used with or without gaskets 
or as a seal for flanged or threaded 
joints in fuel oil, steam; water, air, gaso- 
line, or lubricating oil pipe lines, the man- 
ufacturer claims the following advan- 
tages: cannot be washed out; unaffected 
by atmospheric conditions; heat resist- 
ing up to 400 degrees Fahrenheit; rust 
and corrosion-preventing; quick and 
easy disassembly. Due to its castor oil 
base, Ideal Perfect Seal prevents rust 
on threaded connections and corrosion 
on electrical installations. Supplied in 
three and eight-ounce tubes, four-pound 
pails and in 45 and 135- pound drums.— 
Ideal Commutator Dresser Company, Svc- 
amore, Illinois. Mitt. Supeties, May, 1934 
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A GOOD BIG MAN CAN BEAT 


A GOOD LITTLE MAN Every Time 


Put two good men in the ring together, and 
barring unforeseen luck the good big man will 
beat the good little man. 

Put two good advertising campaigns in 
competition with one another and the good 
big campaign will sell more goods than the 
smaller campaign reaching a limited market. 

Nicholson File Advertising is the “good big 
man” in this case. It appears in Industrial 


Papers, in National Magazines like Collier’s and 
Time, and in newspapers which circulate in the 
cities you work in. 

Naturally it sells more effectively than adver- 
tising which is limited to one group of publica- 
tions. That is why it pays you, as a mill supply 
salesman, to sell Nicholson Files. Nicholson 
File Company, Providence, Rhode Island, U.S. A. 


Gene 
NICHOLSON FILES 


FILE FOR 


EVERY PURPOSE 














New and Improved Products 











Improved Spur Geared Hoist 











MPROVEMENTS have been made 

over previous models of this spur 
geared chain hoist to increase the dura- 
bility, efficiency and usefulness. All ex- 
posed parts have been zinc-coated mak- 
ing the hoist practical for outdoor use 
and for service in moist and corrosive at- 
mospheres. The addition of precision 
ball bearings with integral grease seals 
supporting all moving parts is said to in- 
crease the efficiency by 10% over former 
models. Wear is reduced to a minimum 
on all vital moving parts by a system of 
continuous lubrication of the positively 
sealed precision bearings. Additional 
minor improvements include hardened 
pawl tip, improved load chain guard and 
ball spring covers on oil tubes. Red hand 
chain guide and name plate on the zinc 
coated exterior provide distinguishing 
marks.—W right Manufacturing Division, 
American Chain Company, Incorporated, 
York, Pennsylvania. Mit Supptirs, May, 
1934. 


Variable Speed Transmission 





HE Variable Roller Drive, a self-ad- 
justing, positive variable aed trans- 
mission, is capable of a horsepower out- 
put of %4-horsepower at maximum speed, 
with a minimum ratio of speed variation 
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of 10 to 1. It features all-metal construc- 
tion, total enclosure, self-lubrication in an 
oil bath, protection from moisture and grit 
and the use of a chain for transmitting the 
power positively. Novelty exists in the 
construction and application of the chain 
which is used for transmitting the power 
from input to output shaft. It is a side- 
contact roller chain, consisting of steel 
links, made endless and connected by 
hardened steel pins in hardened steel joint 
bushings. Speed indicator permits ready 
check-up on operating speed. Furnished 
with horizontal gearing; and can be sup- 


plied motorized. — Link-Belt Company, 
Chicago, Illinois. Mitt Suppiies, May, 
1934. 


Dial Thermometers 





ONVENIENT and accurate reading 

of temperatures either at point of 
temperature or at remote places is pro- 
vided by these instruments which are con- 
structed in two types—the distant read- 
ing and the self-contained. In the distant 
reading type, a flexible tube connects the 
dial mechanism to a sensitive bulb in- 
stalled at the point of temperature, thus 
permitting readings at any convenient 
point. The self-contained type has the 
sensitive bulb fastened directly to the 
dial. Both types have a 5 inch dial 
mounted in black. Ten feet of tubing is 
furnished with the remote reading type.— 
James P. Marsh Corporation, Chicago, 
Illinois. Mitt Suppries, May, 1934. 


Bearing Bronze 


NEW semi-finish (outside and in- 

side) bearing bronze bar stock is said 
to insure the user against loss of time and 
material due to having hidden blow holes, 
sand spots or cracks show up on the 
inside of the bushing when it is being 
machined to exact shape. Machining al- 
lows 7y-inch extra metal outside and in- 
side for finishing. Ends are cleaned up 
so that full length of bar can be used. 
Furnished in standard 12-inch, 13-inch 
and 14-inch lengths, from %4-inch solid 
up to 5-inch outside diameter; cored up 
to 2'%4-inches inside diameter. Manufac- 
turer states bearings are free from zinc, 
thus offering the greatest possible re- 


sistance to acid fumes and liquids, caus- 
tic solutions and mine water.—Magnolia 
Metal Company, Elizabeth, New Jersey. 
Mr Suppty, May, 1934. 


Waterproofing Liquid 





HE development of Stonhide has 

made it possible, according to its mak- 
ers, to make walls impervious to penetra- 
tion by driving rain. The liquid is brushed 
or sprayed over the surface. It is trans- 
parent and can be applied without discol- 
oring the surface painted. It contains an 
element which causes the material to pen- 
etrate the surface treated to a depth of 
1/16-inch to %4-inch, depending on the 
porosity. It is particularly recommended 
for brick, concrete and stucco and can, in 
some cases, be used 6n wood.—Stonhard 
Company, Philadelphia, Pennsylvania. 
Mitt Suppties, May, 1934. 


Nut Runner 





NEW “shockless,” high-frequency 

electric nut runner is equipped with 
an adjustable releasing clutch which 
tightens the nut without shock to the 
operator. The clutch operates on a new 
principle. It is not a friction or jaw 
clutch but has an adjustable releasing 
cam which trips open the clutch when the 
nut is tight. The tool is made in a num- 
ber of sizes, the specifications -for 
No. 30-N, illustrated here, being 3-phase, 
180 cy cles, 225 volts: speed 750 revolu- 
tions; capacity, Ys-inch and light 34-inch 
nuts; length, 14 inches; weight, 16%- 
pounds—The Buckeye Portable Tool 
Company, Dayton, Ohio. Mitt Suppttes. 
May, 1934 
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...saw of this type 
(Disston Improved Inter- 
lock) has cut 11,000 bil- 
lets of commercial brass 
without resharpening or 
tightening a wedge.” 


Photograph taken at Plant of Mueller Brass Co., 
Port Huron, Mich. No. 17 Higley machine. 
Disston Improved Interlock Saw, 21” diameter, 
58 teeth, 9/64” blade, 3/16" kerf. Cutting 7" dia- 
meter brass billets, 22 revolutions per minute, 
one billet every 55 seconds. Remarkable record 
quoted above is from statement authorized by 
J. R. Wightman, of Mueller Brass Co. 




















Improved INTERLOCK 
INSERTED-TOOTH 


FREE to you... 


Any one or all of these 







DISSTON @h%*" 
METAL-CUTTING SAW CUTTING 
. ee MANUALS 
Specially treated Disston Alloy Steel produces a Got 
blade that withstands severe feed pressure. es 
Teeth are Disston High-Speed Steel. They stay HENRY DISSTON 
aligned, cut fast, give long service. aj peng tistd 


- on, 
| e hey 
f/f An 

7: Sty ‘MOLy, 
1m im, “Many 


HACK SAW BLADES .. . Disston heat treatment means uniform 


structure that gives more work per blade; more cutting per hour. 


Philadelphia, U.S.A. 


T'llbe interested 


METAL-CUTTING BAND SAWS... Disston steel and heat-treating 


methods produce a metal-cutting band with hardness alike in each tooth. 


DISSTON FILES... Disston, one of the largest consumers of files — 
for filing saws, and other cutting purposes— makes files for all indus- 
trial uses with the quality you must have for the service you want. 


METAL-SLITTING SAWS .. . Made of Disston Carbon or High- 
Speed Steel carefully heat-treated, accurately hollow-ground and fin- 
ished, assuring utmost accuracy. 


Inserted-Tooth 


in having your 
tabloid data on 
metal-cutting 
tools for modern 
industrial process- 
es. Send manuals 


checked. 


Disston 


Metal Saws Carboloy Products 


CT] DISSTON FILES CT HACK SAWS 


Disston Metal-Cutting Disston Products 
Band Saws Indexed for Industries 


Henry Disston & Sons, Ine. 


523 TACONY, PHILADELPHIA, U. S. A. 
Canadian Factory: TORONTO 


Branches: a. a 


BANGOR, ME., BOSTON, CHICAGO, DETROIT, MEMPHIS, NEW ORLEANS, 
SEATTLE, PORTLAND, ORE., SAN FRANCISCO, VANCOUVER, B. C. 


Attention of. 





Firm Name 
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HELP YOUR 
CUSTOMERS 
CUT 

PRODUCTION 
COSTS WITH 


CHANDLER 
CAP 






































Your trade can depend on 


Chandler Cap Screws as they | 


are made and threaded by the 
last word in equipment guar- 
anteeing perfection. 


Why not place a trial order 
for Chandler Cap Screws and 


let us prove the claims we | 


make for quality, prompt 


service and a square deal. 


Chandler is seeking additional 
distributors and would like to 
hear from you. 


CHANDLER 


PRODUCTS 
CORP. 


CLEVELAND 
OHIO, ---U. S.A. 




















SCREWS 


1491 CHARDON RD. | 


F. O. Slasor, president of Littlejohn Ren- 

land, Los Angeles, reports much improved 

business. A new salesman has recently been 

added in order to concentrate more inten- 
sively on the local market. 








open price will deprive the large buy- 
ers of unwarranted benefits hereto- 
fore enjoyed by them. Naturally, 
| they desire these benefits. They want 

the favored price for use against their 
| less favored competitors. 

“Open prices, instead of being 
as claimed an instrument of monop- 
oly, will in actual practice prevent 
monopoly. 

“It is claimed the small concern 
cannot meet the competition of the 
large. In the first place, this is pure 
theory. It would better to test 
the matter in practice. Next, it is 
based on a promise that mav be a 
false one. It is more than probable 
that under the secret price basis the 
small concern has been at a disad- 
vantage. 


be 


“There is one feature of open 
| prices which has been neglected and 
which it is believed represents a de- 
fect. The standard code provision 
| provides for filing of prices with com- 
| petitors and Code Authorities. Un- 
| der such type of filing, we have 
| what may be called half-open prices. 
|. he buying trade, under such a set- 
| up, is kept in the dark. It is more 
| or less natural, under such conditions, 
| that industry will view its prices as 
a private affair. Industry members 
will, under such procedure, be tempt- 
| ed to work out price schedules, trade 
| classifications, and quantity discounts 
| according to their selfish interests and 
personal points of view. The buyer 
and his rights will be forgotten. 
| ~“A true, complete, and sound 
| open-price set-up should be on the 
| basis of requiring published prices of 
| each member of an industry to simul- 
| taneously broadcast to his basic or 
| jobbing trade. 
| “Publication to the trade meets all 
| the objections that waiting time can 
| be used for coercion and price-fixing. 


“Industry at first blush may not 
approve publicity to the purchasing 
trade. The reason will be that each 
individual will think of particular ac- 
counts that are not now enjoying the 
prices they should have. They will 
foresee that on a basis of trade pub- 
licity, unfair differentials now exist- 
ing cannot be continued. It is this 
very feature which is the basis of 
merit in the suggestion for publicity 
to the trade. If the trade in- 
formed, a price set-up, classifications, 
quantity discounts, cannot be worked 
out on a basis of unfairness. 

“Instead, full publicity and trade 
knowledge will force and bring about 
a sound merchandising basis. If the 
trade is to be kept in the dark, there 
is no real instrument for fair deal- 
ing, protection against discrimina- 
tion, and the creation of monopoly 
in the buying field. If the buyers 
are informed, the seller who proposes 
a marketing schedule on an unsound 
basis will soon find it necessary to 
make revisions. It is safe to say that 
these revisions will be along the line 
of sound economics and public wel- 
fare. 

“Too much thought has been based 
upon creation of monopoly from the 
angle of selling. If we would turn 
our thought to the creation of mo- 
nopoly from the advantage of buying 
and would appreciate that it is un- 
fair buying advantage which is the 
real basis of monopoly, then there 
would be less objection to the open- 
price program. 

“We, therefore, recommend the 
open-price policy. We recommend 
that there be included a provision re- 
quiring publicity to the buying trade. 
We endorse provisions which will 
keep the Government fully informed 
as to operation under this plan. We 
endorse a procedure whereby the 
Administrator can act promptly and 
effectively for the suspension of Code 
provisions which in operation are be- 
ing used for the oppression of in- 
dividuals in the industry, or to pur- 
chasers either because prices are un- 
fair, or because there is unfair dis- 
crimination among purchasers. The 
only persons who can object to this 
practice are those who are at present 
securing unfair advantage. They ap- 
pear on the scene in the first instance 
as the buyer; their next appearance 
is aS a monopolistic seller. 

“We claim that the objection to 
open prices is based upon a desire to 
keep the door open to unfair buying 
advantage.” (Turn to page 85) 
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As shown in the illustration of the 
“Cleveland” file-maker skillfully but 
laboriously cutting them by hand. 



















Than Just Files” 


SUPERIOR PRODUCTION 
fete) 5 


Preferred by Master Craftsmen 
Everywhere 
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tools they know that “good tools cut costs Super 

Duty Files are Superior Tools. The man on the job will 


teil you that Super Duty Files cut quickly, easily and 






with least fatigue tO tne user. that they will endure 
for a surprisingly long time ... that with them he gets a 
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The above statements indicate 
clearly that both distributors and 
manufacturers are in favor of the 
open-price policy and that distribu- 
tors and manufacturers alike think 
that full publication of prices by 
manufacturers is necessary to com- 
pletely eliminate “chiselling.” 

So we come to the last phase of 
our investigation of this important 
subject—the probable outcome in 
case the open-price policy should be 
‘ontinued. It is rather difficult to 
test its efficacy by results because in 
most localities distributors have not 
taken advantage of the open-price 
provisions of the code. 

Their expressed feeling, however, 
that it is a good thing, and the seem- 
ing desire on the part of the manu- 
facturers to force full publicity of all 
prices and terms, leads one to believe 
that in a comparatively short time 
every regional area will be filing 
prices and that these prices in most 
cases will be the published resales of 
each distributor’s sources of supply. 

Should such a condition become 
prevalent in the mill supply field, the 
result inevitably would be a concen- 
tration on quality items, a better sales 
job and less expensive distribution. 





Can Cost Be Determined? 
(Continued from page 25) 





in determining profit margins as 
follows: potential volume, average 
size of order, annual turnover, han- 
dling losses, kind of product, and 
functions expected of distributor, 
such as warehousing, selling, capital 
investment, delivery and servicing. 

Other distributors have still fur- 
ther ideas as to what a cost system 
should embody. The necessity for 
gathering, correlating and _ selecting 
these ideas just as soon as possible 
cannot be overemphasized. 

Most distributors are agreed that 
it would be easy sailing if every man- 
ufacturer had a fair, fixed resale 
price on his product. Manufacturers 
cannot be expected to be mind read- 
ers. Distributors, individually and 
as a group, must work out convincing 
cost data, which, when compared 
with the manufacturer’s cost of do- 
ing the same job direct, will not only 
show him that he should go the whole 
way with distributors but that resale 
prices must be set which will allow 
1 fair margin of profit. 


The National Industrial Recovery 
Act has given this industry an oppor- 
tunity to put itself on a profitable 
basis. The Act, in its present form, 
has but a little over a year still to run. 
If the Code Authority and the dis- 
tributor associations find it impossi- 
ble to develop a cost system which 
will determine cost on each item of 
sale, why not settle on a compromise 
which is possible of accomplishment 
and which would, in the long run, re- 
turn to the industry what the orig- 
inal clause aimed at, the means with 
which to pay the added expenses of 
doing business under NRA? 





What NRA Is Doing for the 
Supply Industry 


(Continued from page 15) 





Codification of Industry Should 
Increase Profits 


W. T. Todd, Jr. 


“Through codification of the indus- 
trial distributor trade, equal oppor- 
tunity is given to all distributors to 
serve their particular market. Pro- 
tection from unfair and unethical 
trade practices are provided for in 
the Code and these will be modified 
and amended as conditions warrant. 
Considerable education on the part 
of all members of the trade is essen- 
tial and close cooperation with re- 
gional committees desirable. 

“Operation under Code regulations 
requires more detail and closer super- 
vision, but results in increased gross 
profit which should offset this addi- 
tional cost. At present there is con- 
siderable confusion as a result of 
over-lapping of codes but this will 
shortly be taken care of. Arrange- 
ments for the interchange of ideas 
between various code authorities is 
being made and this will give our 


code authority an opportunity to dis- | 
cuss problems of mutual interest with | 





Cling-Surface 














Belt Preservative Is Now Sold 
Entirely Through the Trade 
During the past four 

years the: sale and use of 

Cling-Surface has gone 

steadily on all over the 

world. 


But what may interest 
you particularly is that dur- 
ing those years its sales 
have been put entirely in 
the hands of the Mill Sup- 
ply houses. 

No Cling-Surface is now 
sold direct to consumers. 
The business is all yours. 

But the results of that 
direct selling of the past 
are of great and real value 
to you now. 

For forty years our ad- 
vertising, the personal work 
of our trained men in the 
plants, and the results of 
the goods themselves, have 
built up a very real prestige 
for Cling-Surface. 

That prestige will pull 
for you now. It is there 
ready to be tapped. 

Your trade will buy it and 
stay with it. 

The world, for example, 
has demanded three times 
as much Cling-Surface in 
the first quarter of 1934 as 
it did in that of 1933. 

You can have a share of 
this waiting business on fa- 
vorable terms. Write us 
for such. 


Cling-Surface Company 
1017 Niagara St., BUFFALO, N. Y. 
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This Tribute from a Distributor tells 











No. 1 No. 2 No. 3 


1. Model A—% ton; Weight: 
14 Ibs., and Model F-I'/ ton: 
Weight: 25 Ibs. 


2. Our Model F.T. 
3 tons; Weight: 34 Ibs. 


Capacity: 


3. Model Z—Capacity: 
Weight: 65 Ibs. 


6 tons; 


COFFING HOISTS 


Soundly Designed 
Simply Constructed 
One Man Operated 


Exclusive Free-Chain 
Mechanism 


Unbelievably Light 
Remarkably Powerful 
Extremely Versatile 





Economical 


the sales story of 
COFFING HOISTS 


“THE UNIVERSAL TOOLS” 


“We have been handling 
their account since June of 
last year, and have sold a 
great number of Coffing 
Hoists in the territory in 
which we travel,’’ he writes. 

“We find the suggested 
resale price is entirely satis- 
factory to the trade and 
consider this one of the best 
specialties we have ever 
handled. As to the coopera- 
tion received from the Coff- 
ing Hoist Company, this is 
all that could be desired. 
We have found them to be 
willing at all times to do 
everything possible toward 
helping us in the sale of 
their products, by sending 
in missionary men and cata- 
log information and by re- 
ferring to us all inquiries 
from our territory that they 
might receive direct. 

“We know of no account 
which we represent that is 
prized higher than is that of 
the Coffing Hoist Company.” 


pacities: 
', 
42s 





{ and 2 


t 
Weights: 
to 85 Ibs. 


Would you like complete facts? 
Write us at your convenience. 


75 


| 
| 
| 
| 
| 











| 








COFFING HOIST COMPANY | 


313 E. Van Buren St. 


Danville, Ill. 











Sell Superior Service 


with 


DAGGETT 


BALL BEARING LOOSE PULLEYS 


They will save 
your customers— 


TIME in daily oiling 


COST of lubricant and replacements 
LOSS in power from friction 





CHICAGO PULLEY & SHAFTING CO. 


19 No. Desplaines St., 


of materials. 


We protect you. 





Daggett ball bearing loose pulleys 
are simple in construction, accurately 
machined—made from only the best 


We allow a good profit margin. 
We help you with 


engineering and sales assistance. 


Write for details. 


| 


CHICAGO, ILL. 








code authorities of various manufac- 
turing groups. Such discussions of 
necessity should be mutually bene- 
ficial. 

“The conduct of a business organi- 
zation under strict code regulation 
presents many problems and trials 
but, in my opinion, these are more 
than offset by the results and benefits 
along many lines,” W. T. Todd, Jr., 


vice-president, Somers, Fitler, and + 


Todd Company, Pittsburgh. 


Cooperation Becomes a Reality 


VUinder NRA 





H. E. Ruhf 


“I BELIEVE that one outstanding 
accomplishment that can be credited 
to NRA is the fact that practically 
everyone in the supply industry today 
is cooperating with his contempo- 
raries in his own locality. 

“Heretofore, in almost every cen- 
ter there were enmities, antagonisms 
and lack of faith among competitors 
that hindered constructive action. I 
sense that NRA has brought about a 
decided change of mind and view- 
point and that we find our com- 
petitors are pretty good fellows and 
for the most part want to do the 
right thing. In other words, we have 
more faith in one another. Funda- 
mentally that in itself is a wonderful 
start and if properly watched and 
nourished will carry on even after 
the emergency act has ceased to 
function. 

“Regarding the effect of manufac- 
turers’ codes, I believe that for the 
most part the distributor has been 
benefitted. Many industries have 
now accepted and acknowledged the 
distributor as being essential and 
hence there should result greater pro- 
tection and a higher degree of stabil- 
ization.” H. E. Ruhf, Sales Man- 
ager, The Cleveland Tool and Supply 
Company, Cleveland. 





Se en eee al 
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WHY THE “TOLEDO” LINE 


“TOLEDO” is the one complete line of pipe tools and pipe 
machines that will meet every need of your trade. 











“TOLEDO” is the one line that is sold only through the dealer. 
No sales are made direct. Dealer protection is assured. 






“TOLEDO” is the pioneer among “easy operating” pipe tools. Over 
30 years “TOLEDO” has been building quality products of 
acknowledged superiority. 












“TOLEDO” design of the receding die and taper pin principle 
has been repeatedly imitated, but never equalled. Other tools come 
and go, but “TOLEDOS” continue to be the tools specified by expe- 
rienced users. 


“TOLEDO 
“TOLEDO” has no yearly models to become obsolete, but constant 
improvement only as “TOLEDO’S” experience dictates. A policy TRADEMARK pciatimiead 


that is appreciated by dealers who stock the “TOLEDO” line. yor 


“TOLEDO” is the one line of pipe tools sold at a fair resale price 
that is actually maintained. “TOLEDO’S” resale price policy is THE MARK OF QUALITY 
respected. Price cutting is destructive to dealer, buyer, and our- YOU CAN DEPEND ON 
selves, and will not be tolerated. 





“TOLEDO” sales campaign is most extensive. No other line of 
pipe tools is backed by such a broad, well balanced sales and ad- 
vertising campaign. Magazines are used that reach the buyer, 
direct mail literature that produces results, and a corps of trained 
salesmen equipped with demonstration cars are constantly at the 
service of “TOLEDO” distributors. 









“TOLEDO” is the one line of pipe tools you should sell. No other 
line of pipe tools offers its distributors the advantages, the co- 
operation, and protection that “TOLEDO” offers its dealers. 


THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO, OHIO 7 NEW YORK OFFICE: 72 LAFAYETTE ST. 





THE NEW “TOLEDO” CATALOGU E— 


IS NOW READY. ASK FOR YOUR COPY. IT CON- 
TAINS OVER 100 PAGES ILLUSTRATING AND DE- 
SCRIBING THE MOST COMPLETE LINE OF PIPE 
TOOLS AND PIPE MACHINES ON THE MARKET. 
HAND TOOLS AND POWER EQUIPMENT UP TO 12”, 
TO MEET EVERY POSSIBLE NEED OF YOUR 
CUSTOMERS. 
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DELTA 


The Quality Files 
with the Profitable Franchise 


It is easier to sell Delta Files because of the 
thorough-going, result-producing cooperation which 
the Delta Sales Plan gives to our distributors’ salesmen 
in their daily contacts with customers. That is why Delta 

Distributors value their franchise. 






Advertising to file buyers through the leading trade publications 
and direct mail stresses the superiority of Delta Files .. . the 
Delta Sales Manual helps Delta Distributors’ salesmen to talk with 
prospects and customers about file economies .... it points out 


WHERE and HOW to sell files. 


AND .. . the test which you can make with Delta Files is conclusive 
and gets the business. 


DELTA POLICY has always been One Brand, One Quality and 
One Price with a resale policy that protects the distributor’s margin. 





Associated with us as distributors of Delta Files are the most out- 
standing group of Mill Supply Houses in this country. There 
are a few territories not adequately covered. Wide awake 
dealers in those territories should investigate the 


Delta story at once. y 

















ELTA QUALITY AND 

THE DELTA SUCCESS- 
BUILDING SALES PLAN 
MAKE THESE FILES THE 
EASIEST AND MOST PROF- 
ITABLE FOR YOU TO & 
SELL. INVESTIGATE! 


DELTA FILE WORKS 


4837 James Street (Bridesburg) Philadelphia, Pa. 
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DISTRIBUTORS ENJOY 


SUCCESS BECA 
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For more than 30 years, Robert E. Manley has been identified, suc- 
cessfully, with invention and high-quality manufacturing. During 
this time, more than 45 Patents have been granted to him—cover- 
ing machines manufactured by the Company he built into one 
of two of the largest of its kind in the world! 


Today, Mr. Manley makes his most important contribution to 
Industry—a complete new line of Motor Drives to be marketed 


under the trade name REMCO. 


Remco Motor Drives are designed to apply power to the machine 
itself, thus eliminating high costs of line shafting and belts, cutting 
wastes and assuring more profitable operation. 


The Manley Products Corporation, with Mr. Manley at the 
head, thoroughly organized and financially strong, is manufac- 
turing and selling Remco Motor Drives. 


2?” 


R ERA CO 
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or Mart Suppry Houses 


Ful Now there is available a new line of Motor Drives, which offers new 


f opportunities for selling plant equipment and making money. 





Months of tests, experiments and performance in actual use, have 
proven the efficiency of Remco Motor Drives. 


You know in advance that when you sell Remcos there will be no 
come-backs—that they'll do a job! And each type is built to fit 
present-day equipment based on an analysis of users’ needs. 


The picture shows one of the Remco 
Drives for Lathes. It illustrates the com- 
pactness, sturdiness and superior design, that 
characterizes Remco Drives, whether for 
lathes, shapers, milling machines, drill 
presses, hack saws, grinders, or other kinds 
of machine tools. 


Each type of Drive is simple in construc- 
tion, without complicated working parts or 
accessories, easy to install, and to mount on 
the machine it’s unnecessary to do any. engi- 
neering, make alterations or changes! 








We firmly believe that there’s real money in selling the Remco Line, providing you 
push it. First, the Line is complete, permitting industrial plants to modernize their pres- 
ent equipment; second, it’s the only Motor Drive made that is universal—adjustable in 
every direction. This means one type of Drive will conform to several sizes of machines. 
Therefore, you can supply any customer’s wants, instantly, out of a small stock; third, 
it fits in with products you are now selling; fourth, you deal with a house financially 
strong. We feel sure that you will want to investigate the profit-making possibilities of 
Remco Motor Drives! 


Write us for full particulars 


MANLEY PRODUCTS CORPORATION 


YORK, PA. 
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Mr. Distributor: 























TEAM WORK.. wins 


‘PD uars why JOHNSON BRONZE, with a 
sincere . . . never to be side-tracked . . 

Distributors Policy, teams up with YOU in 
merchandising a Bearing Bronze . . . that for 


General Purposes, HAS NO EQUAL. 


Here is a profitable, assured, steady, repeat prod- 
uct with a broader range of applications than any 
other bearing bronze. In constant demand wher- 
ever wheels turn and of a consistent high quality 
that assures exceptional field performance. 


A product free from Customer Complaints and 
backed by Johnson Bronze ... A specialist with 
more than 25 years experience in the manufac- 
ture of Bronze Bushings and Bearings. 


Johnson Bronze backs up and protects its Dis- 
tributors in every way. You have a definite pro- 
tected territory with no inside competition. A 
constant, wide margin of profit with costs and 
selling prices established monthly . . . plus a line 
of related products that provide additional profits 
at no additional effort. 


Now you can sell bronze with confidence as to 
Profits, Constant Quality and Field Performance. 
Join Hands with Johnson of NRA... and with 
Johnson Bronze. Let us submit our Distributors 
Agreement. 


INVESTIGATE THIS! ... Johnson Bronze Coop- 


erative Advertising . . . that helps you move other 
lines. A new and unique... yet economical... 


assistance that is PRODUCING RESULTS. 
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Compare::: 








This quality line of Bronze with any similar line on the market 
today See for yourself why it is the Outstanding offer of 1934 to 
the Distributor. . 

JOHNSON UNIVERSAL BARS ... Completely machined, O D, I D, 
and Ends. Absolute freedom from undersurface defects. Approx- 
imately 25% less weight ... only a 1/64” cut necessary to bring to 
size. 

GENERAL PURPOSE PHOSPHOR BRONZE BUSHINGS ..- Over 600 
sizes, machine finished . .. ready for assembly. ; 

Write for Bulletin 339-A 

ELECTRIC MOTOR SERVICE BUSHINGS ... For the more popular 
I oo: sod ed ene uta e ee listed in Bulletin EM-4 

BABBITTsS ... LEAD-BASE OR TIN-BASE ... manufactured in our 
plant under the most rigid laboratory control. 

GRAPHITED BRONZE BUSHINGS AND BEARINGS ... Self-Lubricating 
... for those many neglected or remote machines in industry. 
ONLY with Johnson Bronze . . . bearing specialist with over 25 
years constant service to the major industries . . . is there such a 


selective distributors proposition available. Decide with Johnson’s 
Outstanding Distributors Policy. 


JOHNSON BRONZE COMPANY 


FACTORY & GENERAL OFFICES ... . NEW CASTLE, PA. 





WILLIAMS’ 
SUPERSOCKET 
WRENCHES 
Five patterns for every 
industrial requirement. 
Sold singly or in com- 
plete sets. 


% 
\8 
2 
3. 
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“VULCAN SUPERIOR” 
Pipe and Fittings Tong 


Also “VULCAN” and 
“VULCAN BOLL-WEEVIL” 
Chain Pipe Tongs 


WILLIAMS’ Drop-Forged WRENCHES 
wo distinct types: 
Carbon Steel Wrenches and 
“Superrenches” (chrome-alloy), 
50 patterns, over 1000 sizes. 


LOOK FOR THESE 


Y 4M 


“VULCA 


“AGRIP §” 


“SUPERRENCH” 


,OCKET”’ 


SENET INL 
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OST of the trade names which 
identify WILLIAMS’ products have 
been familiar to industry for over fifty 
years. All of them stand for quality and 


honest value. 


Whether it’s Pipe Tongs, Hoist Hooks or 
Lathe Dogs...“ VULCAN” on these tools 
of industry means something to the dis- 
criminating buyer. The diamond “W” 
on wrenches spells “Williams’ Quality” 
in every language of the world. 


Prestige and good will are able sales- 


men. They are working for Williams’ 
Jobbers. 


J. H. WILLIAMS & CO. 
‘‘The Wrench People’’ 


75 Spring Street New York 


WESTERN WAREHOUSE & SALES OFFICE, 
CHICAGO, WORKS: BUFFALO,N.Y. 
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TAKE YOU 









SHARE NOW 


WOLVERINE 
TUBE COMPANY 


1451 Central Ave. Detroit, Mich. 


29 Sales Offices. Warehouse Stocks at convenient points. 


Export Dept., H. M. Robins Co., 120 Madison Ave. 
DETROIT 






















of the rising tide of orders 
for Wolverine Seamless 


Tubing 


A RE you pushing tubing? . . . seamless 


copper, brass, aluminum? .. . cop- 
per water tube? ... brass pipe? Every 
industry you contact today is swinging 
over more and more to non-ferrous tub- 
ing. The volume is there! With the right 
line and the right stock — you can build 
up a new and greater profit from old 
accounts and new. In a few territories 
we have room for the right distributors— 
territories already strongly sold on Wol- 
verine Tubing. Our products are leaders 
—the products of the model mill of the 
industry. Send for complete data on 


Wolverine Products. 





Ask today about the NRA 


Distributors’ Agreement 


This formal contract, required of qualified distrib- 
utors by the Copper and Brass Mill Products Code 
— signed now— with us—is a preliminary step 
toward becoming a Wolverine Distributor. I+ pro- 
tects you on discount and price. 





——— —_— — 
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The Lesson—Safely Belt Hooks 
The Salyect - Price 
hew Prece 
Io. 3-4 — 1.13 boy 
bos > 1.35" 
No: 6 /.65 " 


LITITUTIIT Tar) 



































That lesson was easily and 
quickly learned. You can apply 
it today » + with profit. 


; ; | 
; OOK \ i fine Scores of far-sighted jobbers saw 


the superiority of Safety Belt Hooks 
when they first appeared » » four years 

ago. In the face of a third higher selling 
price they took them on», pushed them +» 
sold them » » helped us on our way. We're 
not forgetting that. We appreciate it. 


SAFETY BELT -——--—— 
HOOKS are break- | x, laa 
ing new ground in all Every strip of hooks a UNIT. 


Hooks always in position to 


directions! place in Lacer. 


No loose hooks to fray over belt 
They have won, and are increasingly winning their way— edges, tear out and fly off. 

irresistibly—by sheer merit—by the unquestionably greater 

strength and endurance supplied by patented Stee/ Binder Bars. 


we 
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Uniform load pull entire width 


PM.) Acthe new prices Safety Belt Hooks are going places with greater ” : 
momentum! Our present, square shooting, cooperative jobber Easier to lace. Quicker to lace. 
policy will be made more resultful by a more complete and All due to the patented Steel 
forceful drive. Binder Bars. Safety Belt 
Let us tell you all about it. You'll like it. It will help sell not only Hooks are the only hooks 
more Safety Belt Hooks, but more of everything you carry. Just which assure these results. 


dash off a note on any paper now. Simply say—“‘tell us about it.” Three sizes cover every lacing | 


need from 4” to 3" thick. 


SAFETY BELT- LACER COMPANY Why stock five to six sizes? 
FACTORIES BLDG. TOLEDO, OHIO oe ms 
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=——=«BADGER 
POWER KING Hits the Home 


Runs and Brings in the Orders — 


pa a Th, 


a= Say, 


—— 











Sea salesmen will also 
knock home runs with the Advance 


Car Mover Co. line of car movers. 


POWER KING 
POWER BOY 
BADGER 
and the Advance 
SAFETY CAR WRENCH 


BADGER 
POWER BOY 


Follows him up 


THE ADVANCE CAR MOVER CO. 
APPLETON, WISCONSIN 


Canadian Factory—C ANADIAN ADVANCE CAR MOVER CO., WELLAND, ONTARIO, CANADA 
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we — Reliable Products and 


oO Economical Distribution 
Brown & Sharpe has always recognized the im- 


portance of these “fundamentals” in building a 
steady, profitable business for the distributor who 
serves the industrial buyer—first, the essential re- 
quirement of maintaining the highest quality—and 
second, the importance of selling through legiti- 
mate distributors. Such firm foundations give 

| Brown & Sharpe Distributors an enviable position 
in serving the needs of industry. 


Brown & Sharpe Mfg. Co., Providence, R. I., U.S.A. 


ee ee oe; 


‘BUY IT 
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nnouncing — 
QUIGLEY 


FIRE 
BRICK 











Rounding out to completion, 
the Quigley Line of high grade refractories . . . 


Quigley Fire Brick are offered in response to a 
definite demand on the part of many of our dis- 
tributors for fire brick bearing the Quigley name— 
comparable in quality with HYTEMPITE and other 
Quigley refractory specialties. 

It is but logical that today we should be marketing fire brick 
—we have always maintained that fire brick is the most 
flexible unit for refractory construction. “Good fire brick 
laid with a good high temperature cement—with thin, 
strong, air-and-gas-tight joints.” This, today, is accepted 
as modern approved furnace practice. 

Both factors in refractory construction—the brick and 
the bond are now available in the complete Quigley re- 
fractory line. 


Modern Manufacturing Facilities 


Quigley fire brick quality begins with superior fire 
clays. These are blended, processed and burned—utilizing 








NOW—both the BRICK and the BOND 
available in the Complete Quigley Line 


HYTEMPITE 


REG.U.S. PAT. OFF. 
The World's Standard High Temperature Cement 








Industrial plants everywhere use HYTEM- 
PITE for laying fire brick and repairing re- 
fractory linings in all types of boiler and 
metallurgical furnaces. The ‘Universal Fur- 
nace Room FIRST AID.” Recognized the 
world over as the “Standard for Com- 
parison” among high temperature cements 
Other Quigley refractory specialties include 


FYRE-MORTAR. . 


cement 


. & superior dry refractory 








Q-CHROME - heutral-base super-refrac- 
tory cement 

MONO-LINE the Quigley plastic fire 
brick 

CAST-REFRACT ... . castable refractory 

HEARTH-CRETE a special chrome-base 
castable 

QUIGLEY REFRACTORY GUN shoots 
refractory mixtures; for furnace mainte- 
nance 

Also makers of Quigley ‘TRIPILE-A Protec- 

tive Coatings, QO-SEAL und DAMIT, and 

IN NITE industrial cléaning materials 





the most modern brick-making and kiln equipment. Our 
New Jersey plant, in the heart of the world famous 
“Woodbridge” fire clay district, is abreast with latest de- 
velopments in brick making machinery and temperature 
control. Our Missouri plant, with a capacity of 12,000,000 
brick annually, ranks among the most modern and efficient 
in the industry. These facilities enable us 
to produce brick of unusual uniformity in 
size, texture and burn. 


Proven Products 
In offering fire brick bearing the Quig- 
ley name, we have recognized our respon- 
sibility in the matter of quality of prod- 
uct. To this end, we have affiliated our-  !nterior of 


P S tunnel! kiln 
selves with old established manufacturers © purning Quiztey 


in the Missouri and New Jersey districts !*seuri ire Brick 
—each with a half century or more of ex- 
perience in the manufacture of high grade refractories. 
Thus—the buyer of Quigley Fire Brick has the full as- 
surance that accompanies a proven product—proven as to 
quality and performance by many years’ use under prac- 
tical operating conditions—and backed by Quigley respon- 
sibility and service. 


“A Mit on Both Fists” 


Quigley Distributors now have a “mit on both 
fists” ... are prepared to cash in on entire furnace 
lining installations, as well as an increased volume 
of refractories for maintenance work. They will 
find Quigley fire brick, sold out of stock, to be one 
of the most profitable lines in the house, and one 
with unusually rapid turnover. This spells in- 
creased profits—fully protected, of course, under 
Quigley distribution policy. 


QUIGLEY COMPANYac. 


Manufacturers of Industrial Specialties 
56 West 4Sth Street, New York 
Distributors with Stock and Service in every Industrial Center 
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Every Industry -forLvery Ube 


ESPECIALLY 


DESIGNED 
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FAULTLESS CASTERS FOR INDUSTRY | 
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Let us show you our new Simplified Catalog 
Sheets for Distributors’ Salesmen. 


The New Faultless Caster Catalog O C—complete 
and elaborately illustrated—will appeal to the buyer. 
Ask for a copy. 


Acquaint yourself now with all the facts. 
market is stronger today than it has been for many years. 


BOSTON 


No matter what the 


weight or type of load—regardless of the 
service required—there’s a specifically de- 
signed Faultless Caster to handle it better. 


More than 7,000 styles and sizes of 
Faultless Casters have been designed to fit 
specific requirements. Today there isn’t a 
caster requirement that cannot be filled 
satisfactorily by Faultless. 


There is no estimating the great number 
of worn out and obsolete casters in use 
today. Yet never were good casters more 
vital to uninterrupted production. 


That means immediate sales opportuni- 
ties for Faultless Distributors on every call 
—not only in industrial plants, but in 
institutions of every type. 


With Faultless, you can guarantee 
smoothness and quietness in operation, 
sturdiness, dependability and long life. 
And the long established Faultless per- 
formance record gives emphasis to that 
guarantee. 


The Faultless Distributor Plan assures you personalized 
service, conscientious sales assistance, good profits. 


Your caster 


FAULTLESS 


CASTER CORPORATION 
Factory and Executive Offices: EVANSVILLE, IND. 


Canadian Factory: STRATFORD, ONTARIO 
CHICAGO GRAND RAPIDS HIGH POINT, N. C. 
LOS ANGELES NEW YORK ST. LOUIS 
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GOOD ELECTRIC TOOLS SINCE 1897 





Challenge 


———— of today's new 
| | equipment buyer 
with 


U. S. ELECTRICAL 
TOOLS 


Here is a line that stands for quality—proved by an 
unparalleled record of efficient, low cost performance. 


Wherever U. S. Electrical tools have been put to the 
test—under any and all conditions—they have demon- 
strated their superiority. 


With U. S. Tools, you can go after this expanding new 
equipment market confidently. No matter what the 
requirements of your customer—large plant or small—- 
you can fill them perfectly from this complete line. 
And you can offer the maximum in safety. 


Backing you in your sales efforts is a faith in distribu- 
tors which is clearly expressed in our selective distribu- 
tor policy. It not only protects you and assures you 
a fine margin of profit—it provides definite sales help 
for you. 


Write for complete information. 


THE UNITED STATES ELECTRICAL TOOL CO. 
2498 West Sixth Street Dept. H Cincinnati, Ohio 
In Canada—Maple Leaf Electric Tools, Ltd., Toronto 


DRILLS GRINDERS BUFFERS 


Sold The Economical Way 
Through Industrial Distributors 
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“TRIMO-ALLOY’ 
PIPE WRENCH 





NOW MADE OF HEAT TREATED 
CHROME MOLYBDENUM, MANGANESE 
AND NICKEL STEEL ALLOYS 





PIPE WRENCH 


It identifies the new “Trimo-Alloy”— the 
strongest, safest pipe wrench ever made. 


2A" wre ALR 
more than Tons 





This test in which a 24” Trimo-Alloy supports over 3 
tons of dead weight is proof positive of the tremen- 
dous strength of the new Trimo- Alloy pipe wrench. 
You can pick up a nice volume of wrench business 
by getting your customers to modernize their pipe 
tool equipment with this new all-alloy steel tool. 


Ask us for literature describing 
this much talked-about truck test. 


TRIMONT MFG. CO., INC. 
ROXBURY (BOSTON), MASS. 
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Nation-Wide Consumer Acceptance 
Makes Bunting Metals Easy to Sell 

















\W/ HEN you say "Bunting to a bearing metal customer anywhere in the world, he knows that 
you are talking about specialized products of exact science which reveal by every test the 
highest obtainable quality and suitability. All mechanical trades everywhere know about and uni- 


versally respect the product of this factory. Here is the complete bearing metal line—both 
bronze and Babbitt. 


Machined and Centered Superior Quality 
‘Cored and Solid Bars Lead Base Babbitt 


‘Y@® The 13” length of a Bunting Bronze Bar permits the machinist @ Bunting Babbitt provides the lowest co-efficient of friction of 
fo obtain multiples of standard bushing lengths without excessive any general purpose Babbitt in today's market. Non-adhesive 
waste in cutting operations. This cannot be done with a 12” bar. close grain due to triple refining and control of pouring temper- 


8 ture. 
@ Bunting Bars include sufficient stock on the outside diameter _— 


to allow a finished bushing to be machined ta the size stamped @ Not easily affected by lubrication neglect 


. Requires a mini- 
on the bar. 


mum of oil only. Anti-friction qualities assure cool running at 


all times. 
® No under-surface casting defects such as blow holes or sand 


inclusions exist to entail loss of material or labor. All hard surface 


® Absolute uniformity—every bar and every shipment is exactly 
scale is removed. 


the same because of scientific production control. 


t NATIONALLY \DVERT is FD LINE 


Bunting metals are easily sold because they are today and for years have been consistently advertised in such publications as 
Factory Management & Maintenance, Mill & Factory, Automotive Industries, S.A.E. Journal, Electrical Manufacturing, Machinery, 
lron Age, Product Engineering, Modern Machine Shop, Motor Service and others. 


The Bunting Brass & Bronze Company. Toledo. Ohio 


16 Branches and Warehouses 


New York, Brooklyn, New- St. Louis, Dallas, Kan- 
N. J., ' hil 1- 

ark, J., Boston, Philade ene Clty, Les Angeles, San 

phia, Cleveland, Cincinnati, 


» 8s le 
Reieets, Chines, Mien QUALITY’ Francisco eattle. Export 


_ BRONZE  BARS-BABBITT te 











— 
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Condor V-Belts used in conjunction with Condor Com- 
pensated Belt on a typical bale breaker installation. 


THE MANHATTAN | RUBBER MFG. DIVISION 


a 


“TRADE MARK 


OPERATES AT LOW TENSION 


Reduces bearing and lubrication 
costs ...and fasteners hold 


3 to 4 times as long... 





Condor Compensated Belts and Condor 
V-Belts are two items of the Condor Line 
with which a well organized jobber can 
break through and get business. When 
you get a customer using one or more 
Condor Products, a sale of hose, conveyor 
belting, chute lining, industrial brake lining, 


or other items of the group is a logical sequel. 


Experience has shown one Condor Mechan- 
ical Rubber Product leads to the sale of 


another. 


Manhattan's jobber policy protects you 
and assists with aggressive merchandising, 


field staff and factory advisory facilities. 


Write for details of the 
Condor Franchise. 


ei er 
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After the Salesmen’s Calls — | 


Who Represents You | 
With The Buyer? 


You are spurring your salesmen on to super efforts these days in 
order to capitalize on the improvement in business. 

They are getting in to see the buying factors among old customers 
and new prospects—placing your lines before them—securing orders 
where orders are ready to be given. 

But are you "consolidating your position’ as the good military 
leader does when his attack is successful? Are you sure you will get 
the orders you want when your salesmen have left to establish your 
company elsewhere? 

An up-to-date catalog of your line is an ever present salesman for 
your house—a business "consolidator" if ever there was one. 

The Cuneo way enables you to build a modern catalog inexpen- 
sively, and, at the same time, emphasize your major lines. Our 
thousands of pages of individual units, 
our skilled artisans and the resources and 
facilities of our great plant assure you 
a good job. 


Write for details 


TWO BRAND NEW CATALOGS 
JUST PRINTED BY 


CUNEO 


These two "'silent salesmen" are on the job 
every hour in the day, every day in the 
year—in thousands of industrial plants, sup- 
plementing the work of the salesmen of 
these two distributors. 























The Cuneo Catalog Service Co., Cuneo Catalog Service Co. 
2242-@rove Street, 2242 Grove St. 
Chicago, Illinois, Chicago, Ill. 
Gentlemen: 
Gentlemen: 


We have held off writing you relative to our 1954 catalog 
which you just recently produced for us, until such @ time 


We want to acknowledge receipt of our #35 as we had the reaction and honest opinion of our retail 


Catalogs and express our appreciation for the splendid What Cuneo dealer friends and our salesmen. The response has been 
way in which your organization cooperated with us by very gratifying. 
following out our ideas in the compiling of this has done for 
catalog. these compa- The manner in which you handled the production of this 
T nies, itcan book relieved us of a great amount of detail work here in 
. he comment of both our own salesmen and ' the office. It has saved us considerable time and has 
our customers have all been very complimentary, do for you— given us the best and most economical catalog we have ever 
We are quite confident that this catalog quickly and issued. This opinion covers all phases of the work: com- 


will bring us enough additional business to pay for 


pilation, composition, printing, and binding. 
itself within a reasonably short period of time. 


economically. 





Ne want you to know that we are “all for” every member of 
Yours very truly, your organization and the splendid manner they have co- 
operated in producing this new book. 
CENTRAL RUBBER & SUP 






co. 
Yours very truly, 


WV. i BLISH, MIZE & SILLIMpN/HARBFARE\COMPANY 
| JHReLK $. 4. Ruddell. . : : 
j 


| THE CUNEO CATALOG SERVICE CO. 


| Twenty-Second ie Canal dine Grove Sts. 
| CHICAGO ILLINOIS 
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IMPERIAL 





mS Fittings 


On 


Imperial makes a complete brass fittings service for gas, air 
and oil li =or trucks, buses, oil burners, 
refrigerators, air conditioning, ete. Each fitting is carefully 
machined and finished so that no burrs are left to remain 
loose and possibly clog up lines or interfere with moving 
parts. 





Imperial Solder eal 


Licensed under patents Nos. 1,770,852; 1,776,502 and 1,890,998. 


Sty 


Mill Supply Distributors who are interested in the sale of 
fittings for refrigeration and air conditioning work will find 
real opportunities for profits in the new Imperial Line of 
Solder Fittings. Complete information furnished on request. 





iene Tu be Cutter 





The Imperial Tube Cutter cuts copper, brass, block tin and 
lead tubing of all sizes from 3/16"’ to %’’. It makes a right 
angle cut quickly and cleanly, leaving no burrs or chips to 
clog the line. Cuts tubing in a fraction of the time re- 
quired by old methods. Imperial Tube Cutters, Tube 
Benders and Flaring Tools provide wide and profitable sales 
opportunities for distributors, especially to the refrigera- 
tion, industrial and automotive trade. 






Sette Faucet 


Sette Faucet —for oil, gasoline, 
kerosene, alcohol, anti-freeze solu- 
tions, lacquers and many other 
liquids—has metal to metal seat 
and lever handle, is automatically 
self-closing, easily locked in open 
or closed position and not affected by heat or 
cold. Has %” iron pipe thread with large hex. 


Oo 


The Imperial Lines of Paint Spray and 
Welding and Cutting Equipment are com- 
plete, modern, efficient and low cost in 
operation. Detailed information gladly 
furnished distributors. 


= AY rr 0 Ont 
oS 


FAST SELLING 
LINES 


in 
One Strong Distributor 
Set-up 


IMIPERIAL—Brass Fittings 
IMPERIAL—Paint Spray Equipment 


IMPERIAL- Welding and Cutting 
Equipment 


| Vi PER A L- Tube Cutters, Tube 
Benders and Flaring Tools 


SETTE FAUCETS 


That is variety and completeness—a combina- 
tion of products that means real sales opportuni- 
ties wherever you call. 


There is no question about the efficiency, dura- 
bility and economy of Imperial Products. They 
are known throughout industry for design, quality 
materials and skilled workmanship incorpor- 
ated in every item. 


Imperial's distributor policy calls for protection 
on sales, intelligent cooperation and good mar- 
gins of profit. 


Our lines and our distributor plan 
will appeal to you. Your inquiry 
for complete information is invited. 


IMPERIAL BRASS 


MANUFACTURING CO. 
CHICAGO, ILL 


511 S. Racine Ave. 
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FAIRBANKS 
VALVES 


mee 6 «% 
Steam 
Water 
Gas 
Oil 
Air 
Acids 


Ms 6 « 

Bronze and 
Iron Con- 
struction 





A type for 
every service 


WHEELBARROWS 





With Wood or Steel Frames, 


to meet every demand 





HAND 
TRUCKS 


All Kinds 
All Sizes 


in 
Standard 
and 
Special 
Construction 
with 
any kind 
of wheel 
and 
any kind 
of caster 

















aa 


THE FAIRBANKS COMPANY 


New York 


Un. en 





Fairbanks Co-operates 100%, with Jobbers 


Talk with any distributor and he will tell you that 
you can get full cooperation from The Fairbanks Com- 
pany—tell you that you need not fear losing business, 
because our men do not come into your territory and 
“pick the plums.” 


Cooperation with distributors has been our slogan 
for a great many years. Distributors have brought 
their problems to us and we have taken our problems 
to them. Obstacles that might not have otherwise been 
so readily overcome have been swept aside by joint 
action at friendly conferences. 


On our part, we have always given to the distributing 
trade a line of valves, trucks, wheelbarrows, etc., that 
we could conscientiously stand back of. Through a 
long period of years “Fairbanks” products have been 
recognized as standard. To handle these goods is to 
share the prestige of an old established line that has 
won the recognition of buyers everywhere. 


We are proud of our distributing connections and 
of the spirit of cooperation that has always existed 
between distributors and our organization. 

The “Fairbanks” is a good line to tie up to, because 
it sells on sheer merit, and you can be sure that we will 
stand back of you and make good, if necessary, without 
quibbling. 


Write for our catalog and special proposition to dis- 
tributors. 


Manufacturers of Valves, Trucks and Wheelbarrows 
Boston Pittsburgh 


Distributors in Principal Cities 














lee bie aie ais: 2 
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Supporting every Barnes distributor 
—an organization tuned to meet 
present day needs 


MODERN PLANT 


MODERN EQUIPMENT 


EXPERIENCED PERSONNEL 


Bae three important factors combine to make 
Barnes Blades ‘Professional’ Blades. 


Barnes executives are thoroughly familiar with all 
phases of manufacturing and distribution through indus- 
trial supply houses. Long experienced, highly skilled 
Barnes mechanics work under ideal plant conditions. The 
most modern equipment insures uniformity and accuracy 
in all manufacturing processes, including heat treatment. 


This explains why Barnes Blades cut swiftly, cleanly and 
smoothly and retain their cutting edge longer—why they 
help to increase production as they hold down cutting 
costs. 


You can guarantee real hack saw performance at low 
operating cost when you sell Barnes Hack Saw Blades. 
It doesn't matter whether your customers wish to cut 
monel metal, stainless steel, chrome molybdenum steel 
or tubes, or any other metal; Barnes Blades will do the 
job better. 


BARNES 

RED ARROW 
High Speed Steel 
Hack Saw Blades 


“The a a of 
Them All” 


Barnes makes a complete 
line of Hack Saw and 
Band Saw Blades for sale 
through distributors. 


2 


Our plan of selling through 
selected distributors— 
with a good margin of 
profit and intelligent sales 
help—will interest you. 


W. O. BARNES CO., INC. 


1297 Terminal Avenue « « 


and Leading Jobbers Everywhere 





DETROIT, MICH. 
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Jones Distributors Are Able To Serve Their Industries 
With A Complete Line Of Power Transmitting Equipment 


JONES-TIMKEN PILLOW BLOCKS 
JONES-TIMKEN HANGER BEARINGS 
WORM GEAR REDUCERS, ROLLER BEARING EQUIPPED 
HERRINGBONE REDUCERS, ROLLER BEARING EQUIPMENT 
OPEN AND ENCLOSED TYPE FRICTION DISC CLUTCHES 


BABBITTED TYPE PILLOW BLOCKS AND HANGER BEARINGS 
CUT AND CAST TOOTH GEARS ee CAST IRON PULLEYS 


FLEXIBLE COUPLINGS ee V-BELT DRIVES 2 9 JAW CLUTCHES 


JONES DISTRIBUTORS CAN SELL THE RIGHT DRIVE FOR EVERY JOB 





W. A. Jones Foundry & Machine Company 


4401 ROOSEVELT ROAD, CHICAGO 











| 
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BELMONT DISTRIBUTOR 
CO-OPERATION.-- 


2 Fe TRIN T 


oS caren Po em 





E understand the problems confronting your sales- 
; aa men in their daily calls on industrial buyers. For 
BELMONT PACKINGS that reason we have been able to construct a thor- 
ACTUALLY DO LOWER oughly helpful plan of cooperating with you. 
REPLACEMENT COSTS 
The BELMONT SALES PLAN actually enables distributors’ 
salesmen to achieve maximum success in selling the Belmont 
line. Consider these outstanding factors: 


1. Belmont Catalogs in which all Belmont packing types 
are shown, together with recommendations for every 
packing service. 


2. Belmont Sample Kits containing samples of all major 
types of Belmont packings. 








3. Consistent advertising in the leading industrial publica- 
tions. 


THE BELMONT PACKING & RUBBER CO. 4. Effective sales literature for your use in direct mail 
a a advertising. 


CG he co lete detail ‘e © : 
peg Reena’ Aggy There is a Belmont Packing 
aa tie for every service”’ 


THE BELMONT PACKING & RUBBER COMPANY 
Butler & Sepviva Streets Philadelphia, Pa., U. S. A. 
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We also manu- 
facture Dardelet 
Thread Screws 








“Ny 7 TheWmH 
J f ———7 ‘ ¥ ; 
g f ) é 
\ i ( \— / } / | . 


Company, York, Pa. - 
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REMEMBER 


(MILWAGIKEE | 


MEANS 
BRUSH EXCELLENCE 


If you want a line that has sales possibilities on every call you make— 








If you want to be in a position to offer the right brush for each industrial 
application— 


If you want to be sure that every brush 
— will give your customers maximum 




















service— 


If you want to make a profit on every 
sale fully commensurate with the time 
and effort expended— 

Then we earnestly recommend that 


you investigate your opportunities 





“MONOBILT” WIRE 











+ h i] sities aie 
i ci i] CHANGEABI E 
<_< MILWAUKEE INDUSTRIAL BRUSHES =|) “'¢eSt8is 





You can do a good steady volume of | 
businesss the year ‘round with the Mil- 1] 
waukee Industrial Brush Line—on a very 
small investment. Every sale you make 
will create more effortless sales, because 
Milwaukee Brushes are strona "repeat- 





MILWAUKEE CURVED BACK HT] ers. 
SOLID BLOCK WIRE BRUSH iti “DI-BILT” 
= WIRE WHEEL 
BRUSH— 
ALL METAL 
CENTER 





ROUND STEEL WIRE HAND BRUSH GENERAL PURPOSE SWEEPING BRUSH 


THE MILWAUKEE BRUSH MANUFACTURING Co. 


2212-2236 North 30th Street MILWAUKEE, WIS. 
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WOOD'S 
V-BELT 
-DRIVES— 














T. B. Wood's Sons Co. is licensed 

by AllisChalmers Mfg. Co. to manu- 

facture and distribute Multiple V-Belt 

Drives under United States Patent 
No. 1,662,511. 





Authorized Dealer Agencies are being established for Wood’s 
V-Belt Drives or for Wood’s Sheaves to be used with any 
Licensed V-Belt. 


The V-Belt Line is a valuable addition to the complete line 
of Wood’s Power Transmission Appliances. 


T. B. Wood’s Sons Co., Chambersburg, Pa. 


Licensed Manufacturers of V-Belt Drives 


and Makers of a Full Line of Power Transmission Machinery 
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The Need for Portable Grinders 
is Growing Every Month 


There isa (Joop Prorit 


in Pushing Dumores Now! 


The New Dumore 
No. 8 H. G 
Hand Grinder 


Che latest Dumore achieve- 
ment—a new, light weight, 
high speed hand grinder 
for use in tool rooms; pat- 
tern, machine and engrav- 
ing shops. Weighs only 
1 Ib., 10 oz., powered by 
1 40 H.P. Dumore Motor., 
A. C. or D. C., operating 
at 15,000 R. P. M. So 
balanced it can be used 
like a pencil. Complete 
with extra equipment — 
$17.50. 





All around you—in plants and shops of 
every type—the need for modern grinders 
has been growing month by month. 


With DUMORE, you can offer a grinder for 


every grinding purpose — fast, accurate, 
powerful, economical. 


The performance quality of the DUMORE 
Line is outstanding. This becomes immedi- 
ately obvious to the men on whom you call 
—once they have the facts. 


If you sell Dumores, you will enjoy more sales 
—more profits per sale—maximum returns 
for the amount of effort you expend! 


Ask for complete information on the Dumore 
Line. Look into our strong distributor policy. 
It provides for sales exclusively through dis- 
tributors, limited in number according to 
size of territory. Investigate our successful 
methods of cooperating with distributors’ 
salesmen. 


Now is the time to act. It means dollars 
and cents to you. 


The Dumore Company 
101 Sixteenth St. 4 +4 Racine, Wis. 


\ ey) _ Ge 
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A NEW 7OOOLB. RIGID HANDLE 


Astonishing Strength in New Wrench Handle of Super-X Alloy Metal 


Hook and Heel Jaws 


Have Always Been 
Chrome Molybdenum 
Nickel Steel 





Riga|iDstill has the unbeat- 
able advantage of the guar- 
anteed housing. You simply 
cannot warp or break it. The 
adjusting nut spins freely in 
its open socket, in every 
size, 6” to 60”. 


Nor can you lock this wrench 
on a pipe no matter what 
load you put on it. Instant 
grip, instant let-go. 


There's an accurate pipe 
scale on the hook jaw and 
a handy hang-up hole in the 
end of the handle, which is 
the most comfortable to the 
hand of any wrench we 
know. 


For safety, long life, free- 
dom from repairs and pleas- 
ure in using it, RIZAID 
is unequalled. 


THE RIDGE TOOL CO. 


ELYRIA, OHIO, U. S. A. 


NORE ORR 


SL 9.0N3d “ivd WHVW CUPS I Sd ove 


SNOB ARES NRO DRED 


Cane RO RROD. CABOOSE RE AREAS 


STA NR ERR 





Ss 


HE Rit@aip handle and housing 
7 are no longer made of malleable 
iron. 


We have developed a new metal 
called Super-X that is neither malle- 
able nor steel—but has the advan- 
tages of both. 


This new metal more than doubles 
the strength of the old RiIBaID 
Wrench. 


The new RIgaID All-Alloy Pipe 
Wrench is still unique in strength and 
in use—satisfaction. 


Picture shows scientific test 
of rignip 24” stock 
wrench. Load of 6500 to 
7000 Ibs. applied 9/2” 
from jaw. Wrench entirely 
undamaged by test. Com- 
plete details of test on 
request. 





For instance, in 24” size, handles and housing of 
Super-X metal holds a load of more than 33-inch 
tons 9!/,” from the jaws. No pipe on the handle 
can carry enough men to equal half of that. 


Both hook and heel jaws have always been made 
of chrome molybdenum nickel steel—the finest 
alloy for the purpose. Both jaws are replaceable. 


Add all the other RitmmiD advantages to this 
tremendous strength and you have a pipe wrench 
unequaled anywhere at any price. 


That makes it easy and profitable to sell, a staple 
product with a specialty sales story. 








| 


PIPE WRENCHES, CUTTERS, VISES, THREADERS 
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“VICTOR” 


Balata Belting 


Water-proof, weather-proof, durable, strong, and sani- 
tary. The best all-round belt for driving, conveying, and 
elevating. 


“AMPERE” 


Canvas Stitched 
Belting 





The most complete line of Textile Recommended for agricultural purposes, also as a con- 
P veyor belting for packages, minerals, foodstuffs, etc. 
Belts, which affords protection and a Can be furnished in Red, Black, or paraffin treated. 


; "VICTOR" THRESHER AND TRACTOR BELTS. 
satisfactory margin of profit to Mill 


Supply Houses. “EASTON” 


Solid Woven Cotton 
Belting 


For bakeries, candy factories, flour mills, package con- 
veyors, etc., and general light conveying. 


Pr 
Other well-known VICTOR brands: 


FLEXMORE Balata Belting 

PALMETTO Solid Woven Cotton Belting 
PENNTEX Solid Interwoven Belting 
WEARTEX Solid Interwoven Belting 
VICTOR Balata Hydrant and Pump Valves 


Our Market Application Chart will help your Sales Department 
develop satisfactory belting business 





IES NIE IE BNE IP BEE EI RAISE SERIE TR EENE CLL ES IS CAREED ERLE. INTE r — 





VICTOR BALATA & TEXTILE BELTING CO. 


53 Park Place, New York 345 West Austin Avenue, Chicago 
FACTORIES, EASTON, PENNSYLVANIA 
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For Fifty Years 


Quaker City Rubber Company has been 
diligently serving the Distributor. The 
Quaker Policy is based on full, whole- 
hearted cooperation. 


With this faith in the Jobber, and the 
dominant purpose of progressing with him, 
Quaker has always been alert in adapting 
itself to every changing condition tending 


toward greater coordination with the Dis- 
tributor. 


Proud are we of the fact that some of 
our Distributors have been with us 35 
years—proof of mutual progressiveness. 
Proud, too, of our record of 50 years’ con- 
tinuous growth, realizing our success is due 
in a great measure to our Distributors, 
plus the consistently high quality of Quaker 
Products. 


i 





Will pay you to investigate further. 


<S 


wo Ly, Wy 





Manufacturers of 





BELTING 
Elevator—Conveyor—Transmission 
HOSE PACKINGS 

Steam—W ater—Air—Garden—Suction P.P.P. Rod—Ebonite Sheet—-Hydraulic 
—Rotary Oil Drill—Chemical—Fire— —Retort, etc. 

Etc. 

Frankford P. O. 
PHILADELPHIA, PENNA. 
CHICAGO NEW YORK SAN FRANCISCO 


cele el ln ln tl lt tt ali lt lt lt il i i al li a a i i i i tl i i ee i i te i et te ee i dee de te i ee ete ene teeta 
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BRUSHES and BROOMS 


These FACTS are Significant! 


As manufacturers of the 
¢2= Capital RED CAP line of 
brooms and brushes, we have a justi- 
fiable pride in our distributing set-up. 


These distributors are nationally 
known and have stayed with us be- 
cause we make a good line and we 
know they have confidence in our 
Sales Policy which has meant so much 
to them. 


Now, with business steadily growing 
better, they are reaping the benefits 
of their loyalty, in better am and 
larger profits. 


This condition should carry real sig- 
nificance to those who are not satis- 
fied with their present brush and 
broom set-up and to them we extend 
a cordial invitation to write for all the 
facts of our Policy. 


INDIANAPOLIS BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 


126 Brush Street 





‘ ab ae Foy Indianapolis, Indiana 
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HOLLOW SCREWS 


‘ni 


» 


°/Chrome- 
Mo-lyls-den-um 


for Dependability 


—in Product and 





Source of Supply 


ADD to dependable value of product the strategic value of a stable supply- 
source: — the sum of these is PROTECTION in your hollow screw buying. 
Assurance of a fair deal and favored position. . . Manufacturers’ requirements 

in hollow screws may best be met by a source of supply no further removed 
than the nearest mill supply house. Mill supply Jobbers are Allen Distributors 


— exclusively. They're backed by a company equipped and determined to care 
for its customers, to their personal and competitive advantage. 


THE ALLEN MEG. COMPANY 


HARTFORD, Conn. WU. S9$.A. 
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Boyer-Campbell Salesman Wins 
Quigley Bowling Tournament 

R. D. Hewson, representing the 
Boyer-Campbell team of Detroit in 
the national championship of the 
Quigley distributor bowling tourna- 
ment, won the individual title with a 
total of 1149 pins for six games, an 
average of 191.5. Sam Decker of the 
Quigley Company’s home office was 
second with 1138 pins for an average 
of 189.7. 

The contest climaxed the current 
season’s tournament sponsored by the 
Quigley Company among its distribu- 
tors. Men with the highest average 
season score were selected to partici- 
pate in the finals in New York as the 
guests of the Quigley Company. 

The finalists were Karl Shaffer, 
Great Lakes Supply Company, Chi- 
cago, with a season average of 200.4; 
Bob Hewson, Boyer-Campbell Com- 
pany, Detroit, 179.4; George Malosh, 

3ietenbender Company, Scranton, 
Pennsylvania, 1788; “Whitey.” 
Smolky, F. B. Stevens Company, De- 
troit, 176.1; “Curt” Blood, Cutter, 
Wood and Sanderson Company, 
Boston, 99.4 (candle pins) and Sam 
Decker, Quigley Company, 188.2. 

The referee was “Pete” Boylan, 
sales manager, W. M. Pattison Sup- 
ply Company, Cleveland, and former 
amateur bowling champion of Ohio. 
Pete engaged in a special match 
against “Q” Quigley on the first 
night of the tournament. Mr. Quig- 
ley’s “gutterball” was performing in 
fine shape. He got revenge on Pete 
later, however, when he induced the 


MANUFACTURERS 


TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed and 


other facts of interest 








little Irishman to engage him in a 
game of candle pins. 

The national team championship 
trophy was awarded to the Great 
Lakes “Hearth-Cretes” and accepted 
at the banquet on Sunday night by 
Karl Shaffer. The winning team had 
a season average of 167.5. 


en 


M. P. E. A. Engineer on Three 
Month Trip 

Victor A. Hanson, research engi- 
neer, Mechanical Power Engineering 
Associates, is on a three month trip, 
holding distributor meetings in the 
following centers: Detroit, Chicago, 
Minneapolis, St. Paul, Winnipeg, 
Vancouver, Seattle, Portland, San 
Francisco and Los Angeles. 


———>—_—. 


Lunkenheimer Official Dead 
Alfred J. Jupp, a vice-president of 
the Lunkenheimer Company, Cincin- 
nati, died suddenly at the Roosevelt 
Hospital, New York, on April 10, 
while on a business trip. 
Born in Cincinnati June 25, 1875, 





Mr. Jupp entered the employ of the 
Lunkenheimer Company in May, 
1890. In 1896 he was made New 
York representative, returning to the 
home office in 1913. 

Mr. Jupp was active in the Manu- 
facturers’ Standardization Society 
and also contributed the greater part 
of his time during recent months to 
code work in the Valve and Fittings 
Industry. 


cmenccmemnensiliieasionens 


F. F. Seaman Heads Electric Hoist 
Group 

At the seventeenth annual meeting 
of the Electric Hoist Manufacturers 
Association held) in Washington, 
D. C., on April 2, Frank F. Seaman, 
general manager of the hoist and 
crane division, Robbins and Myers 
Sales, Incorporated, Springfield, 
Ohio, was elected chairman of the 
association, succeeding Donald B. 
Patterson, vice-president, Harnisch- 
feger Corporation, Milwaukee. 

Carl O. Hedner, Yale and Towne 
Manufacturing Company, Philadel- 
phia, was elected vice-chairman. 





The finals of the distributor bowling tournament sponsored by the Quigley Company and held in New York on April 20 and 21, 


produced champions, a good time and some excellent scores. 


In the group at the left are the following finalists: Front row, left to 


right, Sam Decker, Quigley Company, runner-up; Curtis Blood, Cutler, Wood and Sanderson, Cambridge, Massachusetts; R. L. Hewson, 
Bayer-Campbell, Detroit, the individual champion; rear row, W. Smolky, F. B. Stevens Company, Detroit; Karl Shaffer, Great Lakes 
Supply Company, Chicago; and George Malosh, Bietenbender Company, Scranton, Pennsylvania. The center picture shows Jimmy 
Smith, world-famous Kegler, explaining a fine point to Pete Boylan, W. M. Pattison Supply Company, Cleveland, the referee, who 


is no mean bowler in his own right. 


A special match game was rolled by the foursome at the right, which consists of Pete Boylan, 


Howard Gaylord, sales manager of the Quigley Company, W. S. Quigley, president of Quigley Company and Jimmy Smith. Scores 
were suppressed on this “game of the century.” 
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P, EOPLE are not only buy- 
They are 
about 


ing more today. 
thinking more what 


they’re buying. 


The distributor, therefore, who 
stocks a quality line of unions give | 
himself a double advantage. He is | 
not only able to give satisfaction to 
his trade but he is also building re- 
peat union business. 


Buyers know the significance of 
the phrase “Dart-bronze to bronze- 
unions.” They know it stands for 
the finest unions that can be pro- | 
duced. 


That is why dart unions are easy to 
sell and why they stay sold. 


| fees 


( BRONZE-TO-BRONZE 


TEES—UNIONS—ELLS—SCREW ED—FLANGED 


E. M. DART MFG. CO. 
PROVIDENCE, R. I. 
Sales Agents: 
The Fairbanks Company, New York 


and at all branches 


Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada 


manager. 


| from coast to coast. 


Chicago Wheel Official Dead 

In the death of E. H. 
retary of the Chicago Wheel and | 
Manufacturing Company, early in 
Apral, a pioneer was lost to the grind- | 
ing wheel industry. Mr. Bruner, who | 
had just passed his sixty-first year, in | 
1896 became associated with Henry | 
I. Miller, the founder and present | 
directing head of the company, who 





Henry E. Miller | 
then was treasurer and secretary of 
the Chicago Corundum Wheel Com- 
pany. Four years later, Mr. Bruner 
was taken into the firm and appointed 
secretary, a position held by him until | 
the time of his death. Arthur T. Dal- 
ton, formerly manager of the Detroit 
branch of the company, has succeeded 


|} to the secretaryship of the company, 


besides being made sales promotion | 
Henry E. Miller continues 

president of the company; Irving 
Danielson, vice-president, and Arthur | 
J. Miller, treasurer. 

“Our company keenly feels the loss 
of Mr. Bruner,” said President Mil- 
ler. “He was with the company from 
the early years of 


its activities and | 
had a very wide acquaintance in the 
industrial field ; in fact, he was known 
Mr. Bruner was | 
very active in church and missionary 
work and he called bee-keeping his | 
principal diversion or hobby. | 
“He was | 
Rockford, Illinois, and came of Penn- | 
sylvania Dutch parentage. He _ 
} 

| 


raised on a farm near | 


tended Beloit college, later traveling 
for a glove and buggy-whip concern 
for about two years. 
with our company were as 
keeper and stenographer. 

“Mr. Bruner during his connection 
with our firm contributed a great deal | 
to its growth from a modest begin- | 
ning to our present international dis- | 
tribution of our grinding wheels oad, 
every purpose. 

“Mr. Dalton comes to our Chicago 
headquarters with a background of | 


His first duties 
a book- 


| Sizes: ™%, 





iraner, see-/ 9 TANDARD— 


the substantially 
constructed elec- 


trical tool 
General Electric Motors. SKF Ball Bearings. 





ELECTRIC DRILLS 


5/16, %. Me. %. %. %, 1, 1%. 


1%”. Bench Drill aoads for all sizes. 


COMBINA- 
TION 
INTERNAL- 
EXTERNAL 
GRINDERS 


Sizes: %4, 
and 1 4H.P. 
Speeds up to 
20,000 r.p.m. 


TOOL POST 
GRINDERS 


% and % HP. 
Also Angle Plate 
Grinders, % H.P. 

up to 10 H.P. 


Planer and Boring 
Mill Grinders. 





PEDESTAL GRINDERS 
1% H.P. up to 15 H.P. 
Also Bench Types. 
Buffing and Polishing 
Machines. 








NEW! weET TOOL GRINDER 


1/6 H.P. G. E. motor. 12x1%x%”. Sandstone 
Wheel, 87 r.p.m. Weight, 95 lbs. Particularly 
for School Shops. Also for Pattern, Woodworking 
Shops, etc. 


BLOWERS: Exhaust, Portable. 
Cutters. SPECIAL MACHINES. 


GRINDERS: Portable, Ring Wheel, 
able Speed. 


BUFFERS AND POLISHERS: 
Portable, Bench, Pedestal, 
Belt Driven. 


Tile and Marble 


Dise, Adjust- 


Variable Speed- 


Write for Catalog. 


The 


| Standard Electrical Tool Co., 


| 1948 W. Eighth St., CINCINNATI, OHIO 
Established 1912 





: 
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wide experience in the grinding wheel ) 


field. Prior to his services with this 
company as manager of its Detroit 
branch, he served for six years as a 


representative of the Norton Com- | 


pany in the Detroit territory.” 
a 


Oliver Brothers Opens Chicago 
Office 


Oliver Brothers, Incorporated, has | 


opened a Chicago office at 2503 


Buckingham Building, 59 East Van | 


3uren Street. 
son Oliver. 
The Pittsburgh office will be con- 
tinued at Post Office Box 362, North 
Side Station. 
amills 


Sprout, Waldron Official Dead 
Charles M. Waldron, president of 
Sprout, Waldron and Company, In- 
corporated, Muncy, Pennsylvania, 
died on Sunday, April 22. 


—- =~ 


It is in charge of Wil- 


Stephens - Adamson Reopens Pitts- 
burgh and Huntington Offices 
Stephens-Adamson Manufacturing 
Company, Aurora, Illinois, maker of 
conveying equipment, has reopened 


sales-engineering offices at Pittsburgh 


and Huntington, West Virginia. 
The Pittsburgh office, located at 

1206 Gulf Building, is under the su- 

pervision of Harry W. Banbury, who 





Harry W. Banbury 


has long been associated with the firm 
as purchasing agent and special sales 
engineer. 

The Huntington sales and engineer- 
ing will be handled by D. W. Allen, 
a tipple and conveyor expert with 

ears of experience in the West Vir- 
cinia district. 





One DemonstrationSelisThem 


MEYER QUICK COUPLINGS 


for Every Industrial Use 


Here are the distinctive features that 


sell MEYER QUICK COUPLINGS: 
1. FAST—POSITIVE—TIGHT! Connects by 


a direct push. An easy twist disconnects. 


FREE-SWIVELLING AT ALL PRES.- 
SURES. 


NO THREADS TO CROSS. 
- NO WASHERS TO LOSE. 


CAN BE CONNECTED OR DISCON.- 
NECTED WITH ONE HAND. 

THE GREATER THE PRESSURE— 
THE TIGHTER THE CONNECTION. 





ype oN 


> 


Now selling to many Users, among them 

Manufacturers, Distributors and Users of: 
Service Station Equipment 
Automotive Equipment 


Gasoline Tank Truck and 
Loading Rack Use 


Pneumatic Tools 

Garden Supply Houses 

Compressor Manufacturers 

Paint Spray Gun Manufac- 
turers 





No. D-310 
For Air 


TEST SAMPLE AND DATA FURNISHED ON REQUEST 


MEYER COUPLING COMPANY. 


324 North San Pedro St. 


Ine. 


Los Angeles, California 














Facts For DISTRIBUTORS 


The use of American Swiss Files of Precision for 33 years by 
discriminating mechanics is proof of their uniformly high 
quality. . 

The sale, by distributors, over a like period is evidence that our 
sales policy, quality of products and service are satisfactory. 


y) 

Mill Supply Distributors who are not acquainted 4 
with our policy and product might do well to. 
secure complete information, as they will find it / 


to be both profitable and beneficial. [ 












Ask any distributor or user of our prod- f 
uct what he thinks about American E 
Swiss Files of Precision. ¥ 


pres aN 





Swiss 


Precision Files 


American Swiss File & Tool Co., exizasetn, wn. J. 
ALSO MANUFACTURERS OF MECHANICS HAND TOOLS AND KNURLS 
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for the new 
three light 
Lamps 

& 


Reasonable 
in Cost 


An 
Unusually 
Wide Range 
of Usefulness 


Every bale of 
BLUE GRASS 
Wiping Cloths 
carries the sworn 
affidavit prescribed 


for members of the 
Sanitary Institute of 








In planning your selling for 
greater volume —remember to order 


BLUE GRASS 


WIPING CLOTHS BRAND 







Levetter 


No. 201 





Switch 


Here is a new model in the reliable McGill Levo- 
lier Line of Switches—designed to control the two 
filament lamps. The size is exactly the same as the 
well known Levolier No. 61 switch. It incorpo- 
rates the lever operating mechanism and the easy- 
to-wire features found in all Levolier switches. 

The market for the new three-light-level, two- 
filament lamps is extensive, so you will find many 
opportunities to utilize this new No. 201 Levolier 
two-circuit switch. It will give you an opportun- 
ity to build up an additional volume of profitable 
business. 





Write us for complete information and price 
on this new No. 201 Levolier. 


Pac GILL 





VALPARAISO" INDIANA 
Box No, 669 





cRABSRIRE 


Lea 








EXCLUSIVE WIPING CLOTH 
MANUFACTURERS FOR 20 YEARS 


"Blue Grass" Wipers 
are safe — sanitary — de- 
pendable. They are Amer- 
ican-made, carefully sort- 
ed, processed and steril- 
ized to make them clean, 
soft and absorbent. 


Our distributor arrange- 
ment will save you money, 


America that the wipers contained therein as it has more than 150 of 


are correct in weight and meet all regulations 
of state and city health departments as to 
safety and sanitation. 


our jobbers. Write for 
complete details. 


LOUISVILLE SANITARY WIPERS CO., INC. 
759-65 S. Preston St., « « « LOUISVILLE, KY. 


McGILL 
2-Circuit 















a 





H. C. Pond 


Arrow-Hart Executive Dead 
Harvey Clark Pond, director and 
vice-president of The Arrow-Hart 
and Hegeman Electric Company, 
Hartford, Connecticut, passed away 
on Thursday, April 12. 


— 


Falk Corporation Appoints Pittsburgh 
Manager 

David Adams has been appointed 
Pittsburgh district sales manager of 
The Falk Corporation, Milwaukee, 
succeeding W. O. Beyer, who re- 
cently resigned to become a member 
of the Pittsburgh Civil Service Com- 
Inission. 

Mr. Adams has been with the 
alk Corporation for the past four 
years in the sales department at Mil- 
waukee. Previously he had been with 
National Malleable and Steel Cast- 


| ings Company, Bucyrus, Ohio, in 
| charge of foundry and sales. He 


was graduated from Rensselaer Poly- 

technic Institute in 1914. His office 

will be in the Grant Building. 
a 


Goodrich Announces Pension Plan 

A retirement pension plan for all 
classes of workers has just been an- 
nounced for employees of The B. F. 
Goodrich Company and subsidiary 
companies in the United States and 
Canada by J. D. Tew, president. 

The Goodrich pension plan assures 
income to men and women on retire- 
ment and it is estimated will result 
in the accumulation of $1,500,000 
for company employees annually. 

The amount of the pension will de- 
pend on the length of the employee's 
membership in the plan and is based 
on average weekly earnings. /m- 


| ployees who participate will make 








small weekly payments and the Good- 
rich Company will make the neces- 
sary additional contributions. 


————————— 
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@ Vibration 
makes trouble for ordi- 
nary unions... but not 
for U. S. Unions. They’re 
sealed four times in a 
grip that resists leaking 
or loosening under the 
worst conditions. 

Go after the hard-to- 
please customers. Show 
them that U. S. Unions 
are leak-proof for the 
most volatile liquids, re- 
main tight after several 
make-ups. 

You'll find they will 
come back for more. 

e 


UNITED SUPERIOR 

UNION CO., INC. 

Division of 

Mergenthaler Linotype Co. 

29 Ryerson St., Brooklyn, N.Y. 

Sales Agents: 
f SHINGLE-GIBB COMPANY 
54th and Gray’s Avenue 

Philadelphia, Pa. 

Branches: 

Chicago; San Francisco; 

New York; Pittsburgh; 

St. Louis; Toronto, Canada 


Representative jobbers de- 
sired in every industrial 
center 


U-S-UNIONS 


SEAL 








| Amthor Moves Plant | 

The Amthor Testing Instrument 
Company, manufacturer of speed re- | 
corders and testing instruments for | 
paper, cordage and light metals, has | 
moved from 309 Johnson Street to 
4-10 Leo Place, Brooklyn. The new | 


| 
| 


plant combines office, showroom and | 
factory on one entire floor and pro- | 
vides more complete facilities for | 
handling increasing business. 





—— > 


Sizer Joins Pyott Foundry 

J. A. Sizer, for many years with the 
W. A. Jones Foundry and Machine 
Company and more recently with the 
Illinois Gear and Machine Company, 
has joined the Pyott Foundry and Ma- 
chine Company, Chicago, to take 
charge of the gear division of this 
company. 

cateitilliiiiitiins 











Northern Incandescent Lamp 
Company Organized 
A reorganization of genuine inter- | 
est has just been effected in the in- 
candescent lamp field. A new cor- 
poration, the Northern Incandescent 
Lamp Company, has been organized 
under the laws of the State of New 
Jersey to take over the business and 
manufacturing plant of the Interna- 
tional Incandescent Lamp Company. | 
The plant, located in Hoboken, | 
New Jersey, has a capacity of over | 
three-quarter of a million lamps per 
month, and is the largest of the non- | 
affiliated manufacturing units in the | 
United States. In addition to modern 
automatic machinery, the new corpo- 
ration has installed extensive labora- 
tory equipment for checking, testing | 
| and rating of lamps. 
| The company will manufacture in- 
|candescent lamps under the brand | 
name of ‘Northern Lights.” 


| name o' gi | 
| It will be the policy of the com- | 
| 








pany that all contact with distribu- | 
tors be maintained by an officer of | 
| the corporation, thus assuring close | 
|coordination between factory and | 
field. In charge of this work are the 
two vice-presidents of the company, 
Louis M. Rosenthal and A. Irving 
Boyer, Jr., who, at present, are en- 
gaged in seeking representative dis- 
tribution in parts of the United 
States where territory is still open. 

In addition to an aggressive mer- 
chandising and advertising program, 
sales helps in the form of counter | 
displays and circulars are now in| 
work and will shortly be available to 





distributors and dealers. 





WRIGHT 
High-Spee 
Chain Hoist 


21 Points of Superiority 
* 
Write for descriptive 


catalog today... 


o 
WRIGHT MANUFACTURING 
DIVISION OF AMERICAN 
CHAIN CO.,Inc., YORK, PA. 
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WITH 


VEELOS 
AND 
HEMEK 


Every industrial plant, every 
brick, sand, clay and stone estab- 
lishment—in fact, every place 
where belts are used—provides 
a prospective market for these 
two great performance lines 
today. 

VEELOS Genuine Balata is 
guaranteed to give the finest and 
most economical service for the 
every day run of transmission, 
conveying and elevating applica- 
tion. It runs true and smooth. It 
does not shrink or stretch. It 
transmits ALL power — without 
loss. 

Your customers will like it. 

And HEMEK Canvas Stitched 
Belting will fill the bill to a "T" 
when it comes to the tough and 
heavy conveying, elevating and 
transmission jobs. 





You can make your belting 
business produce real volume and 
good profits for you this year by 
selling the VEELOS-HEMEK com- 
bination. Ask for our liberal dis- 
tributor terms. 


MANHEIM MANUFACTURING | 
& BELTING COMPANY 
MANHEIM, PA. 





2 SAS a 
POWER TRANSMISSION 
CONVEYING 


AF tent wt A Nth me iP 


GENUINE 


BALATA BELTING 








| periences. 
| lowing points: 
> 


| ity 


ELEVATING | 


Chicago Pulley Raises Salaries 


S. A. Ellicson, president, Chicago | 


Pulley and Shafting Company, Chi- 
cago, has announced an increase of 
10% on all salaries and wages, effec- 
tive April 9. 
— 
Code Authority Forum 
Convention 

One of the meetings 
the American Supply and Machinery 
Manufacturers’ Association for the 
Cincinnati convention is 
forum for code authority members 
of various industries. 

The theme of the meeting will be 
“Exchange of Code Authority Ex- 
* It will touch on the fol- 
results of enforce- 


Planned at 


ment or compliances, open price ar- | 
rangement, degree of market stabil- | 
feeling of labor | 
about shorter hours, classification of | 
| customers and marketing provisions | 


under codes, 


to foster firm resale prices. 
eal 

American Swiss Appoints 

Four Distributors 
P. F. Reichhelm, president, Amer- 
ican Swiss File and Tool Company, 
lizabeth, New Jersey, has 
nounced the appointment of the fol- 
lowing new distributors; 
Iron Stores Company, Milwaukee: 
Nlinger-Dills Company, Dayton; M. 
L.. Foss, Incorporated, Denver, and 
C. <A. Templeton, 
Waterbury, \ll 


Connecticut. will 


carry a complete stock of the com- 
pany’s product. 





A buyer (guess which), his secretary and 
two manufacturers’ representatives. From 
| the left: Stanley Sheldon, buyer, Man- 
| ning, Maxwell & Moore, Incorporated, 
| Jersey City; Miss G. Whelan; Hank Austin, 
| Armstrong Brothers Tool Company, and 
| J. M. Conway, Pyrene Manufacturing 
Company. 





planned by | 





an open | 


an- | 


Western | 


Incorporated, | 


205 W. Wacker Drive, 
30 Church Street 








THESE TWO 
PROFITS 
COULD BE 
YOURS 


Quincy Compressors provide 
TWO sources of profit instead 
of one. 


You profit on NEW business, 
because Quincy Compressors 
meet any competitive test. 


On repeat business, because the 
features that sell Quincy in the 
first place continue to demon- 
strate their high performance 
ability under all operating con- 
ditions. 


Write for details about the 
Quincy line —the Quincy Dis- 
tributor Policy—Quincy Air Engi- 


neering Service. 


Model WWD—Water 
Cooled Duplex, with 
pressure lubrication. 
Any type control. 









MODEL WWC — Water 
Cooled Duplex, with pres- 
sure lubrication. Com- 
pletely automatic includ. 
ing all controls. 


QUINCY COMPRESSOR CO. 


303 MAINE STREET, QUINCY, ILLINOIS 
Chicago, Illinois 
New York, New Yor 


TL 


Compressors 
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V-Belt Drive Hearing Set 

A public hearing on the proposed 
code of fair competition for the mul- 
tiple v-belt drive industry, as a sup- 
plement to the machinery and allied 
products industry’s code, will be held 
by Deputy Administrator L. J. Mar- 
tin on Thursday, May 19, in the 
Carlton Room of the Carlton Hotel. 

The code, sponsored by the multi- 
ple v-belt drive association, provides 
for the wage, hour and labor provi- 
sions of the basic code, and sets up 


the association’s code committee, con- | 
sisting of not less than three nor | 


more than eight members as the tem- 
porary code authority until a perma- 
nent body with the same limitations 
shall be set up within 60 days after 
the effective date. Of this number 
the members of the industry, who 
are not members of the association, 
(if any) may elect one member. 

Provision is made for the estab- 
lishment of a uniform cost account- 
ing system for the industry by the 
Code Authority, open price lists by 
members of the industry, and selling 
below cost is prohibited. 


—+__— 


Brush Manufacturers Vote to Reject 


Code 

At the seventeenth annual conven- 
tion of the American Brush Manu- 
facturers Association, the members, 
in an informal expression of opinion, 
overwhelmingly decided to reject the 
Code of Fair Competition for the 
Brush Manufacturing Industry, as 
approved on March 23. 

This action was taken because of 
the elimination of Articles XIV and 
XV _ which provided for non-waiver 
of Constitutional rights and the right 
to object to any modifications made 
without the consent of the industry. 

The Code Committee was in- 
structed to carry on its negotiations 
with the Recovery Administration to 
the end that these articles be rein- 
stated. 


———<_____ 


Administration Member Appointed 

Arthur D. Smith, Jr., head of 
the Smith Woodworking Com- 
pany, Philadelphia, Pennsylvania, 
was named administration member of 
the Code Authority for the Industrial 
Supplies and Distributors Trade on 
March 3. 

Mr. Smith was also appointed to 
a like position on the Code Authority 
for the Cigar Container Industry. 


ROBBINS & MYERS—a complete 
line and a complete sales 


service 





Trolleys, 


Hand 
Chain 
Hoists, 
Electric Hoists, 
Winches, Hand 
Power and 
Electric Cranes. 


ROBBINS & MYERS, Inc. 


Hoist Division 


SPRINGFIELD, OHIO 


Sold thru Mill Supply Houses everywhere 











WE THANK YOU 


The Sales Policy and the complete line of 
Industrial Tools of this Company are made 
more profitable and attractive to you by the 
code of the Electric Tool Manufacturers. 


We acknowledge with thanks the co-opera- 
tion and constructive suggestions of the Mill 
Supply Distributors in the drafting of a 
code of fair competition. 








pustay 
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THE STANLEY ELECTRIC TOOL CO. 


New Britain, Conn. 
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SELL! 


EVERY CUTTER !S MADE OF QUALITY 
STEEL 
EVERY CUTTER IS MILLED—NOT 
STAMPED 


EVERY CUTTER IS SCIENTIFICALLY 
HEAT TREATED 


That’s why VINCENT- HUNTINGTON 


Cutters last longer 


That’s why VINCENT- HUNTINGTON 
Distributors Sell More 


How is your supply of dressers and cutters? 

lf you are not adequately stocked with 
Vincent-Huntington products, we suggest you 
write us. 


4sk for our new standard punched catalog sheet 
for distributors’ catalogs. Any number supplied 
on request. 


2434 Bellevue Ave. 





+£ VINCENT-HUNTINGTON 


Grinding Wheel Dressers and Cutters 





The VINCENT STEEL PROCESS CO. 
DETROIT, MICH. 











To Distributor Executives: 


When you have gone through this issue of MILL 
SUPPLIES, ask yourself if it would not be worth four cents 
a man to you to be assured that every one of your salesmen 
obtained the full benefit of the many sales-building helps it 
contains. 


At a cost of only four cents a month, you can (as hundreds 
of other distributors are now doing) send MILL SUPPLIES 
to each one of your salesmen’s homes. There, in one or two 
evenings a month, they can absorb enough valuable informa- 
tion to repay you hundreds of times over for the small ex- 
pense you have incurred in sending the magazine to them. 


Send us today the names and addresses of the men who 
should receive the Magazine. A bill will be sent you later. 


MILL SUPPLIES, 520 .N. Michigan Ave., Chicago, Ill. 




















Messrs. McGraw, Detroit representative, 

Hewitt Rubber Corporation, and Bridges, 

Buhl Sons, Detroit, visit Mill Supplies’ 

office in Chicago. When the conversation 

got around to business in Detroit, their 

combined blood pressures reached 621, a 
new all-time high. 


New Yorker Appointed To Machined 
Waste Code Authority 

National Recovery Administrator, 
Hugh S. Johnson, announced on 
April 3, the appointment of Lionel 
H. Bailey of Jackson Heights, Long 
Island, New York, as administration 
member of the Code Authority for 
the Machined Waste Manufacturing 
Industry, succeeding Adolph H. 
Feibel of the NRA. Mr. Feibel re- 
signed from the code authority post 
in line with the policy of relieving 
NRA officials of such duties wher- 
ever possible. 

Mr. Bailey is an architect. He is 
to serve at the pleasure of the .Ad- 
ministrator. The appointment was 
recommended by Acting Division 
Administrator W. A. Harriman. 


—— 


Administration Member Appointed 
for Tackle Block Code 
R. P. Barry of Old Greenwich, 
Connecticut, has been appointed ad- 
ministration member of the code au- 
thority for the Tackle Block Manu- 
facturing Industry. 


Mr. Barry, who is now retired, 
was engaged in railroading for many 
years and was at one time private 
secretary to the late Stuyvesant Fish. 


ns 


Administration Member Named for 
Gear Code 
John M. Wilson, president, Spang- 
Chalfant Company, Pittsburgh, has 
been appointed administration mem- 
ber of the code authority for the gear 
manufacturing industry. He suc- 
ceeds Neal W. Foster. Mr. Wilson 
is also president of the National Sup- 
ply Company of Texas. 


a 
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BUILD PROFITS 


AND 


GOOD WILL 


WITH 


DEPENDABLE 
TAYLOR 
CHAIN! 





During these times discriminat- 
ing jobbers will find profits in 
pushing the sale on lines of de- 
pendable merchandise. 


For sixty-one years Taylor Made 
Chain and Fittings have served 
industry continuously and faith- 
fully. This product hs no sales 
resistance. 


Drop us a line and we shall be 
glad to let you have our com- 
plete merchandising set-up. 


“BEST BY TEST SINCE 1873" 


Box 1297-X 
HAMMOND, IND. 





$.G.TAYLOR CHAIN CO. 











Cordage Code Authority Named 

The National Recovery Adminis- 
tration has approved the election of 
the following members of the code 
authority for the Cordage and Twine 
Industry: F. W. Hackstaff, Ameri- 
can Manufacturing Company; R. J. 
Rauschenberger, Badger Cordage 
Mills; W. B. Cating, Cating Rope 
Works, Incorporated; H. G. Metcalf, 
Columbian Rope Company; W. J. 
Cantwell, Cupples Company; J. U. 
Barr, Federal Fibre Mills; N. M. 
Fitler, Edwin H. Fitler Company; 
C. W. Jordan, Great Western Cord- 
age, Incorporated; R. C. Groendyke, 
J. C. Groendyke Company; W. C. 
Craig, Hooven and Allison Com- 
pany; S. G. McAllister, International 
Harvester Company; T. H. Jackson, 
Thomas Jackson and Son Company ; 
R. L. Morris, L. A. Keely Company ; 
H. F. Mengden, Mengden and Sons 
Company; W. W. Totten, New Bed- 
ford Cordage Company; E. C. Heid- 
rick, Jr., Peoria Cordage Company ; 
F. C. Holmes, 
Company; F. B. McCann, Portland 
Cordage Company; S. F. Downs, 
| Rinek Cordage Company; S. H. 
| Rugg, E. T. Rugg Company; F. P 








corporated ; G. F. Waterbury, Water- 


and H. A. Whitlock, Whitlock Cord- 
age Company. 


———_ <> 


Republic Appoints Omaha 
Distributor 


Steel Corporation, 


by the new distributor. 
- RH 


Grobet File Adds to Line 

Grobet File Corporation, New 
York City, importer of Grobet Swiss 
files, has added to its extensive line 
a complete assortment of files for use 
on German filing machines of the 
Thiel and Excel types. 

A pamphlet illustrating 130 differ- 
ent files, made in two grades of cut, 
bastard and smooth, has been pre- 
pared for distribution. 








Plymouth Cordage 





McCann, Tubbs Cordage Company ; 
W. Reiner, Wall Rope Works, In- 


bury Rope Company, Incorporated, 


Appointment of Gate City Iron 
Works, Omaha, Nebraska, as a dis- 
tributor of Toncan Copper Molyb- 
denum Iron Iron, was recently an- 
nounced by N. J. Clarke, vice-presi- 
dent in charge of sales, Republic 
Youngstown, 
Ohio. A complete warehouse stock 
of Toncan Iron sheets will be carried 





WANTED— 


‘| jobber representation 
| for this staple item in a 


few territories still open 


Today, Key Graphite Paste still 
retains the position established 
sixteen years ago as the outstand- 


| ing sealing compound for all 


screw thread and gasket joints on 
lines carrying steam, oil, acid, etc. 


The unequalled superiority of 
Key Graphite Paste over this long 
period of time has won for it a 
place on the approved lists of the 
various branches of the govern- 
ment as well as acceptance in prac- 
tically every industrial plant of 
consequence in the country. 


Key Graphite Paste is a staple—a 
product requiring no missionary 
work and carrying a nice margin of 
profit. It is handled by the outstand- 
ing jobber in each community. 


A few territories are open for repre- 
sentation through reputable jobbing 
houses. Write today for complete 
details. 


Key Boiler Equipment Co. 
2700 McCasland Ave., _ E. St. Louis, Ill. 
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DISTRIBUTORS: 
Let us have YOUR views 


E see no reason why a 
greater number of mill supply houses can- 
not sell Federal “Signal Kalls" and Sirens 
profitably to the plants on which their 
salesmen are calling every day. 


Nearly every factory has need for up- 
to-date sirens, while many are in the 
market for call systems. 


Some mill supply houses are already 
doing a very notable job, while many 
resale organizations in allied fields are 
meeting with unusual success. 


We would like to have your reactions 
to this suggestion. Why not write us and 
give us your views? 


The Signal Kall op- 
erates any type of 
signal, horn or siren 
used as a code call 
on any type of cur- 
rent. It will operate 
30 separate codes 
«o 30 different per- 
sons. Each call is 
repeated automati- 
cally three times by 
one setting of dials. 
The Signal Kall is 
located at the switch- 
board and is con- 
nected with the sig- 
nal system. 


FEDERAL 





ELECTRIC CO. 


Signal Division 


8720 S. State Street » 


CHICAGO 








l 






In Boxes 







Handy Packages 
and Special Lengths 


Flexible Belt Lacing 


Leading plants standardize on this 
superior lacing because its stronger 
—made of treated steel. Coming in 
eight sizes with 2-piece hinged 
rocker pins to take up wear, it can 
be safely recommended for every 
nower or conveyor belt. Compresses 
belt ends—prevents fraying. Lengths 
to 72 inches always in stock. 


ARMSTRONG-BRAY & CO. 

“The Belt Lacing People’’ 
310 N. Sheldon St., 

\ CHICAGO, U.S. A. 






















Write for 
Catalog 
Sheets 


Machinery Manufacturers To Meet in 
Cleveland 

A two-day meeting, bringing to- 

gether the country’s leading manu- 

facturers of machinery and machine 


| parts, will be held at the Hotel Cleve- 


land, in Cleveland, May 14 and 15. 


| The gathering, which is expected to 


play an important role in determin- 
ing plans under code operations of 
the machinery industry, as well as 


| its new place in national rehabilita- 


tion, will be conducted by the Ma- 
chinery and Allied Product Institute, 
of which John W. O'Leary, of Chi- 
cago, is president. Permanent code 


| authority for the machinery and al- 
| lied products industry will be elected 


at this meeting. 
Among those who are expected to 
take an active part in the sessions 


| are George H. Houston, president of 


| president 


the Baldwin Locomotive Works and 


| chairman of the Durable Goods In- 


dustries committee, recently created 
at Washington; James W. Hook, 
of the Geometric 


same committee; George W. Tor- 
rence, president of the Link Belt 
Company; and prominent executives 


| in all of the nationally known com- 
panies producing heavy equipment. 


The importance of the meeting is 


| reflected in the fact that the com- 
| panies to be represented normally em- 
| ploy more than 350,000 workers and 
| have a collective capital investment 
| of three and a half billion dollars. 


STEELGRIP 


\While some of these concerns have 
recently reported gratifying improve- 
ment following increased demands in 
the automobile and railroad fields, a 
good proportion are still dependent 
upon the durable goods recovery de- 
liberations for l 
turn. 


any substantial up- 
Discussion of proposals to extend 
to the heavy equipment and durable 
goods field, in general, trade stimu- 
lation aids is expected to make the 
Cleveland meeting of high importance 
in the shaping of recovery plans for 
the machinery industry. 
taletidiipndan 
Homestead Valve Appoints 
Distributors 
The Homestead Valve Manufac- 
turing Company, Coraopolis, Penn- 
-ylvania, has announced the follow- 
ing new exclusive representatives for 
Hlomestead valves: Grinnell Com- 
pany, Atlanta, Georgia; L. E. Liv- 
ingston, Fort Worth, Texas, and the 
National Supply Company, Toledo. 





Tool | 
| Company and vice-chairman of the 


DISTRIBUTORS —— 


You'll like 


ROCKFORD 
SERVICE 


By “service” we mean 
more than the prompt 
delivery we give you on 

your requirements. 
That, of course, is one 
of the fundamental 
principles of our busi- 
ness. 

We refer also to the 
quality that is built into 
every Rockford prod- 
uct, the completeness 
of our line and our 
convenient packaging 


methods. 





We will be glad of the 
opportunity to give you 
all the facts about 


30-37 Normalized Steel 
Serew Products. 





CAP, SET, WOOD AND LAG SCREWS 
BOLTS, NUTS AND SPECIAL WORK 





ROCKFORD SCREW PRODUCTS CO. 
Railroad Ave. at Ninth St. ROCKFORD, ILL. 











Many of Your 
Customers are in 
Need of Copper Work 


FOR FIFTY YEARS 
we have been build- 
ing copper equip- 
ment for industrial 
plants. Coils, Bends, 
Expansion Joints, 
Kettles, Tanks, Vats, 
Special Piping, 
Floats, etc. 


Our customers in- 
clude every pro- 
cessing _ industry, 
power plants, utili- 
ties. Besides Cop- 





per we fabricate semut 
Brass, Bronze, 
Aluminum, Nickel, 


Monel, Block Tin and Stainless Steel. 


SEND SKETCH or 
blueprint and esti- 
mate will be given 
promptly. Special 
assistance given 
Distributors in 
placing orders for 
fabricated work. 


ARTHUR HARRIS & CO. 
210-218 N. Curtis St.,Chicago, Ill. 


Coppersmiths, Engineers, Bronze Founders 
and Float Manufacturers Established 1884 
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Spray Painting Code Signed 

The Code of Fair Competition for 
the Spray Painting and Finishing 
Equipment Industry has been ap- 
proved by the National, Recovery 
Administration. It went into effect 
April 30. 

In regard to selling methods, the 
Code Authority is authorized to es- 
tablish uniform principles of cost 
accounting subject to approval by 
the Administration. Likewise, prices, 
discounts, and terms will be filed 
with the Code Authority subject to 
revision on five days’ notice. Unfair 
trade practices, such as false adver- 
tising, misbranding, commercial brib- 
ery, secret rebates, “free deals” and 
sales below cost are prohibited. 

Authority for administering the 
provisions of the code is vested in a 
Code Authority of eight individuals. 
Six members are to be elected by 
the National Spray Painting and Fin- 
ishing Association ; two by non-mem- 
ber manufacturers. In addition to the 


regular board of eight, not more than | 


three additional members may be ap- 
pointed by the National Recovery 
Administration. 

—_— j@—— 


Hearing Set for Pipe Tool and Vise 
Industry Codes 


A public hearing on the proposed | 
codes of fair competition for the pipe | 


tool manufacturing industry and the 
vise manufacturing industry, supple- 
mentary to the approved code for 
the fabricated metal products manu- 
facturing and metal finishing and 
metal coating industry, will be held by 
Deputy Administrator L. S. Horner 
on Thursday, May 10, 1934, in the 
Oak Room of the Raleigh Hotel. 
Both industries have adopted the 
hour, wage and labor provisions of 
the basic code, their codes being de- 





voted to administration, cost account- | 


ing and trade practices. 
en 


Dayton Issues New Series of 
Envelope Stuffers 

A new series of envelope stuffers, 
one for each month 
1934, through February, 1935, has 
been prepared by The Dayton Rub- 
ber Manufacturing Company, Day- 
ton, Ohio. 

A copy of each folder has been 
mounted and bound into a booklet 
which has been distributed to Dayton 


from March, | 


distributors for the purpose of mer- | 


chandising their use. 














INGERSOLL SHOVELS 
We call your attention to 


our line of shovels, spades, and scoops, which 
is unexcelled for quality. {| Our prod- 
uct is equipped with blades made from 
INGERSOLL STEEL, the best steel on the 
market today for “A”, “B” and “C” grade 
shovels. Although others may use 
our steel for their better quality shovel 
blades, you can be sure you get Ingersoll 
steel by buying your shovel requirements 
direct from us, makers of this X-TRA 
Quality Steel for X-TRA Quality Shovels. 


» » » 


INGERSOLL STEEL and DISC CO. 


NEW CASTLE, INDIANA 





























Here Today? 
THE HOISTS OF TOMORROW 
and they bear the CM label 














CM CM CM 
’ ry ‘ 
CYCLONE AL-LITE HERCULES 
i World’s First age 
12 Anti-Friction : Safety Hoist 
Bearings ——, Alloy with Safety 
pies oist With 


A dependable long-life 
hoist, efficient, with gy- 
rating yokes. Dust-proof, 
oil-tight housing. Screw 
type brake. 








Safety Governor 
90> dee 


One-third lighter, facili- 
tates one-man handling. 
Strong, durable. High 
efficiency. 








Governor 
0D doe 
High speed, spur-geared. 
Simple design. Adjust- 
able load brake. Quick 


lowering. 





@ These three hoists, on display at all CM distributors, 

are part of the completely modernized CM line... What- 

ever your handling problem, whether large or small, 

there’s an up-to-date CM unit for the job. 

Chisholm-Moore Hoist Corporation, Tonawanda, N. Y. 
( Division Columbus-McKinnon Chain Corporation ) 


CHISHO 





CHAIN HOISTS 
TROLLEYS 









OORE 





ELECTRIC HOISTS 
CRANES 














132 


MILL SUPPLIES 











in Distributors 


GENUINE 
HETTRICK 


Stitched Canvas Belting 


MALABAR 


and 
HETMACO 

















tigate these fine lines NOW. 


TOLEDO, OHIO 





We Believe Thoroughly 


—and invite them to investigate 
their profit opportunities with: 


for conveying and elevating 

















The New Transmission Belt 


Our established re-sale price set-up will 
appeal to you. So will our attractive dis- 
tributor terms and our sales assistance. 


The great belting replacement market 
in industry is open to you. Your sales 
opportunities are growing daily. Inves- 





HETTRICK MFG. CO. 


Summit and Magnolia Sts., 




















NOW READY 
FOR SALE 


Through Supply Houses! 


. 
—an amazing new 


Bronze Bearing Metal 


We make a new Bronze 
Bearing Metal that will not seize or 
score shafts, bearings or journals even 


in the absence of oil. 


This metal has been the “dream of 
all metal experts” for many years. 


Having placed this metal in over 
three hundred large manufacturing 
plants in all parts of the United States, 
we are now ready to take on Supply 


Houses. 


Write us for circular describ- 
ing this wonderful metal, and 
for territorial arrangements. 


The PREMIER BRONZE CORP. 


1022 N. 6th Street 
ST. LOUIS, MO. 

















New York street scene. This group was 
snapped in front of Topping Brothers. 
Left to right: A. E. Paxton, editor of Mill 
Supplies; Harry Muschenheim, Henry Diss- 
ton & Sons, Incorporated; G. Carstens, 
Topping Brothers; Jim Browning, Topping 
and C. A. Stiles of the Black & Decker 
Manufacturing Company. 








Administration Member Appointed 
to Machine Knife Code 

EK. A. Seill, who for many years 
has been president of the General 
Box Company, Chicago, has been 
appointed administration member of 
the code authority for the Machine 
Knife and Allied Steel Products 
Manufacturing Industry. 


——— 


Seattle Distributors Appointed 

Barde Steel Company and Doran 
Company, both of Seattle, Washing- 
ton, are newly appointed distributors 
of Enduro staimless steel, according 
to a recent announcement by N. J. 
Clarke, vice-president in charge of 
sales, Republic Steel Corporation, 
Youngstown, Ohio. 


a 


Desmond-Stephan Appoints Pulver 
The Desmond-Stephan Manufac- 


Pulver Machinists Tool Company ex- 
clusive distributor in Chicago on 
| Simplex steel-slide vises. 


a 


Filing Room Catalog Prepared by 
Atkins 

E. C. Atkins and Company, In- 
dianapolis, has recently prepared a 
new “Tools in the Filing Room” cat- 
alog. It shows new models and 
improvements in the line of Pribnow 
and Ideal swages and swage shapers 
as well as other filing room euipment. 
Copies may be obtained by writing 
the company. 





turing Company has appointed the | 








Vertical Type Ma- 
ef tees. Ye to 2 











Flexible 
Shafts 





and Nut-Setting. 





-bearing equipped 
and made with highest 


dustries. 


New Catalog No. 26 
including all 1933 
improvements now 
ready. 


hed 1905 


N. A. STRAND & CO. 


5001 N. Lincoln St Chicago, U.S.A 











Grobet Swiss Files 


A Profitable Line for Distributors 


There is little sales resistance in 
marketing a genuine article that 
has a world-wide reputation. To 
sell a so-called ‘“‘just as good” 
imitation is sometimes an expen- 
sive experiment. 


The enterprising distributor sell- 
ing genuine Grobet Swiss Files will 
consistently do more business and 
make more profits than those han- 
dling inferior brands. 


Today more than 200 distributors, 
including some of the oldest and 
biggest firms, are selling this long- 
established line of files. -—They 
recognize Grobet leadership. 


Grobet File Corp. of Am. offers to 
the users of files a diversity of line 
absolutely unchallenged by any 
other file manufacturer. 
Complete Line: 
Grobet Swiss Precision Files, 3,500 
different shapes, sizes and cuts (almost 
twice as many as offered by the imi- 
tators of our products). 
Grobet Machine Files for Hartford, tlli- 
nois, LaPorte, Cochrane-Bly, Oliver, 
Thiel, Harvey Filing Machines. 
Grobet Curved Tooth Files. 


Grobet Rotary Files for flexible shaft — > 
equipment. 





= 


Grobet File Corp. of America 
3 Park Place New York City 








AND EQUIPMENTS 


Over 60 types of STRAND 
Flexible Shafts, Machines 
and Equipments for every 
industrial need for port- 
able operations such as 
Grinding, Polishing, Sand- 
ing, Rotary-filing, Drill- 
ing, Buffing, Wire-brush- 
ing, Wood-filling, Lathe- 
Grinding, Screw - driving 


The entire STRAND line 
is ball 


quality workmanship and 
-P. Ball Bearing. materials. Horizontal and 
vertical types for all in- 


Originators and Manufacturers 
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Johnson Bronze Appoints 
Distributors 

Johnson Bronze Company, New 
Castle, Pennsylvania, has announced 
the appointment of the following dis- 
tributors for its line of machined bars 
and general purpose bushings: Mau- 
Sherwood Company, Cleveland, Ohio ; 
Long Island Hardware Company, 
Long Island City, New York; Homer 
Strong and Company, Rochester, New 
York; Root-Neal Company, Buffalo, 
New York; Berry Bearing Company, 
Chicago, Illinois; New Jersey Engi- 
neering and Supply Company, Pas- 
saic, New Jersey ; Wisconsin Foundry 
and Machine Company, Madison, 
Wisconsin ; Reilly Brothers and Raub, 
Lancaster, Pennsylvania; Sees and 
Faber, Incorporated, Philadelphia, 
Pennsylvania; Frick-Reid Supply 
Company, Pittsburgh ; and Penn Gen- 
eral Supply Company, Pittsburgh, 
Pennsylvania. 


——+>—_—_ 


Safety Belt-Lacer Reduces Prices 

The Safety Belt-Lacer Company, 
Toledo, Ohio, has announced a sub- 
stantial reduction in prices on its belt 
hooks. 

Orville B. Briggs, president, in 
making the announcement, lauded the 
cooperation the company has received 
from distributors during the four lean 
years just past and stated the com- 
pany’s determination to work even 
more closely with distributors. A 


semi-monthly bulletin for distribu- | 


tors’ salesmen, calculated to assist 





them in their selling problems, will 


soon be issued. 


——_<——__—_ 


Bonney Announces New Catalog 


A new catalog illustrating and de- | 


scribing complete lines of open-end, 
box, socket, pipe and _— special 
wrenches for hand or power use is 
now being supplied to distributors 
and customers by Bonney Forge and 
Tool Works, Allentown, Pennsyl- 
vania. 
sensilla 


Evolution of Leather Belting Told by | 


Schieren 
A 32-page booklet titled “Evolu- 
tion of Leather Belting” 
published by the Charles A. Schieren 
Company, New York. The history 


has been | 


of leather belt from ancient Egypt to | 


the present is traced by word and 


picture and a complete story of the | 
development of the Schieren Com- | 


pany is told. 


ALLIGATOR. 


TRADE MARK REG.U5S. PAT. OFFICE 


STEEL BELT LACING 


publications are carry- 
66 ing the story of 
ALLIGATOR STEEL 


BELT LACING to the 
user in 1934. This is part of our 


consistent 








GREAT 
STRENGTH 











long-time merchan- 








dising program. 
FLEXIBILITY 





Sales of Alligator Steel Belt 


Lacing are profit sales for 








the jobber and the stock 


turnover is rapid. 





PROTECTION OF 
BELT ENDS 








Sole Manufacturers 


FLEXIBLE STEEL LACING CO. 


4633 Lexington Street Chicago, Illinois 
In England at 135 Finsbury Pavement, London, E. C. 2 


SMOOTH ON 
BOTH SIDES 








Accept No 








Substitutes —— 


TRADE MARK 
REG. U. 6. PAT. OFF. 
os 
bot ee 
rehab th Wate 


—": 



















COMMERCIAL GROUND 
THREAD © 


MACHINE SCREW TAPS 


are making a host of new friends for 
dealers who are selling WINTER 
BROTHERS QUALITY TAPS. 


Profitable to sell—productive in use. 
That sums up the Winter Brothers entire 
line of taps and dies. 













YE 


PrTTevEnT enti iit | 





Customers call for them by name when 
reordering. 


Sturdy DEPENDABILITY alone engend- 


ers such confidence. 


THE 
WINTER BROTHERS COMPANY 


(Dependable Taps and Dies) 
Wrentham, Mass. 


Division of the National Twist Drill & Tool Co., Detroit, Michigan 


© © 
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SPRAYS 




















50, 000 BLOWERS TO SELL 


There are over 50,000 blowers in use 
industrials of all kinds throughout che 
country—proving conclusively the ac- 
tive demand, market and need for this 
equipment — and there is an equal 
amount to sell or replace. 

Jobbers have never secured their share 
of this business simply because they 
have not offered the line. Now we have 
added an even more powerful unit to 
the Tornado line—the Model 10—total- 
ing five complete models in all sizes and 
prices to further add to sales possibili- 
ties for jobbers. 

The preliminary work of developing the 
market for blowers has been finished— 
the demand has definitely been created 
for the finest and most complete line 
of labor saving cleaning tools. Now is 
the time to cash in on this substantial 
specialty market. 

Write at once for new jobber catalog 
sheets and complete information. The 
Tornado line, properly offered your 


trade, will make money. 


Breuer Electric Mfg. Co., 


847 Blackhawk Street. 
Chicago, Illinois. 





Republic Mailing Piece Stresses 
Distributor’s Service 
A mailing piece sent to consumers 
The Republic Rubber Company, 
Youngstown, Ohio, is devoted to an 
explanation of the value of the serv- 
ice rendered by distributors to con- 
sumers. 
It reads, in part, “Distributors con- 
tact you frequently, study your needs, 


by 




























The 
‘“Rubberhide” 
Line 


Rubber Boots & Bootees 


with 
Rubber-Leather-Gro- 
Cord Soles and Heels 


A waterproof footwear line 
made especially for the in- 
dustrial and contracting 
field for resale through 
jobbers and dealers of Mill 
Hardware, etc. 


Supplies, 


Write for our proposition 


Rubberhide Company 
Trenton, N. J. 


In your request mark your letter for the 
attention of Department ‘‘M’’ 











carry your stock within easy reach, 
keep down your inventories, reduce 
your storage, insurance and other 
overhead costs, make quick delivery 
of small or large orders and rush to 
your aid in emergencies. They are ex- 
perts at business cooperation for that | 
is their greatest stock in trade.” 
odiaiiilliaiapcaes 





Book on Transmission Available 
Robert Drake’s book, “50 Reports 
| on the Mechanical Transmission of 
Power From Motor Drive to Indus- 
| try” has been made available by the 
American Leather Belting Associa- 
tion at twenty-five cents per copy. 


The book is 224 pages in length 
| with complete table of contents and 








DISTRIBUTORS—— 


INVESTIGATE THIS 
PROFIT MAKER! 


the SHERMAN 


AIR NOZZLE 







It gives real 
| Operating Conven- 
ience—Maximum 

Service—Saves on Air! 


Its readily ap- 
So will the 


Live prospects are everywhere. 
parent efficiency will appeal to them. 
reasonable price at which it is offered. 

The Sherman Air Nozzle is made of high grade 
bronze, is simple, compact and rugged. Angle 
type makes for convenience. % in. I. P. thread. 
Packed in cartons of six. Weight approximately 
9 oz. each. 

It will pay you to sell this outstanding prod- 
uct. Ask for our fine profit margin and all 
the facts. 


H. B. SHERMAN MFG. CO. 





index. It covers the practical plant 
| application, operation and mainte- 
nance of all kinds of motor drives, 
including multiple-v belts, belting, 
chains and gears. It covers trouble 


plant men. 
—_—_—___ 


Valve Booklet Issued by 
Lunkenheimer 
The Lunkenheimer Company, Cin- 
cinnati, has brought out a new book- 
| let, in color, describing and illustrat- 
| ing its new line of plug type “Fer- 
renewo” and “Renewo”’ valves. List 


included for all types. 
a 


Medart Issues Bulletin 
and Price List 
A bulletin giving complete details 
on fractional horsepower V-belt 
drives and a new price list for all 
sizes 


just been issued by The Medart 
Company, St. Louis. 
—__—_—<———— 


General Refractories Issues Bulletin 


General Refractories Company, 
106 South Sixteenth Street, Phila- 
delphia, has just published a new 





cured by writing the company direct. 








prices and leading dimensions are | 


1%4-horsepower and over have | 


bulletin describing Carbex Silicon | 
Carbide Brick. Copies may be se- 


22 Barney St., 
BATTLE CREEK, MICH., U.S. A. 




















elimination and a wealth of practical | 
| information of value to salesmen and | 


Sell NEVERBREAK 


Chrome Belt Lacing 


—one lace that answers EVERY need 





You can recommend it to your trade re- 
| gardless of the conditions under which the 
belt is working. That eliminates the necessity 
| for stocking three or four different tannages. 

A recent test made with a '/2-inch lace 
showed that NEVERBREAK had a tensile 
strength of 400 pounds! 

When subjected to 240 degrees Fahrenheit 
| for 60 consecutive hours, NEVERBREAK re- 
tained a tensile strength of 300 pounds. That 
shows heat resistance! And when NEVER- 
BREAK Chrome Lace becomes wet, it will dry 
back to its original soft and pliable state. 

Full length sample laces furnished free 
to any distributor wishing to have an 


experiment made with this remarkable 
new lace. 


CALIFORNIA TANNING CO. 
1905-7-9 Shenandoah Ave. 
ST. LOUIS, MO. 
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Inquiries that mean 
dollars to you! 


ATLAS LATHE 


9 9” Screw Cutting 


$79. cn AS 


ILLUSTRATEDO LESS MOTOR 







—_ “© mo a 


Our vigorous advertising campaign to 
potential purchasers of the Atlas Lathe 
has just one end in view—to secure in- 
quiries for our distributors. 


This advertising is bringing in several 
hundred inquiries monthly. Every one 
is referred to the distributor in the ter- 
ritory whence it comes. 


These leads are producing sales in good 
volume, at fine profits, for our distrib- 
utors. 


You can cash in on this resultful cam- 
paign. Write today for complete infor- 
mation. 


This low priced Atlas Lathe is a com- 
plete unit, with integral countershaft, 
belts, etc. Works metal and wood. 
Effects a noticeable saving in power. 
Appeals to present users of higher 
priced lathes, more costly to operate, 
also to many small shop owners who 
neither can afford nor do they need 
more expensive lathes when the ATLAS 
will do the work as well. 


ATLAS PRESS COMPANY 


1840 N. Pitcher St. KALAMAZOO, MICH. 











Sell Our 10,000 
Size at $180.00 


F.0.B, Columbus 


JAEGER “SURE PRIME” 
PUMPS SELL FASTER .. 


2” —3”—4”—6”—8” SIZES 


THE JAEGER MACHINE CO. 


501 Dublin Avenue, Columbus, Ohio 





Goodall Rubber Issues General 
Catalog 

A new general catalog, number 26, 
has been issued by the Goodall Rub- 
ber Company, Philadelphia. Its con- 
tents are confined to the general line 
of mechanical rubber goods, hose fit- 
tings, rubber-surfaced and oil cloth- 
ing and rubber footwear for the con- 
struction and industrial trade. 


—_——__ 


New Catalog Issued by Link-Belt 

A new general catalog of 1024 
pages, with list prices effective April 
1, has been completed and distributed 
by Link-Belt Company, Chicago, 
Philadelphia, San Francisco. 

In the foreword, the book is re- 
ferred to as a Handbook of Practi- 
cal Information on Link-Belt Cost- 
Reducing Machinery — for the me- 
chanical conveying and preparation 
of materials, and the transmission of 
power. It shows such of the com- 
pany’s products as can be purchased 
on a list and discount basis and gives 
engineering and dimensional data. 

Among the items covered are ele- 
vating and conveying chains, eleva- 
tor buckets, sprocket wheels, chain 
drives, power transmission machin- 
ery, positive variable speed transmis- 
sion units, standardized bucket eleva- 
tors, apron conveyors, screw con- 
veyors, belt conveyors, bucket eleva- 
tors and conveyors, flight conveyors, 
car dumpers, sand and gravel plant 
equipment and coal handling ma- 
chinery. 


a a 


Sly Distributes Bulletin on Helmet 

A new bulletin, describing the 
Purair helmet unit, has been issued 
by The W. W. Sly Manufacturing 
Company, Cleveland. The complete 
unit consists of the helmet proper, 
a pressure reducer, an air filter and 
purifier for the removal of fumes, 
odors, oil and moisture and a pres- 
sure gage. 


——— 


Foote Gear Works Issues Catalog 


A new 42-page, illustrated catalog, 


featuring assembly diagrams and 
speed ratios for its line of herring- 
bone speed reducers, has been issued 
by Foote Gear Works, Incorporated, 
Chicago. The line carries the Name 
“Brad Foote,” and includes reducers 
with 83 different gear ratios, from 
one-horsepower to 475-horsepower. 
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New Line—FORGEWELD 
Industrial Casters 
The unique profit possibilities will be gladly 
pointed out by Service representatives at the 
Mill Supply Jobbers’ Convention. New line 
will not affect your present caster set-up. If 
you aren't attending the convention, better 


write right away. 
CASTER & TRUCK CO. 


SERVIC 529 N. Albion St., Albion, Mich. 
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